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Glens Falls Reports 
Nine Months’ Gain in 
Net Operating Income 


| bined Underwriting Ratio of 
(000.5% for 12 Months Best 
Since Loss Cycle Began 


| PREMIUMS INCREASED 7.7% 


ssets Were $170 357,064 on 
ge 30; National Life of 
Canada Shows Progress 





The Glens Falls Insurance Co. reports 
net operating income of $1,436,770 for 
the third quarter of 1959, a substantial 
‘improvement over $577,978 for the same 
Period last year. A loss and loss ex- 
: pense ratio of 58.4% to earned premiums 
Pand an underwriting expense ratio of 
8 375% to written premiums developed 
> combined underwriting ratio of 95.9%, 
4 which contrasts with 99.2% for this 
. quarter in 1958. George D. Mead, presi- 
Ddent, pointed out that the combined 
Sunderwriting ratio of 95.9% represents 
a continuation of the improvement noted 
in the second quarter when the ratio was 
© 100.0%. 
> Net operating income of $540,583 for 
* nine months and $2,349,717 for 12 months 
ending September 30 represented im- 
provement of 22.1% and 26.5% over the 
comparable periods ending September 
30, 1958. A combined underwriting ratio 


of 100.5% for the 12 months’ period 
"ended September 30 was the most favor- 
Sable ratio for such period since the cur- 
rent cycle of unprofitable underwriting 
results began in 1956. 





Premiums Rise 7.7% 


Premiums for the first nine months 
> climbed to $66,365,474 from $61,639,478, 
or an increase of 7.7%, while investment 
“income increased 8.4% to $2,785,951. An 
junderwriting loss of $2,202,803 was 
~ caused primarily by unprofitable experi- 
Pence in automobile lines and the statu- 
> tory impact of recording full acquisition 
expense on an increasing amount of 
> Premiums not yet earned. The loss and 
© loss expense ratio of 62.8% and the un- 
» derwriting expense ratio of 38.9% for a 
combined underwriting ratio of 101.7% 
P contrasted with 102.3% for the first 
) nine months of 1958. 
> Assets of $170,357,064 and capital funds 
© of $54,961,922 as of September 30 com- 
) pared with $165,020,123 and $56,473,589 

at year end 1958. 
Glens Falls’ affiliate, the National Life 
Assurance of Canada, has shown con- 
tinued progress with insurance in force 
of $34,016,862, as of September 30, com- 
(Continued on Page 31) 
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A Real Salesmaker... 


COLONIAL’S NEW 


INSURABILITY RIDER 


Protects policyholder’s future insurability by 
providing guaranteed purchase options at 
stated three year intervals between ages 25 
and 40. 


Annual Cost of Rider per $1,000 for Whole 
Life: 


At age 15 — $ .69 
Atage20—  .86 
At age 25 — 1.08 


An affiliate of Federal Insurance Company Managed by Chubb & Son 
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Launch Large Scale 
Survey Of Consumer 
Buying Attitudes 


Agency Management Assn.—Train- 
ing Council Project Announced 
At Montreal Meeting 


HARRY WOOD TELLS SCOPE 


See Study of Public’s Reactions As 
Guide to Future Marketing 
Procedures 


By CLarENcrE AXMAN 


Montreal—Announcement was made 
at annual meeting Life Insurance Agen- 
cy Management that Life 
Underwriter Training Council and 
LIAMA are now engaged in a large 
scale project in the area of consumer 
attitude. By learning what are the at- 
titudes of the public on a large number 
of subjects having relation to insurance 
buying and ownership and corrolated 
topics, the insurance industry will great- 
ly benefit, said J. Harry Wood, man- 
aging director of LIAMA who made the 
announcement. 

Field interviews have already started. 
Hundreds of them will be made in all 
parts of the United States, some lasting 
as much as an hour. The field inter- 
views are being conducted by the Cross- 
ley Co., A fact finding organization of 
New York City. 

Commenting on what companies can 
learn from such a study Mr. Wood said: 
“In a nutshell, life insurance companies 
pay lip service to the importance of 
knowing what the buyer wants and then 
giving it to him. But actually we do 
little about it. 


Woods Cites Examples 


Association 


“Do we really know what the buyer 
wants from us.” He asked. “Is it what 
we are now offering him, or is there a 
latent demand for certain changes in 
our merchandising? Do we know how 
inflation, and mutual funds are perceived 
by the public today? Do we know how 
the savings function of life insurance is 
perceived by the public. Do we really 
know why we sell only 13% of our vol- 
ume at ages 45 or over, or the kind of 
selling the buyer tikes best, or the kind 
of agent best liked?” 

Mr. Wood declared a great mistake 
has been and is being made by most 
businesses in the assumption that inas- 
much as salesmen are out contacting the 
public they naturally know what the 
public wants and that the home office 
will hear about it. He asked how often 
companies have attempted to ascertain 
what their own agents believe the public 
wants. They have not succeeded. If a 
successful agent is busy selling what he 
has he is not attempting to do an ob- 
jective research job. 

Mr. Wood could see many possible 
avenues of interest in the study now 
being made. Obviously, it was apparent 
that both LIAMA and LUTC hope that 
light can be thrown upon some basic 
theory for use in the construction of the 


(Continued on Page 7) 
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203 of our full-time representatives, or | in 9, are 1959 


Million Dollar Round Table Members. 


14 of our full-time representatives have qualified as 
Million Dollar Round Table Members for 15 years 
or longer, or | in 10 of the 135 men with this 
outstanding record of achievement. 


272 of our full-time representatives, or | in 7, are Char- 
tered Life Underwriters. 


646 of our full-time representatives, or | in 3, received the 


1959 National Quality Award. 


J 1 
! MASSACHUSETTS MUTUAL HAS: 
; 1 in 13 of all 1959 MDRT Members . 
| 1 in 22 of all active CLUs { 
1 in 22 of all agents receiving the 
| 1959 NQA r 


_—~ something —-- 


<a 
~~ p 


IN 1958 


our seventh consecutive all-time high year .. . 


More than a billion dollars of Massachusetts Mutual life 
insurance was sold. 


Men in their first and second years with us accounted for 
26% of our sales volume. 


The 662 men with our company five years or longer earned 
$13,088 per man, with one in six earning over $20,000. 


Our 100 leading salesmen earned an average of $30,357. 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 185! SPRINGFIELD, MASSACHUSETTS 
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Montreal—One of the most critical 
areas today in our whole distribution 
system is the relationship between the 
home office and the field, E. A. Frerichs, 
president of LIAMA and vice president 
and agency director of Security Mutual 


Life of Nebraska, told the annual meet- 
ing. 
| “Today I believe our field representa- 
tives are apprehensive,” he said. “They 
‘are concerned about the effect new cov- 
erages and policies will have on the 
programs and plans they have recom- 
mended in good conscience to their 
clients. They are concerned about the 
competition from other types of invest- 
ments that are attracting wide publicity. 
Perhaps most of all they are concerned 
that we will understand their problems 
and see that their side of the story re- 
ceives an impartial hearing.” 

Mr. Frerichs warned that companies 
cannot avoid the responsibilities of 
leadership in this area. “The replace- 
‘ment of insurance, for example,” he said, 
“has been a matter of grave concern to 
your companies and to your board of di- 
rectors. We do feel that a return to the 
‘basic fundamentals of life insurance, 


Montreal—There really is no other 
service at all comparable in the effective- 
ness of life insurance in bringing secur- 
ity to men and their families, despite 
‘life’s vicissitudes, economic hazards and 


second vice president of Metropolitan 
Life told LIAMA. Mr. Hutchinson will: 
‘become vice president in charge of the 

Metropolitan’s field force January 1. 

_ “The great service we can render is to 
bring the figure for the average amount 
of life insurance owned by the average 
man ($10,000 or $11,000) up to something 
like it ought to be,” he said. “For the 
purpose for which life insurance is de- 
signed, common stocks cannot be either 
‘a substitute or suitable supplement,” he 
added. 

_ “The certainties in life insurance on 
the one hand, with its guaranteed values 
and instant availability and, on the other 
hand, the uncertainties of common 
stocks with their absence of guaranteed 
values, make the two incompatible. They 
tepresent two such different approaches 
tothe problem of preparing for the rainy 
day as to make untenable the idea that 
=A man could, with conviction, sell 
oth.” 

Mr. Hutchinson pointed out that a 
great majority of people leave no estate 
after death other than life insurance and 
that all too often that amount is piti- 
tully small, only two years of income. 

The Metropolitan executive feels that 
too many people in our business today 
have lost sight of the fundamentals of 
life insurance. “In my opinion,” he said, 
the biggest job needing our attention 
at the moment is a retraining job, a re- 
selling job. We need to resell ourselves 
and our agents on life insurance. We 
need, in other words, to take another 
look; another look at the fundamentals; 
another look at what life insurance is 
and why men buy life insurance.” 


Urges Return to Fundamentals 


Ren Hutchinson said that too many 
fine been concerned about inflation, 
me aes by the trend to common stocks 
ack these. attitudes have resulted in a 
ms of faith in life insurance. He cited 
te Specific examples of young men 
° wanted to begin investment pro- 
















‘human frailties, Alexander Hutchinson, 


stressing both savings and protection, is 
essential. 

“IT believe,” he said, “that if life in- 
surance is to fulfill the noble role for 
which it was invented originallv. we 
must not permit it to become diluted 
for expediency, for growth for growth’s 
sake alone, or for any other selfish mo- 
tive. I believe this, not because it is the 
party line, not because it is profitable to 
our companies, not because it repre- 
sents the vested interests of our field 
forces. I believe this for the simple rea- 
son that only through the miracle of 
life insurance can the average man solve 
the economic problems that face him. 

“The problems of life and living which 
brought on the invention of life insur- 
ance are greater and more pressing than 
ever,” Mr. Frerichs said. “Life insur- 
ance alone still stands as the only prac- 
tical solution for most men. 

“These recent years with their many 
new developments are provocative and 
puzzling, but they can be thrilling, too. 
I am confident we will meet their chal- 
lenge and that the end result will be a 
tremendous new growth in personal life 
insurance, sparked by a desire to serve 
the best interests of policyowner, agent 
and company.” 


Hutchinson on Stock vs. Insurance 


grams. Each had turned to common 
stocks for this investment program foun- 
dation without considering life insur- 
ance. 

The speaker urged the sales executives 
at the meeting to re-examine the old 
ideas about life insurance before they 
began looking into new ones. 

“We know that we can’t inspire our 
prospects with facts and figures,’ he 
pointed out. “Men buy for reasons of 
sentiment. Slide rules leave them un- 
moved.” Nevertheless, Mr. Hutchinson 
said, “I think it is helpful to all of us 
now and then to re-examine the founda- 
tions of our faith from the standpoint of 
the factual and the scientific.” 

(He gave an example of a young man 

. age 30, married. two children .. . 
who knows he should have an additional 
$10,000 of protection to properly provide 
for his family. “Under our whole life 
plan he could buy $10000 of permanent 
protection for an annual premium of 
$213.70. Or he could buy term and com- 
mon stocks with this money.” 

The speaker then assumed that the 
man decides to adopt a 100% common 
stock program. He ignores the possi- 
bility of death and invests his $213.70 
each year in common stocks and rein- 
vests the dividends, if any. Assuming 
the man is exceptionally fortunate and 
invests each year in a stock that in- 
creased in value each year at a rate of 
10% and earns dividends at the rate of 
314%, it would take him approximately 
15 years to accumulate $10,000, ‘Mr. 
Hutchinson pointed out. He emphasized 
that this was the case only under the 
most favorable circumstances and that it 
didn’t become necessary for any of the 
money to be made available immediately. 
If that had happened the stock would 
have had to be sold and a capital gains 
tax paid. 

Mr. ‘Hutchinson then said that instead 
of being so extraordinarily optimistic he 
would assume that the value of the stock 
continued steadily at 5% annually, in- 
stead of 10%. This would still be a won- 
derful achievement, he said. “It would 
be even better than the increases men- 
tioned by the advocates of so-called 
healthy inflation.” He pointed out that 
under these circumstances it would take 
the young man 21 years to accumulate 


(Continued on Page 6) 


Montreal—Qualities of leadership, not 
the contributions of scientific develop- 
ment, will control America’s destinies in 
the future, Roger Hull, president of Mu- 
tual Of New York, told Life Insurance 
Agency Management Association. In 
business, he said, leadership in office and 
sales management represents the specific 
key to growth and progress in the next 
decade. And the basic ingredients of 
that leadership are justice, faith, wisdom 
and fidelity, he stated. 

Mr. Hull said he didn’t “wish to mini- 
mize or deprecate in any way the great 
contribution that has been made and is 
being made in the areas of scientific 
equipment and techniques, but I believe 
there is great danger that in the devel- 
opment of these new tools, management 
may place too much reliance on their 
effectiveness.” 

Management, Mr. Hull stated, “is an 
art, not a science.” He said people must 
be given proper motivation, enthusiasm. 
pride of accomplishment and a sense of 
contribution, “for enthusiastic people will 
do a better job, even with poor pro- 
cedures, than unenthusiastic people will 
do with good procedures.” 

The 5l-year-old chief executive also 
called for more encouragement of cre- 
ative thinking and more enlargement of 
individual opportunities. “I firmly be- 
lieve most people will rise to the chal- 
lenge,” he added. 

He said the nine primary attributes 
a good leader should have are: The abil- 
ity to attract people of top quality; The 
ability to train his associates—to transfer 
successful techniques to them and make 
them successful in using them; The 
ability to stimulate new and bigger ner- 
sonal objectives in his associates; The 
development of a genuine interest in 
people and their personal problems; The 
ability to plan his daily work for maxi- 
mum effectiveness and to follow the 
plan; The ability to set a good example 
and be a good advisor in the area of 
personal finances; The ability to operate 


Field Concerned at Trends Says Frerichs Hull Calls Leadership Key to Destiny 


as a good team man; The ability to dis- 
tinguish between what is only pressing 
and what is truly important; The ability 
to face up to his problems. 


Greatest Menace to Growth 


Stressing the importance of facing up 
to problems, Mr. Hull said, “I am con- 
vinced that the greatest menace to 
growth and progress in business is this 
human disposition to postpone, tempor- 
ize or compromise with problems that 
involve human beings. 

“There is no satisfaction in mediocrity 
for anyone, employe or employer,” he 
said. “When it is clear that a person 
is facing mediocrity in his job, the kind- 
est thing we can do is to help him change 
his job.” 

Mr. Hull -pinned responsibility for 
leadership—which he termed the “key 
to success”—directly on the agency of- 
ficer. “No one else can supply ‘it 
he cannot buy it nor borrow it. He who 
holds it has earned it by his own acts 
in relation to:those for whose destiny 
he has accepted responsibility. In the 
final analysis, the test of the quality of 
leadership has nothing to do with per- 
sonal authority or material possessions. 
The real test has to do with matters of 
justice, faith, wisdom and fidelity,” he 
added. 

Mr. Hull said America’s destinies will 
be controlled by the quality: of leader- 
ship produced in our companies and the 
quality of leadership in-our nation: 

“T am convinéed,” he said, “that our 
greatest problems of the future are spir- 
itual. The question is whether we as a 
people have the moral fiber to make de- 
cisions that are right’ rather than de- 
cisions that are expedient. We hear too 
much today about rights. and too little 
about responsibilities. Only if we de- 
velop leadership capable of successfully 
developing citizenship responsibility will 
we be able to remain the bulwark of 
freedom which ,has in the past made us 
a great people.” 


Nicholson On Problem of Lapses 


Montreal—Elmer L. Nicholson, second 
vice president of Connecticut General 
Life, moderated the symposium on per- 
sistency at the LIAMA meeting. The 
following are excerpts of his remarks: 

“Since we met a year ago in Chicago, 
over $15,000,000,000 of Ordinary insurance 
has been lapsed or surrendered. This is 
truly fantastic and beyond my ability to 
comprehend. 

“In order to grasp the significance 
of this enormity, I tried to translate it 
into simple terms. If an agent averaged 
$250,000 in a year, this means that the 
creative sales effort of 60,000 such agents 
went down the drain since we left the 
Edgewater Beach in 1958. Down the 
drain with it went policyowner dollars, 
valuable protection, careful savings 
plans, income to agents and field people, 
not to mention investment dollars and 
profits, or should I say increases in sur- 
plus for the additional protection of 
policyowners. The work of 60,000 agents 
lost—when there are only about 200,000 
in the business. 

“And yet, even though lapses and sur- 
renders have been climbing steadily since 
1950, there were very few voices raised 
until the big jump came in 1958. his 
pushed us to a new level, reminiscent 
of the depression years of the 30’s. Then 


there was a flaring of conversation. But, 
as we moved into 1959 and the curve 
started back down, all the dust settled— 
and all we sales managers went back 
to Our main concern—putting more new 
business on the books. 

“Our problem, in my opinion, is the 
erosion of fundamental concepts that 
wars, depressions and inflations could 
not dent in two hundred years. Let me 
pose some questions. 

“What effect has the recent mad dash 
for.volume at any: price had on persist- 
ency? This could be at the heart of 
our problem—the ‘more-bigger’ compul- 
sion of the sales manager, aided and 
abetted by the ‘more-bigger’ emphasis 
that management places on him. Does 
this ‘more-bigger’ complex erode the 
cash value permanence of our institutions 
by: Substituting the rental of protection 
through term insurance for the owner- 
ship principle of the permanent plans? 
Substituting the temporary solution and 
exalting it as the thing to do? The best 
buy in the business? 

“Tihe bank: loan and minimum deposit 
plans certainly; promoted more business. 
but did they ‘scoff at the institution of 
life insurance by making a joke out of 
cash values? And when we make jokes 
at fundamental principles are we not 
cheapening and devaluating the worth 
and ‘role of all life insurance? : 

“Turning to methods, I would ask the 
following: Is there a trend away from 
‘professional salesmanship with men dedi- 


(Continued on Page 22) 
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Group Aspects of Simpson-Keough Bill 
Told by LIAA General Counsel Thore 


Montreal — The Group concept has 
been one of the basic principles under- 
lying the Simpson-Keogh individual re- 
tirement legislation since the earliest 
days of its consideration by Congress, 
Eugene M. Thore. vice president and 
general counsel of Life Insurance Asso- 
ciation of America, told the annual meet- 
ing of LIAMA. 

Discussing the background of the pres- 
ent Simpson-Keogh measure, Mr. Thore 
said that the first individual retirement 
bills, then called the Reed-Keogh bills, 
were introduced in Congress in 1951 as 
a result of a Congressional committee 
study three years previous which dealt 
with the tax treatment of retirement 
programs for self-employed individuals. 
The 1951 bills, he stated, were limited to 
association groups with the funds to be 
handled by a bank as trustee. 

In 1952, Mr. Thore continued, the 
American Life Convention, the Life In- 
surance Association of America and the 
National Association of Life Under- 
writers testified at Congressional hear- 
ings on this legislation and objected to 
the provision limiting funding to a bank 
trustee arrangement. As a result of the 
52 hearings new bills were introduced 
which made clear that a trustee could 
buv a Group annuity contract and that 
individuals could buy annuity contracts 
directly from insurance companies, Mr. 
Thore stated. Finally, in 1957 the bill 
specifically made life insurance policies 
eligible. 


Two Methods of Funding 


The LIAA official described the two 
methods of funding involving life insur- 
ance companies. One, he said, permitted 
an association or group of taxpayers 
to create a restricted retirement fund 
by establishing a trust, and under this 
approach both Group and individual an- 
nuities would be available as authorized 
investments. 

“With respect to the other method 
which permits taxpayers to make direct 
purchases of retirement policies,” Mr. 
Thore said, “there is no provision in the 
bill prohibiting an association or group 
of taxpayers from purchasing, through 
an agent or non-bank trustee, annuity 
contracts on a Group basis. A question 
raised in connection with this method 
was whether in the case of a Group 
annuity contract a condition of the bill 
requiring that ‘no person other than the 
insured shall have any of the incidents 
of ownership’ might be violated. This 
technical question, which arose for the 
first time in 1958, when this language 
was added, prompted several lawyers in 
the business to urge a clarifying amend- 
ment so that what appeared to them to 
be an inadvertence would not be produc- 
tive of later litigation. Under the cir- 
cumstance, the joint ALC-LIAA Legis- 
lative Committee instructed the staffs 
to seek to remove the possible ambiguity. 
This was done during the hearings be- 
fore the Senate Finance Committee. 

“At this point,” Mr. Thore continued, 
“T should like to say that there was ser- 
ious doubt in the minds of others in the 
business whether the language of the 


bill concerning incidents of ownership 
would cause the difficulties suggested. 
In this connection it seemed that this 


condition of the bill would not be vio- 
lated by a Group contract arrangement, 
if under the language of the contract. 
it was clear that all of the incidents of 
ownership in each Group certificate were 
completely vested in the taxpayer. If 
there is any doubt on this score. such 
doubt could be removed by establishing 
a non-bank trust to hold the annuity 
contract. Although a retirment fund. as 
distinguished from a retirement policy, 
can be established only through a trust 
administered by a bank, there is no pro- 
hibition in the bill.which would prevent 


a group of taxpayers from purchasing 
annuity contracts through a trustee ar- 
rangement with personal trustees. Under 
such an approach, the trust instrument 
could make it perfectly clear that the 
trustee possessed none of the incidents 
ef ownership and that these were all 
vested in the taxpayers. 

“Unfortunately, our action in seeking 
a clarifying amendment has been inter- 
preted in some quarters as a broad modi- 
fication of the bill which for the first 
time would qualify Group annuity con- 
tracts as authorized funding media under 
the ‘bill. As indicated by the ‘history 
given above, Group annuities have been 
very much a part of this legislation since 
1951,” he stated. 


Competition for Business 


After discussing the competition which 
would develop for this business and the 
advantages and disadvantages to the tax- 
payer of the different approaches under 
such legislation, Mr. Thore said: 

“Regardless of one’s attitude toward 


(Continued on Page 5) 


Forand Bill Not Answer, Says Neal 


panded dramatically to provide cove.) 


Montreal — Legislation such as the 
Forand bill to provide hospital, surgical 
and nursing home care tor Social Se- 
curity beneficiaries fails to solve the 
only real national health care problem— 
that of helping to finance the medical 
care of the presently aged population who 
require such assistance, said Robert R. 
Neal, general manager of the Health 
Insurance Association of America. 

Addressing the annual meeting of LI- 
AMA, Mr. Neal said that this kind of 
bill ‘has political appeal and should em- 
phasize to the health insurance business 
the importance of finding solutions to the 
health care problems of the aged, lest 
such measures as the Forand bill be re- 
garded as the only answer to the prob- 
lem. This, Mr. Neal pointed out, repre- 
sents a severe test for the entire volun- 
tary insurance system. 


The HIAA official described the com- 
plex social and economic environment 
in which the health insurance business 
operates: 


“Health insurance has had to be ex- 









No. 11 in an enlightening 
series of 12 Broker- 
Type personalities. 


Red-Eyed Secretary-Snapper 
It’s not Miss Zinn’s fault that he lost the prospect. She tried to 


tell him about ANICO’s compl 


ete line of competitive plans and 


unique specials. Have you checked with ANICO? 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 








- AMI 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


“RICAN NATIONAL 
NSURANCE CoO. 


GALVESTON, TEXAS 





OVER FOUR AND ONE 


HALF BILLIONS OF INSURANCE IN FORCE 





age for 123 million people in contrast 
the 13 million covered less than twent, 
years ago. Types of coverage have ha; 
to be devised and multipled with breath. 
taking swiftness, many times without th 
comfortable anchor of actuarial exper. 
ience, to meet the needs of individuals 
families and those seeking coverage 
through Group plans. The problem ha 
been compounded by the rapid increas 
in the costs of medical care and by the 
complexity of new medical techniques’ 
Mr. Neal said. 


Sees Challenge to Business 


“To provide this service for the Amer.) 
ican public at a cost which the public can) 
pay is the challenge which the health jp.f 
surance business is meeting with unpre. 
cedented effectiveness. It is continuing) 
to meet similar challenges in still mor 
difficult areas, and particularly in help. 
ing to meet the health care costs of ot 
ever growing population of older citizens 
which will be almost 22 million by 1975 
In solving such great problems in 5 
short a period of time, it is inevitable 
that some maladjustments should ap. 
pear and that there should arise some 
public misconceptions of the role and ca-f 
pacity of health insurance. These mis. 
conceptions, translated into political is} 
sues, constitute the basis of our major 
problems today,” he continued. 

Turning to the Forand Bill, Mr. Nea 
said that adoption of such a_ measure 
might well jeopardize the entire Social 
Security system because of the mingling 
of health care with old age financing 
and because of the necessity to further 
increase Social Security taxes to an 
unreasonable level. 

“The latest report of the Department 
of Health, Education and Welfare esti- 
mates that the first-year cost of this 
proposed legislation would be $1,121 mil. 
lions. Previously, it had been estimated 
at less than $1 billion. Our own esti-} 
mates are that the first-year cost woul 
be between $2,074 and $2,387 millions, 
he stated. 


Washington Hearings 


The LIAMA meeting was also ir- 
formed by Mr. Neal about the impor 
tance to the business of the hearing 
being conducted throughout the United 
States by the Senate Labor Subcommit 
tee on the Problems of the Aged and the 
Aging (the McNamara Subcommittee); 
the White House Conference on the Ag- 
ing, including the various state confer- 
ences being held prior to the main cot- 
ference to be held in Washington in 
January, 1961; the recently-enacted Fed- 
eral employes health insurance measure, 
and the O’Mahoney Anti-Trust Subcom: 
mittee. 

Mr. Neal concluded: 

“Even a brief review of Washingtot 
developments such as these remark} 
should be convincing evidence that while 
voluntary insurance has made enormots} 
strides forwards, much remains to be 
done. Its future shape must be forgely 
on the anvil of public attitude in the 
heat of political and legislative action 
I am convinced that the insurance bus: 
ness, which has thus far achieved 9 
much for so many people in so short 2p 
period of years, has the wisdom, the 
vitality and the social statesmanship '0 
overcome its problems and drive forwaré 
to future progress. But as one wh 
daily observes in Washington the grow 
ing magnitude of those problems, | sug: 
gest to you that success will come onl) 
at the price of effort and determinet 
action.” 





Fred Smith on Discipline 


Montreal — Fred Smith, managemel! 
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Montreal—Agents who sell all lines of 

insurance sell more insurance of each 
individual line, Raymond C. Johnson, 
yice president in charge of marketing 
for New York Life told LIAMA. 

In recounting New York Life’s experi- 
ence in the accident and sickness field, 
Mr. Johnson said that his company’s 
statistics show “that in 1958 agents who 
sold only Ordinary insurance averaged 
$329,000; agents selling both Ordinary 
and accident and sickness averaged $389,- 
000; while those who sold Ordinary, acci- 
dent and sickness and Group averaged 
$547,000 or 66% more than those who 


‘sold Ordinary alone.” 


He said that while “the average growth 
in Ordinary sales for all our general 
ofices in 1958 was 2.4%, the offices which 
did well with all our product lines aver- 
aged a 20% growth in Ordinary sales 
during the year, almost 10 times the 
figure for all offices.” 

He said that “more lines of personal 
coverage promote more activity by 
agents. And, of course, more actively 
promotes more sales in all lines. More 
lines give an agent more reasons to call 
on a prospect, and often give him a new 
and interesting approach for another 
call. Many agents tell us they have no 
trouble selling when they have inter- 
views, but have their greatest difficulty 


‘in securing interviews under favorable 
_ circumstances. 


A. & S. insurance helps 
them to get interviews and often helps 
to solve the daytime prospecting prob- 
lem, especially for the newer agents. 
Certainly there is strong evidence that 
all forms of personal insurance cover- 
‘age are closely related and one leads 
‘to the sale of the other. 

“The progress of any life insurance 
company is nothing more than the com- 
posite total of the progress of each of 
its individual agents,” continued Mr. 
Johnson. “By adding ‘A. & S. and Group 


‘insurance to our agents sales portfolio in 


1951, we feel we have given them more 


pathways to progress. 


“We are also most enthusiastic” he 


_ said, “about the future of A. & S. sales 
‘because we feel our agency force has 


not nearly approached its potential. Thus 
we look ahead with great optimism. We 


| believe that our modernized and stream- 
lined noncan and guaranteed renewable 


accident and sickness program now is 
a worthy partner to our life insurance 
operation. It gives us the answer to many 
of our problems because it has been 
tailor-made to fit our type of company, 
our field organization and the markets 


rh we serve.” 


Adding A. & S. Changed Company 


Mr. Johnson said that New York 


Life’s decision to enter the accident and 
sickness and Group insurance fields in 
1951 “changed the entire character of 
the company. It involved abandoning our 
Position as a strictly Ordinary company, 
4 position the ‘New York Life had been 
very proud of for 105 years.” 

€ company decided to enter these 
felds for four reasons: The growing 
market for all forms of Group insurance, 
including accident and sickness; the sale 
of accident and sickness insurance would 
elp to forestall government encroach- 
Ment in this field; the field underwriters 
Would get additional commissions; but 
Most compelling was to assure a health 








tate of growth for the sales of Ordinary 


Other Lines Help Sales, Says Johnson 


insurance. 

Noting that the “doing” was not as 
easy as the “deciding,” Mr. Johnson 
said that the company had to “hire key 
personnel with specialized knowledge in 
these fields; promote and train other 
employes for new duties and responsi- 
bilities. And, of course, we had the 
problem of integrating these new depart- 
ments and new people into the New York 
Life family. We also had the problem 
of getting our agents to integrate these 
new product lincs into their sales port- 
folio and daily sales activities. For the 
truth was, there wasn’t much demand 
from our agents for this type of cover- 
age.” 

Position on Non-Can 


Although New York Life has been 
“noncan” for the past three years, Mr. 
Johnson said it started in accident and 
sickness in 1951 by offering only a com- 
mercial line of policies renewable at the 
option of the company. 

‘But, he said by late 1953 and early 
1954, “one of the more serious problems 


we had to consider was the reaction 
of our agents and our policy owners to 
the non-renewal of a policy because of 
a major change in physical condition. 
We began to appreciate that such term- 
inations, even though rare, did lead to 
poor public relations. 

“New York Life agents had been 
trained in and accustomed to selling life 
insurance protection on a permanent 
basis, and they were not satisfied with 
these cancellations even though there 
were only a few. Thus, it became quite 
obvious to us that a line of policies that 
could be terminated by the company for 
cause would never really receive favor- 
able acceptance from a substantial part 
of our field organization,” Mr. Johnson 
said. 

Other problems involved with the com- 
mercial type of operation were complex 
administrative problems. “These were 
some of the main reasons why we 
switched to noncan over three years 
ago. While it has worked quite well, 
we have made further improvements such 
as lifetime guaranteed renewable hospi- 
tal coverage; lifetime guaranteed re- 
newable hospital policy especially for 
senior citizens and substandard A. & § 
insurance.” 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline”’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘Reinsurance 
Exclusively’’. Why not write for your free 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 
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THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, .) 


TO BROKERS 

We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 

COME IN AND SEE US! 
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110 East 42nd Street 
Ne ork 17, N 
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Thore Talk 


(Continued from Page 4) 


Group contracts, in this area we are deal- 
ing with legislation which in its very 
‘rigin contemplated plans created by 
groups of individuals. Through the ef- 
forts of the insurance business the legis- 
lation has been expanded to permit in- 
dividuals to set up their own retirement 
plans through the purchase of individual 
life insurance or annuity contracts. 
Whether this individual approach will 
be more popular than the original asso- 
ciation group approach remains to be 
seen,” he stated. 

“While to datz no one has urged the 
Congress to amend the Simpson-Keogh 
bill to disqualify the use of Group an- 
nuities for the funding of self-employed 
retirement plans, within the past month 
it has come to our attention that ques- 
tions are being raised within the busi- 
ness concerning the use of Group forms 
of insurance for this purpose. Since it 
appears obvious that if this legislation 
is adopted it will permit the funding of 
taxpayers’ retirement savings through 
Group methods via the bank trust, the 
question becomes one of whether the life 
insurance business wants to urge that it 
be excluded from competing on an equal 
basis in this respect and that its func- 
tion be limited to the issuing of indi- 
vidual contracts,” Mr. Thore concluded. 

The LIAA official also told the meet- 
ing that this past year has seen more 
action in Washington on matters of in- 
terest to the life insurance business than 
any other year of its history. He listed 
such events as the adoption of the per- 
manent income tax law; Supreme Court 
consideration of the premium payment 
test; the O'Mahoney anti-trust hearings ; 
the ‘Supreme Court and SEC actions on 
variabie annuities; consideration by the 
Supreme Court of the question of Fed- 
eral jurisdiction over mail order adver- 
tising; legislative action on bills affecting 
inflationary forces; Korean veterans’ 
NSLI legislation; the Federal employe 
health insurance measure; hearings on 
the Forand health insurance bill, and a 
House amendment to an income tax 
measure affecting the treatment of for- 
eign branches of life insurance compan- 
ies as foreign corporations. 





Levy Sees Gimmick Selling 
To Blame For High Lapses 


Montreal—M. L. Levy, president of 
Life Underwriters Assn. of Canada and 
representative of Imperial Life, told LI- 
AMA that special policies were to blame 
for lapses. 

“The current orgy of replacements can 
be traced in part to what I choose to 
call “gimmick selling,” said Mr. Levy. 
“By that I mean the sale of a special, 
super policy which, judged by the adver- 
tising and sales ‘pitch, was especially 
designed to fill every life insurance need. 

“The impression left is that retention 
of ‘old fashioned’ life insurance becomes 
quite unnecessary and is in fact a sheer 
waste of money. ‘Gimmick’ selling is 
poor selling and should find no place in 
our business.” 
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Smith Gives Viewpoint of Fieldmen 


Montreal—The viewpoint of field 
management was given before LIAMA 
by Leonard T. Smith, chairman GMAC 


and manager at Cranston, R. I. for The 


Prudential. 
“There is, in the broad sense,” said 
Mr. Smith “a general feeling that life 


insurance as an industry is erupting 
from within and from without, and that 
it is going off in many directions at the 
same time. Nor, at this moment, does 
there appear to be emerging any direct- 
ing hand to control all these factors for 
the good of the industry as a whole. 

“Probably the most disturbing single 
factor, from the standpoint of—or more 
particularly in the minds of—the men on 
the firing line is the increased scope and 
coverage of Group policies. There is a 
widespread feeling that so-called ‘Group 
on Group’ is triggering a steady shrink- 
age of the individual market. 

“Two other worries, while actually dif- 
ferent, are similar in nature. The clam- 
ors of the ‘buy term and invest the dif- 
ference’ boys, and the inroads being 
made by the mutual funds advocates. 
Both of these have taken on added seri- 
ousness in almost direct proportion to 
rising Dow Jones averages and gener- 
ally increasing dividend rates. 

“The part-time men practices of many 
companies are making themselves felt, 
often in a completely negative way. 
Right in my own baliwick, there’s a do- 
mestic Rhode Island company that con- 
centrates on getting policemen, firemen 
and letter carriers as part-time agents. 
The competition from the actual produc- 
tion of these people is certainly of no 
great consequence, but the stock answer 
from their co-workers and the people on 





Leighton Foster Absent 

Montreal—R. Leighton Foster, Q. C,, 
executive head of Canadian Life Insur- 
ance Officers Association, was unable to 
appear in Montreal because of a sore 
throat. His address was delivered by 
James N. Cunningham, vice president 
of Crown Life. 





Whisi Tine In: Cassia 


Montreal—The 45th annual convention 
of LIAMA held this week at the Queen 
Elizabeth Hotel, is the third time the 
Association has met in Canada. 





Wm. S. Hendley, Jr. Married 

Montreal—William S. Hendley Jr., 
president of National Association of Life 
Underwriters and manager of Mutual of 
New York, at Columbia, S. C., was 
receiving congratulations at LIAMA con- 
vention on his marriage November 7 to 
Mrs. Willie B. Taylor Edgerton of Co- 
lumbia. The ceremony was performed 
in chapel. of St. Martins-on-the Fields 
Episcopal church. 





More Than 100 Ladies There 


Montreal—An unusual feature of the 
LIAMA convention was the fact that 
more than 100 wives or daughters of 
LIAMA company -or of LIAMA staff 
came to Montreal drawn by a desire to 
visit Canada, some for the first time. 

The women guests were entertained 
at a luncheon given by- Sun Life of 
Canada after which they were taken to 
witness the operation of UNIVAC, one 
of the largest electronics machines. 


Another large social event of the con- 
vention was a visit to the Mount Royal 
where in the Chalet on top of the moun- 
tain there was a buffet and a dance. 


their beats is always, ‘Well, when we do 
get around to taking insurance, we’ll be 
giving our business to’— whomever it 
happens to be. Another company I know 
of has made a general solicitation to 
lawyers to take part-time agencies. Much 
the same story. 

“Then there are the questionable gim- 
micks, the abuses of minimtim deposit 
policies, the new uncertainties provoked 
by variable annuity development, and, 
of course, the ever-changing social se- 
curity picture. As I said, there seems 
at this particular moment to be a con- 
centration of disconcerting influences 
coming simultaneously to a head. 

“On the other hand, never before have 
I encountered such a uniform blend of 
optimism and determination, Field man- 
agement, as a body, foresees a great up- 
swing in life insurance sales. We are 
faced with a greater challenge than ever 
before . . . but it is one which can be 
successfully met—even turned to our 
advantage. And I’d like to say here 
that one of the key factors will be 
training, of the sort currently being car- 
ried on jointly by the LIAMA and the 
General Agents and Managers Confer- 
ence. The coming era will make ever 
greater demands on the resourcefulness 
of ‘firing line personnel. They will have 
to be able to service increasingly com- 
plex problems. The policies they offer 
will be designed to cover ever-broader 
scopes. The training of these agents, 
and their managers, must keep pace. 
“Then, however, equip these more 
highly trained men with equivalently up- 
graded sales programs and promotional 
materials, reinstill in them the funda- 
mentals of what life insurance can and 
should do, and I have every confidence 
we can change the firing line climate 
from squalls to clearing.” 
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Stock vs. Insurance 


(Continued from Page 3) 


the $10,000 he desired for his family. 

If the young man had taken a com- 
bination of term and common stock he 
would have had an annual premium of 
about $93 and been investing $120 each 
year for the first 10 years. He would 
have had less to invest after the first 
10 years, however, because the premium 
for the term insurance would have risen. 

“If this man’s stock had gained in 
value at the same rate as in the past 110 
years, it would take him 24 years to ac- 
cumulate the $10,000. If the increase was 
at one half the rate of the past 10 years, 
he would need a period of 29 years,” Mr. 
Hutchinson said. 

While pointing out that all forms of 
thrift are to be encouraged, he empha- 
sized, “the first need of every man is a 
solid foundation of life insurance, be- 
cause only life insurance combines in- 
stant availability with a guaranteed in- 
come. 

“How well do common stocks meet the 
needs for which life insurance is_ spe- 
cifically designed?” Mr. Hutchinson 
asked. “In particular, how well do com- 
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SUN LIFE - 


a progressive company 
in 
a progressive industry. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Active in the United States since 1895 

















agna Ci 
AVAILABLE {scene 
LIFE—A&H meres. 
AGENCY DIRECTOR 
An outstanding man has just indi- 
cated to us that he is available. * sa 
CAPSULE RESUME bonvention 
Age: Middle 30's; Education: B, §, fwh0 is ex 
Degree; Experience: Twelve years as price com] 
Agent, Agency Secretary, General | association 
Agent and Superintendent of Agencies, /remed aft 
Outstanding record of results in each 
capacity. Persistency of appointment, 
both Agents and General Agents, is 
exceptional. Location— open. Making 
$16,000 Plus. (Cc 
ALL INQUIRIES HANDLED 
ON A CONFIDENTIAL BASIS. approach, 
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mon stocks meet the requirements {a 
instant availability? When a famih 
needs money, it needs it at once. It can}g 
wait; the money must be available im} ments will 

‘possible by 


stock with life insurance, we do have in this purpos 
stant availability. This need is suppose} being the a 
to be met by the term part of the proj Another is 
gram. But, when we introduce the tim pansion of 
factor, this contention loses a large par} S 

of its validity,” the speaker said. “lf _. i 
must be assumed that after 20 or jf. Discussin; 
years, the common stock part of thp/surance, | 
program will by then constitute the bull Ccome exc 
of the program. If an equity of $10,jpeompanies | 
has been set as a goal by our man, wif@” industr 
there. be $10,000? Or will the markep!imued, “th 
value by then have fallen, as in the thir Veeling that 


ties, to a mere $2,000 or $3,000?” take credit 
which belon 


Ae . 
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Clayton, Liberty National, method tl 
pmethod thr 


Gives Persistency View) 


Montreal — Charles T. Clayton, 
president Liberty National, telling of hi 
company’s methods on persistency sai 
part: ; 

_ “In our experience, we find that at) 
improvement in agency turnover wi 
automatically improve persistency. 
we are constantly working to redut 
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verter that a large average size = i 
a basic concept in reducing finals. In up 5 
established debits we keep the averagi Public nee 
weekly debit above $550, with an averaftimiq about 
monthly debit of about $700. This meat ondament: 1 
that in our established territory our avtPaction This 
age agent has about $700 a week of 0O'fithat part a 
lections, which pay him a servicing § dere 
ary of a little over $90 per week. Tlifare Most ca al 
big debit stabilizes the agent. It giv{mora] part. " 
him an opportunity to live while he fof the Ds | 
building up his commission earnings. ound needs 
big debit properly worked can_ sup?! onnection b 
an agent with plenty of prospects @"Bbusiness and 
sales. Our average agent gets about h’'Blives Ty,;. I 
of his income from commissions and }@’fpeals to man 
from collection salaries. This meaflose much if 
that our average established agent eat™fideclines ” 
over $9,000 a year, This is consideraB "As an exam 
above the average income in the afBisthe. situatic 
where we operate: We know that catBeonsider an 
agents are essential to quality busines Bust another I 
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Ray Johnson Elected 
President of LIAMA 


Montreal—Raymond C. Johnson, vice 
president in charge of marketing for 
few York Life, was elected president 
pf) LIAMA. He has long been active 
in LIAMA committees and a director 
wnce 1957. Holder of the CLU designa- 


IN 
IS 








26 ion, he has headed committees of Amer- 
can College and American Society of 
LU. Graduate of University of Arizona, 
magna cum laude, he holds bachelor 
bf science and business administration 
fegrees. 

indi- | Tatevant of Paris There 
Montreal—Among those attending the 
onvention is Georges Tatevant of Paris, 

 §, favho is executive head of several insur- 

pes pice companies and organized a French 

eral fpssociation of insurance companies pat- 

sien, erned after LIAMA. 

>ach 

ent, e 

i LIAMA Meeting 
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(Continued from Page 1) 


approach, sales talks and content of 
raining courses. Also, advertising and 
ublic relations divisions of companies 
will be helped. 
Commenting further on objectives of 
he study he said, “We know that all 
ndividuals have financial requirements 
which will continue after income has 
stopped whether it be as a result of 
fdeath, disability or retirement. Purpose 
of life insurance industry is to provide 
t can} guarantees that these financial require- 
le jm) ments will be met to the greatest extent 
possible by the maximum number of 
J people at the lowest cost. The industry 
as adopted certain policies to achieve 
is purpose one of the more important 
ng the agency system of distribution. 
» prof Another is the policy of continuous ex- 
» timf pansion of the agency organizations.” 
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Seek Ultimate Purpose 


Discussing public attitude about life 
nsurance, Mr. Wood said people do not 


an industry. “In some way,” he con- 
inued, “the people have an_ intuitive 
Jeeling that the industry is attempting to 
take credit for channeling savings, 
which belong to millions of individuals. 
When major questions or problems arise. 
life insurance industry will always be on 
saler ground if we work back from 
method through policies to reach the 
fewyultimate purpose of life insurance. 

» “The problem may be related to jumbo 
or credit insurance, or family 
» minimum deposit sales, variable 
ities, mutual funds, increasing costs, 
»r any one of many others. If a problem 
tises because some one or a group is 
Gpettempting to protect a vested interest 
~ded : if it arises merely as a result of some 
‘tinge veatened change in method or of pol- 
vance? We May get excited about it among 
“ourselves. But the public will not be 
J iiterested. However, let our thinking, 


thir 
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it 1 : 

7 Plans or actions run counter to our 

sad Proper purpose and we may find the 
public moving in to set us right. We are 


eragt 
nealls 
aver 


umid about discussing the ends and the 
lundamental beliefs that condition the 
oH — This reticence shuts us off from 
a rg part with which we as individuals 
‘mplé members of the life insurance public 
sive ‘fe most capable of dealing which is the 
Fe ar part. We must never lose sight 
. Mio the fact that one of the most pro- 
al und needs of man is to feel a moral 
“ Onnection between his livelihood, his 
td wsiness and the society in which he 
‘tll ‘Wes. This has been one of chief ap- 
ppeals to many of our agents. We will 
eal Ose much if the ethics of our business 
“at Rdeclines,” 
abl AS an example, Mr. Wood said “there 
we'Psthe situation where the business may 
reonsider an old life insurance policy as 
ess Bist another possession of the owner to 















be traded out for something modern and 
new. Agents who do this are guilty but 
no more so than a home office willing to 
switch the public money yet it does 
nothing to further the purpose of life 
insurance which is an increase in perma- 
nent protection.” Wood declared “switch- 
ing a policy to the detriment of a policy 
holder is worse than switching an agent 
to the detriment of a given company, 
but if one leads to the other it should 
be fought hard and in the open because 
a company has no right to be timid and 


silent by any action which negates our 
only purpose for existing as an indus- 
” 


Mr. Wood discussed the fall in aver- 
age premium per thousand. It was 
$29.90 in 1949 and last year was $20. 
“If the increase in the proportion of 
term is the cause of the lower average 
premium,” he said, “then it would affect 
the achievement of our purpose which 
is necessarily defined as lifetime cover- 
age. The real reason for increase in the 

(Continued on Page 16) 


New Directors Elected 
Montreal 
LIAMA board of directors were elected: 
William P. Lynch, vice president Pru- 
dential of America; Charles G. Heitze- 
berg, vice president in charge of agencies, 
Mutual Benefit Life; M. F. Browne, 
executive vice president, Occidental of 
North Carolina; and J. B. Pryde, director 
of agencies, Imperial Life of Canada. 


Following new members of 
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This program consists of 4 separate letters 
(as above). They’ve been tested for selling 
power. And they’re personalized — yours 
from letterhead to signature to reply cards. 
MONY prints and mails a set for you every 






































HOMETOWN, U.S. 4. : : 


4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details ...and you get all the replies! 


: for brokers... and their clients 
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three months for one year. You receive all 
answers, all leads. Full-year campaign of 
these brokerage business-getters costs you 
pennies per letter. Free booklet gives 
details. Send for your copy now! 


FREE BOOKLET 

DESCRIBES MAIL CAMPAIGN, 
SHOWS ACTUAL LETTERS a 
MONY, B’way at 55th St., New York 19, N.Y. 


Please send me MONY’s free 
MONY-MAILINGS booklet for brokers. 
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bl The Mutual Life Insurance Company Of New bea New York, N.Y. 

: 1 Sales and service offices located throughout the United States and in Canada Name 

| For Life, Accident & Sickness, Group Insurance, Pension Plans Address 
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Guardian Names Gleason and Ross 


The Guardian Life of America ‘has 
announced the promotion of Eugene F. 
Gleason to second vice president amd 
financial secretary. The company also 


announced that Delbert A. Ross would 





Conway Studios, Inc. 


EUGENE F. GLEASON 


become treasurer on January 1, suc- 
ceeding James Scott who will retire at 
the end of 1959 under the provisions of 
The Guardian retirement plan. 





DELBERT A. ROSS_ 


A native New Yorker, Mr. Gleason at- 
tended local schools and New York Uni- 
versity. He joined The Guardian 30 
years ago, and has been a member of 
the company’s investment department 
since 1939. He was assistant financial 
secretary prior to his present appoint- 
ment. Mr. Gleason is a member of the 
New York Society of Security Analysts 
and an investment fellow of the Life 
Office Management Association. 

Mr. Ross is a native of Pennsylvania 
and a graduate of the United States 
Naval Academy. He joined Guardian in 
1928 after service with the Navy, and 





American Bankers Life of 


Fla. Licensed in Connecticut 

James G. Ranni, chairman of the board 
and president of American Bankers Life 
of Florida announces admission of the 
company to transact business in Connec- 
ticut. American Bankers Life is now 
operating ir 35 states and the District of 
Columbia. 


became assistant secretary in 1936 and 
financial secretary in 1943. 

A resident of Neptune City, New Jer- 
sey for many years, Mr. Ross has been 
a member of the Borough Council and 
the Board of Education, serving most 
recently as vice president and _ chair- 
man of the finance committee of the lat- 
ter. He has been active in Boy Scout 


work for the past 15 years, and is cur- 
rently 
secretary of 
Committee. 


institutional representative and 
the Neptune City Troop 
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NALU Membership Plans for 1960 


A 1960 membership quota of 83,000 for 
the local associations affiliated with The 
National Association of Life Underwrit- 
ers and the appointment of ten area 
membership chairmen was announced by 
Philip A. Hoche, CLU, general agent for 
Kansas City Life in Winter Park, Fila. 
Mr. Hoche is chairman of NALU’s na- 
tional membership committee. 

“We are taking a realistic approach to 
our membership goal based upon our po- 
tential opportunities,” says Mr. Hoche. 
“A figure of 83,000 represents an in- 
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Our Three Newest Money Making Plans: 
FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 





$280 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 












































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
Policy Death Paid- Cash Paid- Cash 
Year Benefit up or Death up or 
End Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 | 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 
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ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 


Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 

in Illinois — New Jersey — Pennsylvania — Maryland — District of 

Columbia — Ohio — Missouri and 29 Other States 


If husband is dis- 




















JUST ENTERED 
CONNECTICUT! 
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Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE 
OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 


JAMES G. RANNI, PRESIDENT 








crease of 7% over the projected 103 
membership total.” 

A unifying force in the forthcomip 
NALU- membership-building _ progray 
will be the apt slogan, “Let’s Go Lif 
Sixty, in ’60—NALU’s ‘Homecomiy 
year.” 

The reference to ‘homecoming’ }y 
several connotations, notes Mr. Hock 
in that it refers to the fact that care 
life underwriters should, of necessit 
actively participate in NALU, and to th 
all-important move of NALU into ; 
own headquarters building in 1960. 


Membership Chairmen 


The ten area membership chairme 
who will help to coordinate the activitie 
of the national campaign are as follows 

Area (Washington, Oregon, Mo, 
tana, Idaho, Alaska and Wyoming) 
Gordon Hockaday, CLU, Equitable Li 
Assurance Society, Spokane. 

Area 2 (California, Nevada, 
Hawaii and Arizona)—Harry R. Pinne 
CLU, general agent for Bankers Life ; 


Utah 





Nebraska, Oakland, Calif. 

Area 3 (Texas, New Mexico, Colorad{) 
and Oklahoma)—Ben P. Atkinson, ch 
manager for American General Lid 
Austin, Texas. 

Area 4 (lowa, 
Dakota, Kansas, 
Minnesota)—Lisle D. Payne, 
agent for Lincoln National, Des Moined, 

Area 5 (Illinois, Indiana, Ohio, Wis 


North Dakota, 


consin and ‘Michigan)—Gerhard Se: Krueye 


ger, agent for Equitable Life of low) 
Chicago. 

‘Area 6 (Arkansas, Louisiana, Kentuck 
Tennessee, ‘Mississippi and Alabama), 
Verne N. Barnes, state manager { 
Kansas City Life, Little Rock. 

Area 7 (Georgia, North 


—James M. Thurman, 
agent for Penn Mutual Life, Atlanta. 

Area 8 (Virginia, West Virginia, Mar: 
land, Pennsylvania, Delaware and th 
District of Columbia)—William H. Ga 
ling, agent for Jefferson Standard Lif 
Norfolk. 

Area 9 (New York, Connecticut an 
New Jersey)—Charles Anchell, agen 
with New York Life, New York. 

Area 10 (Massachusetts, Rhode Islani 
Vermont, New Hampshire and Maine)- 
Edward H. Duffy, manager for Joti 
Hancock, Quincy, Mass. 





INA Dallas Service Office 


Insurance Company of North Americh, 


opened a new Dallas Service Office. IN‘ 


will occupy space on the first floor of 
this newly constructed two-story buili}) 


ing owned by W. C. Windsor. 


Contemporary and functional in desig, 
the new INA office features large glasl” 
window areas alternating with cadmium) 
red porcelain panels and separated bi) 


columns of field stone. 


Employes and visitors will enjoy yea) 
lounge, 2) 
adjoining garden walled in cast ston) 
and brick, and a parking area for " 


round air conditioning, a 


automobiles. 


From the Dallas Service Office, NAP 
will supervise business in Texas, Oklop 


homa and Arkansas. 





Rex Jeffrey Retires 


Rex D. Jeffrey retired from Gener’) 
American Life after 11 years’ servi 
with the company. 
in Los Angeles, Mr. Jeffrey had betty 
director of agencies for the west coaf 
since 1948. Previously, he had reprty 
sented Provident Mutual Life, first " 
California and, later, as a general aget! 
in St. Louis. 

Jeffrey has been active in 
work of the General Agents and Mar 
agers Association and of Life Under 
writers Association, both in St. Lowi 
and in California. 
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in Aceident and Sickness Sales 


In Accident and Sickness selling, it’s quality that makes the difference! 


In this period of rapid growth, Paul Revere has retained its record of quality . . . 


which springs from every phase of its operation. 


And because “insistence on quality” has always been a Paul Revere characteristic, 


never has the Company been willing to sacrifice true quality for quantity’s sake alone. 


Moreover from quality comes quantity. And that is why Paul Revere has enjoyed a 
continuous healthy growth year in and year out. It’s another reason why career un- 
derwriters are attracted to Paul Revere as the kind of company in which they can 


build a sound and permanently profitable future. 


THE PAUL REVERE LIFE INSURANCE COMPANY 


Non-cancellable Accident and Sickness, Hospitalization, WORCESTER 
Major Medical, Life and Group Insurance MASSACHUSETTS 


Canadian Head Office, Hamilton, Ontario 
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_Hoskins Elected President 
Of Society of Actuaries 





JAMES E. HOSKINS 


White Sulphur Springs — James E. 
Hoskins of Hartford, until he retired in 
April, second vice president and actuary 
of The Travelers, was elected president 
of the Society of Actuaries at its annual 
meeting here. Mr. Hoskins succeeds 
Pearce Shepherd, vice president and ac- 
tuary of The Prudential. 

A record 700 actuaries attended this 
year’s meeting. There are now 1,900 
members of the Society, of which 1,084 
are Fellows and 825 are Associates. 

A graduate of Harvard, magna cum 
laude, Mr. Hoskins has been in the life 
insurance business his entire business 
life. He started as supervisor of the 
service division of the life actuarial de- 
partment of The Travelers immediately 
following World War I and rose to 
head the department in 1947, becoming 
second vice president and actuary in 
1956. 

Mr. Hoskins served 
the Society’s aviation committee since 
1930 and has been one of the nation’s 
leading authorities on the aviation risk. 
He had a flying background, being an 
aerial observer during the war. He has 
been a Fellow of the Society since 1920. 


as chairman of 





Myers Tells of Soviet 


Social Security System 

White Sulphur Springs—The Soviet 
Union has a broad and effective Social 
Security system, contrary to the common 


view in this country, Robert J. Myers, 
chief actuary of U Social Security 
Administration, said before the Society 


of Actuaries. 
Mr. Myers, who was one of a five-man 
USSR last fall to 


group visiting the 

study the social security structure there, 
said that practically everyone comes 
under the Soviet program of medical 


care, but that roughly 40% of the popu- 
lation, mostly farm workers, does not 
come under the pension system or the 
cash sickness benefit system. The pen- 
sion benefits are at a oe equal or 
higher than comparable U. S. payments. 
The Soviet system, while basically a com- 
pulsory government program, also in- 
cludes a growing share of voluntary ele- 
ments, he said. 

“Undoubtedly the belief that the US- 
SR does not have such a program is 
subconsiously based on the feeling that 
the small concern shown by the Soviet 
government for the rights of individuals 
extends to aged and disabled persons, 
who can no longer be productive.” Mr. 
Myers said. “Actually, the USSR has 
a very broad Social Security system that 
bears resemblance to such programs in 
other countries.” 

Surprisingly, he said, the henefits 
wnder the government’s program in the 
Soviet Union are not flat amounts, but 


Actuaries Panel On Blood Pressure 


White Sulphur Springs, W. Va.—Both 
life insurance companies and doctors 
will have to change their “sights” on 
blood pressure as a result of the largest 
statistical investigation ever made of the 
effects on longevity of increased blood 
pressure. 

This investigation covered the mortal- 
ity experience over the years 1935-54. 
Its findings, just published under the 
title, “1959 Build and Blood Pressure 
Study,” were made the first subject of 
discussion at the annual meeting of the 
Society of Actuaries. A panel which 
included Dr. John J. Hutchinson, medi- 
cal director New York Life and chair- 
man of the mortality committee of the 
Medical Directors Association, analyzed 
this study for its underwriting and medi- 
cal implications. 

The other members of this panel were: 
Alton P. Morton, 2nd vice president and 
associate actuary of the Prudential, 
chairman and moderator of the panel: 
Edward A. Lew, actuary and statistician 
of Metropolitan Life and chairman of 
the study committee which prepared the 
1959 Build and Blood Pressure Study;” 
William J. November, vice president and 
actuary, Equitable Society; and Andrew 
C. Webster, vice president for selection, 
Mutual Of New York. 

Speaking of the findings on blood pres- 
sure, Dr. Hutchinson said, “Although 
this was not a clinical study, its impli- 
cations should be of value to physicians. 
The consistent pattern of increased mor- 
tality from heart and circulatory diseases 
associated with slight increases in blood 
pressure emphasizes that clinicians can- 
not ignore the significance of small ele- 
vations in blood pressure. It is not 
reasonable to regard such variations as 
being within normal limits. 


The actuaries agree that even small 
elevations in blood pressure are asso- 
ciated with distinctly higher mortality 
and that this was the most notable find- 
ing of the four year study. Most life 
insurance companies will have to re- 
examine their blood pressure ratings, 
they said, since the extra mortality 
found among persons with slight eleva- 
tions in blood pressure may require the 
charging of an extra premium as a mat- 
ter of fairness to other policyholders. 
The study, which covers nearly 4,000,- 
000 persons, suggests that the incidence 
of elevated blood pressure is much 
higher than has been generally supposed. 

The same comprehensive investigation 
revealed that persons with elevated blood 
pressure who were also overweight were 
subject to still higher mortality. This 
was likewise true of persons with ele- 
vated blood pressure and albuminuria. 

On the other hand,,the actuaries re- 
ported that during the past 60 years, 
there has been relatively little change in 
the excess mortality associated with 
overweight alone, except that tall over- 
weights appear in recent decades to 
have become better risks. Accordingly, 
no major changes in life insurance rat- 
ings for overweights are anticipated. 
However, the ratings for underweight 
are expected to be lowered, because the 
mortality among underweights has im- 
proved considerably as compared with 
a generation ago when tuberculosis and 
pneumonia were the principal causes of 
death among such persons. 

Moderate and marked overweight con- 
tinues nevertheless to result in a serious 
impairment of longevity. Men weighing 
35 pounds over average are subject to 
at least 25% extra mortality, while men 
weighing as much as 50 pounds over 


Peterson Warns On Social Security 


White Sulphur Springs, W. Va.—The 
broad social and economic impact of 
Social ‘Security benefits and the method 
of financing them should be studied by 
the best qualified individuals in the 
United States before any further in- 
creases are considered, Ray M. Peterson. 
vice president and associate actuary of 
Equitable Society, said before the So- 
ciety of Actuaries. Symptoms of con- 
tinuous growth in benefits, rising every 
two years, were cited by Mr. Peterson, 
who said that political environment is 
a significant factor in establishing ben- 
efit levels. 

“The system needs study in relation 
to capital needs, the capacity to save, 
demands upon our production and the 
role of private retirement plans,” Mr. 
Peterson said. At the same time, he- 
expressed concern over “a lack of legiti- 
mate and healthy anxiety as to the future 
successful operation of our Social Se- 
curity financing method. 

“How will the margin for personal 
savings be affected by comnulsory Social 
Security contributions which are sched- 
uled to increase by 80% in ten years?” 
he asked. “How will the willingness to 
save, particularly for the purchase of 
life insurance be affected when the mar- 
gin for savings is reduced and there 
is increased reliance “on old-age and 
survivor benefits from the government 
insurance system ?” 

Other questions raised by Mr. Peter- 
son were: “Can the Social Securitv 
system become an engine of inflation?” 
and “Will the willingness and capacity 
of our working population to pay in- 
creased Social Security taxes be seri- 
ously affected by the great financial de- 





vary widely with earnings. Equally sur- 
prising to many, Mr. Myers added. 
there is a sizeable and growing element 
of voluntary channels for attainment 
of individual economic security, although 
in the aggregate these do not bulk large 
as compared with governmental pro- 
grams. 


mands for educational facilities during 
the next ten years,” 

Among the problems which should be 
included in any study of Social Security, 
according to Mr. Peterson, were: 

Development of a clear national 
policy as to the role Social Security 
should ‘play, including solution of the 
elusive problem of what constitutes 
“basic need” and “basic floor of pro- 
tection ;’ 

z Determination of the best way by 
which a correct image of the Social 
Security system may be presented to the 
“man in the street;” 

3. An effort to gain a better under- 
standing of the nature and implications 
of our method of financing; 

4. Examination of the. desirability of 
publishing periodically the entry age 
normal cost, and in order to show the 
burden to be borne by future contribu- 
tions, the changes in the unfunded li- 
ability ; 

5: Study of what part of our future 
national income may be soundly com- 
mitted for the benefit of the older seg- 
ment of our population; 

6. An appraisal of the income tax 
treatment of Social Security contribu- 
tions and benefits; 

7. An examination of the question of 
whether a direct subsidy from general 
revenues will be necessary to make the 
financing of the present level of benefits 
popularly acceptable; 

8. A study of what should be the re- 
spective roles of a national compulsory 
pension system and private pension 
plans. 





Northeast H. O. Group Meets 


The Northeast Home Office Under- 
writers Club met recently at Sturbridge, 
Mass., with about 70 members attending. 
Speaker was John J. Plumb, vice presi- 
dent and director of agencies of Paul 
Revere Life and Massachusetts Protec- 
tive Association. 


GROUP ANNUITY 
SALES 
| REPRESENTATIVES 


Excellent opportunity for experi- 

enced Group Annuity sales repre- 
sentatives. Attractive salary and 
bonus plan. Dynamic sales organ- 
ization with expansion plans needs 
several experienced salesmen, 
Write giving complete resumé of 
your education and business expe- 
rience toJoseph Pearson, Assistant 
Director, Group Annuity Division, 
200 Berkeley Street, Boston, Mass, 
Your reply will be kept in strict 
confidence. 


(ln Hancock 


, 






LIFE INSURANCE 


BOSTON. MASSACHUSETTS 


MUTUAL COMPANY 


average may experience up to 75% highe 
mortality. The lowest mortality at ag 
over 30 is found among those 15 to} 
pounds below average weight which ma 


therefore, be considered as the bed 
weight. 
It is noteworthy, according to Mj 


Lew, that nearly half of all men ay 
women over 30 are 20% or more abo 
their best weights, although only abo 
six percent of all men and eleven pel 
cent of all women weigh 20% or morn 
in excess of average. : 

Persons moderately or markedly ove}, 
weight who reduced to about averag) 
weight were found to experience norm, 
mortality for about ten years followin” 
reduction. 





Shepherd Sees Actuaries | 
As Powerful Social Fora 


White Sulphur Springs—The actuaries) 
of the nation comprise a powerful for 
for sound intelligent guidance throu 
the problems that civilization faces toda} 
Pearce Shepherd, vice president and a 
tuary of The Prudential, said in his aif 
dress as president of the Society of 
Actuaries, opening that organization 
annual meeting here. 

“It is not surprising to us that mor 
and more of these problems are referte 
to mathematicians for solution,” he sail 
“including the design of a guided missil}) 
next year’s automobile or the most prob, 
able sales of a new product in a nei} 
market area. And we know even bette? 
how training in mathematical discipline), 
helps to form minds capable of soum i 
logical judgments in areas where it is 4) 
yet not quite possible to reduce th) 
problem to simple mathematical terms) 

Referring to the great pressures ') 
take on hard-to-measure and dista 
obligations through government agencl 
Mr. Shepherd said “how very importatl 
it is that we, who are skilled in th 
evaluation of future payments dependet! 
on probabilities for which there may 
little or no statistical support, exami 
carefully the assumptions advanced atl 
warn of the dangers of the first wror! 
step. 
Actuarial training, he said, makes a} 
tuaries skeptical of what appear to bee 
too optimistic estimates of these futury 
obligations and “we owe it to ourseli’) 
as individuals to voice our beliefs amp 
skepticisms clearly. As an organizatiolf 
of experts, we should provide a forulp, 
for debating these questions and provil! 
authoritative evidence, statistical, fap 
tual and logical, pointing to the sount 
course of action our countries must take 
if we are to continue to merit and s¢f 
the support of all those who believe thi 
the individual is all important—that th the 
freedom of the individual, with ofl! 
minimum restraints imposed willingly }} 
right-minded people, is the vital fort 
that is the hope of the better world we 
all know is within our grasps.” 
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ave Every life underwriter who wants to be able to give his clients 
norms 


lowing complete life insurance coverage. 


Forel Naturally, our representatives have it to offer, for here at 


ctuari Acacia each policyholder is assured of getting “tomorrow’s pro- 
11 fore: ‘s 
rou tection today”. 
S today 
and at} 
his alfe 


ety Acacia’s “Guaranteed Insurability Agreement” with its built- 
ms in “underwriting savings credit” will make the exercising of each 
eter “option to buy” even more attractive and more valuable. Yes, 
he sill G.I.A. is just another of the many additions and changes which 


missile} 


t prob have resulted from Acacia’s “Operation Spotlight’, a continuous 


a nee 
in research program designed to keep our Agency Force in the best 
Souniys 


it is al possible competitive position. 
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=" ACACIA MUTUAL 
al LIFE INSURANCE COMPANY 


“4 “Where you get tomorrow’s protection today” 


a 51 LOUISIANA AVE., N.W., WASHINGTON 1, D.C. HOWARD W. KACY 
President 
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“ACTION, Herman, lots of ACTION... 
Republic National Life is expanding 
its Agency program and opening up 
fabulous new opportunities for 
Brokers, General Agents, and Branch 
Office representatives.” 


Sor Sn formation Ragarding 
GENERAL AGENCY OPPORTUNITIES 


Contact H. R. Hunke 
Assistant Vice President and 
Director General Agencies — 


REPUBLIC NATIONAL LIFE 


Insurance Company - oaus, texas 


Life ¢ Accident © Sickness # Medical and Surgical Reimbursement e 
© Hospitalization © Group © Pension Franchise © Brokerage * Plus Complete Reinsurance Facilities 





“What's new with the GO Company, Charlie?” 


toward 


E. LLOYD MALLON 





The New York general agency of 
Massachusetts Mutual Life at 630 Third 
Avenue, headed by E. Lloyd Mallon, 
CLU, and Robert I. Curran, Jr., general 
agents, has established a new all-time 
monthly production record for its agency 
in October, and also led all 107 general 
agencies of the company in total produc- 
tion for the month. : 

Associates of the agency delivered new 
business totaling $5,185,073 and repre- 
senting over 1,000 new life insurance pol- 
icies, the highest amount of business 
placed in a single month since the 
agency’s founding in 1925, and one of 
the six largest all-time production rec- 


N. Y. Managers Hear Smith 


The business of hiring good men and 
keeping them is becoming increasingly 
more important, Horace R. Smith, as- 
sistant agency vice president, Connecti- 
cut Mutual said at a luncheon meeting 
last week of the Life Managers Asso- 
ciation of Greater New York. The meas- 
ures to prevent failure, which Mr. Smith 
said has quadrupled, are equally as im- 
portant as the measures needed to re- 
cruit. The speaker recommended four 
major factors which relate to the sur- 
vival and to the success level which may 
be obtained by everyone who undertakes 
a career in life insurance selling. 

The first factor, prospecting, Mr. 
Smith, noted is the early attainment and 
continuous maintenance of capacity in 
the building of an adequate market by 
the individual agent and the market for 
any agent, he said has to exist inside 
himself. An agent’s training, Mr. Smith 
believes, should truly begin following the 
first month and should be stepped-up 
from then on. As the agent begins to 
grow the needs the continued help and 
guidance of management. 

The second factor presented by Mr. 
Smith, skill in selling, is the acquiring, 
maintenance, and improvement of sales 
ability. “Salesmanship,” he said, “is the 
stuff which, if you haven’t got enough 
oe the sale can’t come off as well as 
if |’? 





The third major skill referred to by 
Mr. Smith is agent self-management, 
which he feels is more difficult than the 
previous mentioned factors. This factor, 
Mr. Smith said, represents a manage- 
ment responsibility, because if the agent 
does not receive help in solving the 
problem of self management and achiev- 
ing personal efficiency, management will 
have failed in an area where both the 
agent and manager must reach maximum 
effectiveness. 

The fourth factor is of less tangible 
nature. This is the area of agent at- 
titude toward the other three factors, 
the life insurance business as 


Mallon, Curran Set Monthly Production Record 







ROBERT I. CURRAN 


of Massachusetts Mutual. The new rec. 
ord takes the place of the previous all: 
time monthly production record for the 








ords for a single month of any agency) 
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agency established in October, 1958 with{Colonial | 


monthly deliveries totaling $2,751,563, 


by W. T 


Ralph E. Loewenberg was top produ this addit 


cer for the agency and delivered $2,288. 
266 of new life insurance during October 
setting a new all-time record for a 
individual producer of the agency ani 
leading all field representatives of Mas- 
sachusetts ‘Mutual Life in total volume 


btaff is in 
pansion o 
services 1 
mative of 


production for the month. Mr. Loewen} became el 
berg’s total production puts thim  neafley Scholz 
the top among the company’s leading} Yuntingto 


producers for the year to date. 





RATE CHANGES FOR WOMEN 

General American Reduces Premium: 

For Women of as Much as 15% on 
Two Leading Basic Policies 

General American Life announced pre. 
mium reductions for women of as muti 
as 15% on its two leading basic policies 
—Econolife and Economaster. The pre- 
mium reductions amount to a 3-year ag 
set-back and are in recognition of lower 
mortality on women than on men. 

Econolife is an Ordinary life policy 
issued in amounts from $5,000 to $15,00 
Economaster is Endowment at 90, and is 
available in amounts from $15,000 
Both policies are available with or with- 
out return of premiums, and the te 
duced premium rate applies whether o 
not “RP” is. selected. 

To officially put into effect the nev 
women’s rates and to facilitate presents 
tions by agents, General American hai 
issued a special new 70-page rate book 
containing ‘premiums and 
women’s coverage under the new set up 
The rate book has been so arranged that 
it is to be used as a woman’s true agt 





Credit has automatically been given for L 


the three-year reduction in age. 

The new rate book contains premium, 
non-forfeiture values, dividend illus- 
trations, paid up additions, substandari 
extra premiums and rates for disability 
and additonal indemnity benefits. 

In general, the three-year age sét 
back and corresponding reduced rates 
dividends, and values are applicable te 
the basic policies and not to attached 
riders or agreements. However, settle 
ment options are to be figured according 
to true age. When the Term insuranct 
dividend option is requested with Econo 
master, it will be company practice 0 
base it on the reduced age, even thoug! 
it is a supplemental agreement attache 
to the policy. 

General American Life will attach 
rider to its present Econolife and Econ 
master policy forms to amend them whe! 


issued at reduced rates to women. 
a 








a career toward his company, his agents 
his manager and the public. 
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olonial Appoints Brown 
Ordinary Agencies Sup’t. 



















LORNE S. BROWN 






agencyp 
ow Tec: : 
Jus al. Appointment of Lorne S. Brown as 
for thepsuperintendent of Ordinary agencies for 
8 with(Colonial Life of America was announced 

[by W. Thomas Fiquet, vice president. 
es Mhis addition to the Colonial home office 
ctoberfstaft is in line with the continuing ex- 
for afpansion of life and accident and health 
2 uifpervices to Chubb & Son agents. A 
















came eligible for the Sir George Per- 
y Scholarship and was graduated from 
Huntington Academy where he was the 
necipient of the Commissioner’s award 
for proficiency. 

Mr. Brown attended Macdonald Col- 
mium} lege (McGill University) and was 
awarded a Teachers Diploma. He also 
was selected for the Governor-General’s 
.} Medal for Teaching. While working at 
isf McGill as a teacher, he took under- 
‘Peraduate work at Queen’s University 
where he received the Curtis Memorial 
‘Scholarship and served as president of 
the Student Association. 

| After service in World War II, Mr. 
Brown became associated with Canada 
Life in Montreal as an agent. He then 
‘Pjoned the home office agency depart- 
pment and conducted life insurance 
fcourses. While with Canada Life, he 
took post-graduate work at the Univer- 
sity of Toronto specializing in training 
pand educational research in life insur- 
Pane, 

Mr. Brown will supervise the Ordinary 
(pield organization of Colonial Life and 
Have the overall responsibility for the 
company’s training and brokerage serv- 
ices, and the development of the Plan IV 
‘Program recently announced by Colonial 
life and Chubb & Son. 





























bility? MONY Increases Pension 


on Fund Interest Credits 
rates— Mutual Of New York raised to 414% 


le 1 lS guaranteed initial interest rate on 
ache! deposit administration funds, according 
ettle- Bto an announcement by Richard J. Lear- 
rding Son, vice-president for Group. The rate 
ran Biormerly was 3%. At the same time, 
se MONY announced a reduction in an- 
ce i iuty purchase rates on all types of 
eo Pension plans. Reductions will vary ac- 
che’ Bcording to ages. At age 45, for example, 
ass ie reduction will be 1214%. i 

ref MONY also announced lower adminis- 
pd ‘ation charges, and is liberalizing term- 
wv! mation values, so that a greater per- 
centage of employer premiums will be 
refunded than formerly, and at higher 
"sions are made possible by recent 
‘terest, 


— 


ancy, 








MONY Dividend Action 


Mutual Of New York expects to pay 
its policyholders $46,700,000 in dividends 
in 1960. The total amount is $1,800,000 
more than 1959 payments, but the dif- 
ference is due largely to the greater 
amount of insurance in force, and to an 
increase in the rate of interest to be paid 
on funds deposited with the company. 

Roger Hull, president, announced re- 
cently that MONY’s board of trustees 
tentatively approved the dividend, sub- 


ject to ratification by the board in Feb- 
ruary. Tentative action is taken now, 





Mr. Hull explained, to enable the com- 
pany to make the complicated computa- 
tions necessary for equitable distribution 
of dividends, beginning next January. 

As part of the dividend action, 
MONY’s Trustees tentatively approved a 
rise from 34% to 34%% in the interests 
rate currently allowed on participating 
supplementary contracts and from 34% 
to 3.3% on dividend deposits. 

The current scale for termination di- 
vidends and for dividends on Accident & 
Sickness policies will be continued next 
year. 





Always a leader in low-cost annuities 


Crown Life of Canada 


for the second time in ’59 


gives you new 
annuity rates... designed 
to eliminate competition 


Compare... 


yes, look anywhere and compare 





Life Only 
Life (Guaranteed 10 years) 
Life (Guaranteed 15 years) 





To provide $10.00 a month immediately 


Age 60 
Male Female 
$1,673 $1,906 
1,761 1,951 
1,868 2,014 








And outstanding discounts for volume... 
$5.00 reduction per $10.00 monthly for $50,000 of premium 
$10.00 reduction per $10.00 monthly for $100,000 of premium 


The Crown Life of Canada... 
has fully integrated brokerage facilities in your best interests. 


Get your Life Kit Today 


ee 1 

a | TO BROKERAGE DEVELOPMENT DEPT. | 

When it's new ; CROWN LIFE INSURANCE COMPANY ! 

in town | 120 Bloor St. East, Toronto, Canada 

i | Please send me the Brokerage Life Kit, including your | 

--- It comes | full P/S Rate Book. | 

from AMNGES oes cle secanion cs cola weswalarnecacaresds 
CROWN | iii eee 
| MES ic) alterna she une ZONE. é A aa | 

De cee cee ees ce se ce ee SS SS a 


New Jersey: 


Newark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 


Commerce Blidg., 1180 Raymond Bivd.—Mltchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 


Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich —1714 Investment Bidg., 239 Fourth 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Connecticut: 
Rhode Island: 
Mass.: Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 
Penn.: Pittsburgh—Thomas E. Malley—2608 Saybrook Drive—CH 1-4313 
Penn.: State College—Albert F. Williams—Metzger Bldg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 
Columbia: 8-3244 
District of Washington—Walter Ogus—1420 K Street, N. W.—RE 7-2484 
Columbia: 








2nd Agency Vice President 
Of Connecticut Mutual 





















EDWARD B. BATES 


The head of one of the largest agen- 
cies of Connecticut Mutual Life, Ed- 
ward B. Bates of Los Angeles, was 
elected second agency vice president of 
the company. He will assume his new 
position on January 16. Announcement 
of the executive appointment was made 
by Connecticut Mutual President 
Charles J. Zimmerman following a meet- 
ing of the company’s directors. 

Mr. Bates, a CLU, has been with the 
company since 1946 as agent, agency 
supervisor and general agent. He is 40 
years of age. 

A native of Missouri, he eniered the 
life insurance business in 1940 after grad- 
uating from the University of Chicago. 
During World War II he served in 
Europe with the Air Force, rising to the 
rank of major. 

In 1946 he joined one of the ‘Connecti- 
cut Mutual’s Chicago agencies as an 
agent and shortly after was named 
agency supervisor. In 1949 Mr. Bates 
was appointed general agent for the 
company at Kansas City. He was trans- 
ferred to head a larger agency at Los 
Angeles in 1953. 

Sales at the Kansas City agency 
doubled during his four years as general 
agent. At Los Angeles he took over an 
organization that ranked 30th among 
the company’s agency offices and in five 
years led it to third place, with nearly 
quadrupled sales. 

Last year four of the agents under his 
direction qualified for the Million Dol- 
lar Round Table. Included was Robert 
H. Goldsmith, perennial leader of the 
Connecticut Mutual sales force and one 
of the nation’s top life insurance men 

In recognition of the outstanding ac- 
complishments of the Bates agency, it 
has been awarded the President’s Or- 
ganization Trophy for three consecutive 
years. 

Active in Los Angeles professional and 
civic affairs, Mr. Bates is a director of 
the County Heart Association, and gen- 
eral business campaign manager for the 
County Heart Fund, a director of the 
University of Chicago Alumni Associa- 
tion of Los Angeles and a member of 
the Chamber of Commerce and Sales 
Executive Club. 





Mrs. M. S. Redpath Dies 


Mrs. May Sloneker Redpath, widow 
of the late Dr. Robert U. Redpath, died 
at her home in Maplewood, N. J. 
recently at the age of 76. She was the 
mother of Robert U. Redpath, Jr., CLU 
of New York, and of John S. Redpath 
of Atlantic Mutual of New York. She 
was the sister of Howard Sloneker, 
chairman of Ohio Casualty, Hamilton, 
Ohio, and a cousin of the late Paul B. 
Sommers, chairman of American Insur- 
ance Co. of Newark. 
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‘Waldman Appointed 
By Northeastern Life 


GENERAL AGENT “IN NEW YORK 





Waldman Agency to be Located at 
25 West 43rd St.; New Appointee 
Entered Insurance in 1939 





Appointment of Murray Waldman as 
general agent for Northeastern Life of 
New York was announced by Delbert 
Dumont, vice president and director of 
agencies at a business luncheon held 
last Friday at the New York Stock Ex- 
change Club. The agency will be called 
The Waldman Agency and offices have 





MURRAY WALDMAN 


been opened in suites 917-918 at 25 West 
43rd Street, New York. 

Mr. Waldman was welcomed into 
Northeastern Life’s increasing agency 
force by Herbert L. Hutner, president; 
by Mr. Dumont and other members of 
the board of directors of the life insur- 
ance company. 

Murray Waldman, whose career is 
known to many in the insurance busi- 
ness, is a graduate of Bucknell Univer- 
sity with a B.S. in economics and has 
attended the New York Business Insti- 
tute; Insurance Society of New York, 
taking courses in estate planning, busi- 
ness insurance and pension planning ; 
and has also attended the School of 
Insurance at the University of Connecti- 
cut. 

Started as Part Time Agent 


He began his life insurance career in 
1939, while a student of Bucknell Uni- 
versity, as a part time agent for Phila- 
delphia Life. Aifter graduation in 1940, 
he became an agent for New England 
Life in New York. In 1946, he was ap- 
pointed unit manager for the Brooklyn 
Agency of Mutual Trust Life. In 1948, 
he became agency supervisor for the 
Brooklyn agency of Mutual Benefit and 
in 1951 was appointed associate general 
agent of the Burton J. Bookstaver 
Agency, Security Mutual Life. 

Mr. Waldman is past president of the 
Brooklyn Supervisor’s Association, past 
president of the Life Supervisor’s Asso- 
ciation of New York, a member of the 
board of directors of the Life Under- 
writers Association, a member of the 
International Association of Accident 
and Health Underwriters. He is a mem- 
ber of the faculty of the Life Under- 
writers Association, and in addition, has 
earned a reputation as a speaker and 
toastmaster from his platform appear- 
ances at many functions. 

He is active in civic affairs in his home 
town of Glen Cove, New York as a 
member of the Men’s Club of the North 
Country Reform Temple, and a member 
of the Sea-Glen Chapter of the Nassau 
County Child Guidance League. 

During the course of welcoming Mr. 
Waldman into Northeastern’s agency 
force, Mr. Hutner made the following 





Life of N. A. Develops 
Five New Life Policies 


AVAILABLE IN MOST STATES 


Keystone; No. America “35”; 5 Year 
Renewable Term; 5 Year Convertible 
Term; 7 year Renewable Term 


Life Insurance Co. of North America 
has developed five new life insurance 
policies available in most states, Edmund 
L. Zalinski, executive vice president, has 
announced. 

They are: The Keystone; the North 
America “35”; 5 Year Renewable Term; 
5 Year Convertible Term; and a 7 Year 
Renewable Term Policy. 

The Keystone is a non-participating 
life paid up at age 95 policy, issued for 
ages 0 through 75 for amounts as low as 
$2,000. A “transfer of capital” feature 
similar to that in the company’s “Inde- 
pendence” policy permits the policy- 
owner to make a deposit of sufficient 
cash at any time after age 55 and after 
the policy has been in force 10 years 
to provide a $10. monthly life income 
under either a Term certain or install- 
ment refund Settlement Option. 

The North America “35” is a non- 
participating whole life policy. Designed 
for the larger buyer, it is issued for 
amounts of $35,000 or more and for ages 
15 through 65, with a highly competitive 
premium rate. 

The new 5 Year Renewable and 5 
Year Convertible Term policies are also 
designed for the larger policy buyer— 
$25,000 is the minimum amount issued— 
and are distinguished by low rates. Both 
are convertible to permanent insurance 
in accordance with the company’s stand- 
ard practices. 

The 7 Year Renewable Term policy is 
available for amounts of $10,000 or more 
and is convertible to any of the life 
company’s standard forms. 

All the new policies have special re- 
duced rates for women on policies of 
$10,000 or more, with no reduction in 
cash values. 

The company has also devised a new 
endorsement making it possible to issue 
a family policy to a husband and chil- 
dren in cases where a wife is deceased, 
the parents divorced, or the wife uninsur- 
able. The additional benefit on the in- 
sured under the family policy, usually, 
effected after the death of the wife, is 
effective from the date of issue of the 
policy. 





Valley Forge Life Names 


Johnson Miami Supervisor 


Glenn E. Johnson has been named life 
brokerage supervisor in the Miami 
branch office of Valley Forge Life, a 
member of the American Casualty 
Group. His appointment was announced 
by Harold G. Evans, Valley Forge Life 
president, who said Mr. Johnson would 
be responsible for the recruiting and 
training of life agents and for the pro- 
duction of life business in the Miami 
area. 

Mr. Johnson, a native of Wausau, 
Wisc., where he attended high school, 
was for the past six years an agent with 
a leading life company in the Fort Lau- 
derdale area. He successfully completed 
Parts I and lI of the LUTC course and 
for two years taught Part I of the 
course. 

As the life brokerage supervisor in 
Miami he will carry out his duties under 
the supervision of Henry Hotarek. di- 
rector of agencies for Valley Forge Life. 





statement: “The affairs of Northeastern 
Life of New York have never been in 
better condition. The quality of our 
field force is steadily improving. The 
company’s interest earnings are pres- 
ently at an all-time high. The new busi- 
ness submitted for this year is 19.2% 
ahead of last year. The paid for Ordi- 
nary life business for the current year 
is 15.3% ahead of 1958 and the growth 
of our Group insurance account has been 
up sharply during 1959. Everything con- 
sidered, the year 1959 will be the best 
during the history of the company.” 


—=> 


Fidelity Mutual United Fund Record 


Melly, 
By ! 








United Fund Campaign. L. to R.: E. A. Roberts, Fidelity Mutual chairman; com. 
mander W. H. Rogers, U. S. Navy; Tom Maguire, Fidelity’s Fund campaig, 
chairman. 


What is regarded as an extraordinary enthusiasm in the company for partic 
record of philanthropic community giving _ipation, sparked by leadership in wor 


° > ° . » 2 acti f resi > < q ii 
in this country is that of Fidelity Mutual and action of President E. A. Rober 
> ? who has long been an active figure i 


recently closed. It was the company’s other factors, said W. T. Vrooma 


employe participation. Here are some of administration, were these: 


the facts: An employe committee supported bi 
Dollar total has almost doubled in 10 company facilities and executive gui} M 


oy ap. s ig oe 
years. Per capita gift, $53.50; 89.9% on ance and headed by a carefully selectei brokerage 


= eae : : ‘p Life S 
by only 317 employes. More than 170% of only one campaign, one “asking” eacif oe aga 


payroll deduction; 1960 results achieved and trained employe chairman. A pledg 


of quota was reached every year. year, with no other solicitations permit 

Naturally, a record of this type of ted. “Furthermore, there was a civ 
philanthropic community giving, [in conscientiousness and corporate prit 
some respect incomparable,] could not be which strengthen the desire to ‘keep i 
accomplished without a good deal of  going’,” he said. 





State Group Push Drive for Julian S. Myrick Board Room 








The Julian S. Myrick Board Room at’ who is chairman of the board, Americ 
the new NALU headquarters took an- College of Life Underwriters and honor 
other step towards becoming an accom- ary president of the New York State As 
plished fact as Mr. Myrick (left center) sociation. Mr. Sullivan and past NAL 
received the first check from David B. presidents from New York State head tle 
Fluegelman, CLU, a past NALUand New Special Charter Builders’ Committee 
York State Association president. Arthur which is soliciting funds from those indi 
L. Sullivan, (left) state chairman of the viduals in the state who are or wh 
NALU building fund raising committee will become Charter Builders, The ext 
and Benjamin D. Salinger, CLU, (right) funds collected, those over and above tht 
New York City fund raising chairman contribution required to become a Chat 
and a past president of the State Asso- ter Builder, will be used for the Juliat 


ciation reported to Mr. Myrick the S. Myrick Board Room. 
fine progress the special drive in his The National Association has 9 
honor is making. pressed its appreciation and approveye 


The New York State Association of the New York plan of doing somethit 
Life Underwriters is going to furnish “a little extra” in aiding NALU towaté 
and decorate the new NALU board of the establishment! of its new headqut 








directors room in honor of Mr. Myrick _ ters next year. 
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Melly, Treharne Advanced 
By Mutual; Other Changes 
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) Albany Casualty Claim Association. 





JOSEPH J. MELLY, JR. 


Joseph J. Melly Jr., CLU, director of 
brokerage sales at Mutual Of New York 
since February, 1955, has been promoted 


ifto director of contracts & compensation 
‘# in the Sales Department. He will be suc- 
ceeded by William M. Treharne, who 


has been 
'), MONY’s New York (Myer) agency for 
the past three years. 


brokerage supervisor at 


Mr. ‘Melly had been in the personal 


“W insurance field 11 years when he joined 
}},MONY as the firm’s first director of 
+) brokerage sales. He is a member of the 
&P Life 
“TE former director of the New York City 
Life Underwriters Association. 


Supervisors Association and a 


The new director, Mr. Treharne, spent 


“| six years with ‘the Prudential, as an 
‘underwriter and assistant agency man- 
‘ager, before joining the Myer agency. 
He is 41 years old and 
) American University, Washington, D. C. 


a graduate of 


Mutual Of New York has also ad- 


‘vanced six men, including four assistant 


agency managers, to the home office 
sales staff for special managerial train- 
ing. Appointees from the field are: Ed- 
ward F. Brophy and Ralph S. Croskey 
Jr, both of New York City; James A. 
Power, of ‘Anchorage, Alaska, and 
Julius F. Wagner, of Billings, Mont. 
(Appointed from the home office were 

D. Everatt, assistant director of 
A. & S. sales, and Harvey E. Mack, 
fecruiting specialist. 





Siembian National Names 
_ Buden Albany Sales Mgr. 


‘Robert J. Buden has been appointed 
sales manager for Columbian National 
Life at Albany, N. Y., it is announced 
y Fred S. Sibley, vice president and 
uirector of sales. 
_Mr. Buden, formerly sales representa- 
tive for the Hartford Accident and In- 
demnity accident and sickness depart- 
ment, will have headquarters at the new 
Albany office of the Hartford Group, 
of which Columbian, National is a mem- 
ber. In his new position, Mr. Buden will 
Supervise the field sales and service or- 
ganization bringing Columbian life cov- 
rages and services to agents of the 
artford Group. 
Following graduation from St. Michael’s 
ollege, Mr. Buden joined another life 
company in sales work. He joined Hart- 
lord Accident in 1952, serving in various 
Positions at Albany before his 1955 ap- 
Pointment as sales representative. He 
's enrolled in CLU courses. 

native of New Britain, Conn., he is 
a Army veteran, a member of the 
Junior Chamber of Commerce, Elks, St. 
Michael’s Alumni Association and the 


Republic National Holds 
Largest Agency Exec. Seminar 


The reinsurance division of Republic 
National Life of Dallas was host to the 
largest Agency Executive Seminar ever 
held at the home office, November 2-5, 
according to W. N. Stannus, senior vice 
president in charge of this division. 

Forty-five life insurance executives 
representing 23 states, from Florida to 
Alaska, comprised the delegation in at- 
tendance for the 2lst seminar. Subjects 


covered included training plans, sales 
techniques, agency organization and 
other essential topics relative to agency 
operations, 


Following a welcoming address by 
Theo P. Beasley, president of Republic 
National Life, the seminar was con- 
ducted by Clarence J. Skelton, senior 
vice president and co-ordinator of pro- 
duction planning; Lyman E. King, CLU, 
assistant vice president and training 
director, and Charles D. Walters, CLU, 


assistant training director. 


Joins Bikoff Agency 


Aetna Life announced the appointment 
of William J. Osborne, Jr. as manager 
in the Group and pension fields. 
Agency. Mr. Osborne joins the Bikoff 
Agency after 16 years with the Aetna 

in the Group and pension fields. 

Mr. Bikoff welcomes the addition of 
Mr. Osborie to his staff at this time 
since the agency is moving to the Tish- 
man Building at 666 Fifth Avenue in the 
latter part of December. This will more 
than double the agency’s facilities. 





point of view 


safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that a 


good agent deserves 


the advantage of an 


exclusive contract. 


o one but a Northwestern Mutual 
N agent can write Northwestern 
Mutual business. This type of exclusive 
contract is unusual in the life insurance 


business. 


There are obvious benefits for the agent 
in such an arrangement. Foremost among 
them is the assurance that Northwestern 
Mutual protects its own agents. Only 
Northwestern Mutual agents can sell, offer 
or deliver Northwestern Mutual policies. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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LIAMA Meeting 


(Continued from Page 7) 


term insurance is this: 
A much larger percentage of low pre- 
mium permanent forms is being bought 
than the high premium limited pay and 


proportion of 


endowment forms. A reduction in gross 
premiums at most ages made by many 
companies during the years under re- 
view and the quantity discount practice 
(the cheaper by the dozen) have had 
their effects.” 
Will Cost $100,009 
The study’s field interviews together 











“You mean I just 
endorse checks?” 


CG: That’s right...that’s the only paper- 
work you do! But you get 100% of the 
commission checks! 


YOU: Sounds too easy...what’s the hitch? 


CG: No hitch. Our Life Department 
service is absolutely free to you brokers. 
You save time because we take care of all 
the details. No technical knowledge 
needed, either... our specialists take 
care of that. And last, we make no sales 
recommendation! 


YOU:Then how on earth do you make 
sales for me? 


CG: Over the long haul, just as you do. 
We start with a free analysis of your 
clients’ Life policies...even uninsurables! 


YOU: Now that does impress me! 


G: To show you how valuable this serv- 
ice will be to your clients, we'll start by 
doing an analysis on your own policies! 


you: When do we start? 


CG: Right now... by calling the nearest 
CG office. Give our Life Department a 
chance to prove how easy and profitable 
selling Life can be. Go ahead. Call them up! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


a — 








with the coding of the replies will cost 
$100,000. LUTC is financing this. 

LIAMA and LUTC are two of leading 
organizations life insurance in educa- 
tion and training. LUTC is an independ- 
ent sales training organization founded 
1947 by American Life Convention, Life 
Insurance Agency Management Associa- 
tion, Life Insurance Association of Amer- 
ica and National Association of Life Un- 
derwriters. It provides sales training 
on an intermediate level to all qualified 
life underwriters. 

Accent in all LUTC courses has always 
been on salesmanship rather than prod- 
uct knowledge alone. The Council offers 
a two year life insurance course each 
school year running for 25 weeks. In 
addition there is a separate 12 weeks 
accident and sickness course. Classes 
are organized and promoted by local Life 
Underwriters who can meet the admis- 
sions requirements. During 1958-59 
school year were 23,000 students. More 
than 1,200 classes were held in com- 
munities throughout the country. Its 
national headquarters are in Washing- 
ton. Its activities are directed by a 
board of trustees all of whom are promi- 
nent in the business. Loran E. Powell 
is managing director, Harry A. Kirsch, 
Aetna Life, Shreveport, is president. 





Union Mutual Appoints 
H. A. Record Ass’t Actuary 


Horace A. Record, a native of Lewis- 
Maine, has been appointed assistant 
actuary by Union Mutual Life, accord- 
announcement by William L. 
Mr. Record became a 
Society of Actuaries in 


ton, 


ing to an 


3arber, actuary. 
Fellow of the 
195°, and he goes to Union Mutual with 
five years’ experience as an actuarial 
assistant at Connecticut General Life. 

A graduate of the Maine Maritime 
Academy in the class of 1943, Mr. Record 
went .on to Bates College in Lewiston 
where he majored in mathematics and 
received his B.S. degrees with the class 


of 1950. While at Bates, he was a mem- 
ber of the College Club and earned 
letters in football, baseball and track. 


During World War IT, Mr. 
in the Merchant Marine 
three years as 2nd mate on American 
Export Lines Vessels. He later joined 
the Air Force and served four years at 
Chanute Field, III. 


Record was 
and served 


NII AY 


= 


IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


> 
; 
5 





Member of the N. Y. C. Insurance Agents Ass'n 





Bikoff Agency Concludes 


Annual Brokerage Course 


Arthur H. Bikoff, 
Aetna Life, held his 
life insurance the Williams- 
burg Suite of the Savoy-Hilton Hotel, 
New York. It was an extensive course, 
which commenced September 30 and con- 
cluded October 28. 
offered to 


general 
annual 


agent, 
advanced 
course in 


This course has been 
general insurance’ brokers 
without and without obligation 
for the last years. Forty-two dip- 
lomas were awarded to the brokers who 
successfully completed the course. The 
entire field of insurance was 
traversed attention to de- 
ferred split-dollar and 
estate planning and vari- 


charge 
five 


business 
special 
compensation, 


with 


pension trust, 
ous changes in the tax laws. 

The latest developments in veteran’s 
benefits new Social Security Law 
were analyzed from both a sales aspect 
the technical amendments 
themselves. In a special sales seminar 
concluding the course, various sales aids 
and techniques were discussed in pack- 
age selling, as well as estate planning. 

The Bikoff Agency has trained and 
sponsored hundreds of general insur- 
ance brokers for their New York State 
Life Agent’s Licenses as well as provid- 


and 


as well as 


ing these annual advanced courses for 


—:,_ 


MUTUAL FUND 
COMPETITION 


has an exclusive plan 


—————— 


Ja 


White S 





especially designed to 
meet that 


competition. 6) 


(| 





\ hilliard n. 
SX rentner 
agency 
640 Fifth Ave., New York 19, N. Y. Clrcle 5-19 
” BERKSHIRE LIFE INSURANCE COMPANY 
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brokers in sales motivation, estate plan- 
ning and business insurance. 

Arthur H. Bikoff, who has been withi 
the Aetna Life for 12 years, was for-[o 
merly editor-in-chief of the Bulletin, af! 


monthly publication of the Life Under-§ 
writers Association of the City of Newf 
York as well as chairman of the board 
of directors. He is chairman off 


now 

the finance committee of the association) ig ‘ons 
He also served as chairman of theBite choy 
annual sales congress of the Life Under- Shout 30% 
writers Association in 1958, and is a fac- Ho about 50 
ulty member of the School of Vocational le will 
Studies of Brooklyn College. He haf. ate 
addressed many insurance meetings in- Ber Bi ? 

erves unde 
cluding the Aetna General Agents Mett-F yfoccrs 


ing at Palm Beach in 1958 and the At f 
lantic Alumni Association meeting in 
New York City, in October 1958. Mr—.. 
meas . Seba: “Werience an 
3ikoff has also led his agency to tw Bne-half of 
consecutive President Awards, one of the 
highest honors bestowed by the company} 
to an agency, and served as a member}, 


) : és ", Eero I 
of the General Agents Advisory Counael fe the 





Mutual Of New York Personnel In Staff Realignment} 





The Mutual Of New York’s realignment of sales staff reported in The Eastern Underwriter last week involved the 
personnel pictured above grouped around President Roger Hull and other top sales executives of the company. 


Seated left to right: 
vice president for sales; St: 
vice president; E. C. Danford, 


Standing left to right: 
ing; George Brown, 


CLU, 


superintendent of agencies in the Western Region; 
Clarke Williams, superintendent of agencies; 


of special markets; 


Joseph Melly, CLU, 


Robert U. Shallenberger, Metropolitan New York regional vice president; 
Stanton G. Hale, vice president for sales; 
2nd vice president for sales. 


John Mahon, 


Roger Hull, CLU, president; 


director of contracts and compensation; 
director of recruiting; Donald Rave, assistant director of field training; Lou ‘Buenz, CLU, 
superintendent of agencies; 
George Norwood, CLU, superintendent of agencies. 
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White Sulphur ‘Springs, W. Va.—Tihe 
erfect life insurance policy dividend 
ale would be one which returned to 
ach policyholder class the precise dif- 


erence between ‘the premiums and the 
ost of providing the insurance, but 
considerations require modi- 
cations and “hig off of this return, 
















ociety of Actuaries. 

“As a matter of fact, year-to-year 
uctuations in surplus earnings are 
wrely reflected in the amount of di- 
;dends returned to policyholders, both 
ecause very frequent changes in di- 
‘dends seem undesirable for practical 
easons of expense and, more important, 
ecause it is felt that frequent fluctua- 
ons in dividend payments will cause 


Jackson Discusses Dividend Scale 


too much policyholder dissatisfaction 
whenever the adjustments are down- 
ward,” Jackson said. Competitive 
considerations remain a factor in final 
determination of dividends as well, he 
said. 

Appearances must be taken into ac- 
count in the build-up of surplus, accord- 
ing to Mr. Jackson, as management 
feels that surplus must show a reason- 
ably orderly progression and the public, 
however unjustifiably, may feel that any 
adverse fluctuation in the surplus ac- 
count is a sign of financial weakness. 

The balance of the paper was largely 
an actuarial discussion of the mathe- 
matics of the dividend formula and a 
discussion of recent new policy features 
that have somewhat complicated the di- 
vidend structure, such as variation of 
premium rates by size of policy and by 
sex, and other special features. 


































ew Table of Accidental 


Death Rates Presented 


White Sulphur Springs—-A new table 
accidental death rates suitable as a 
tandard for double indemnity policy re- 
erves was presented to the Society of 
ctuaries at its annual meeting here, 
“Bhowing material reductions from the 
ables now in use. 

Contained in a paper presented by 
orman Brodie, associate actuary, and 
illiam J. November, vice president and 
fictuary of Equitable Society, the new 
‘Tpble is developed from the mortality 


— 


New perience of 17 large companies be- 
boardiiveen 1951 and 1956. The current table 
An Olfeflects 1926 to 1933 mortality. 

‘atloL | Net premiums under the proposed 


fable show reductions ranging from 
“fabout 30% or 35% at the younger ages 
“Mo about 50% at the older ages. The new 


ae able will require reserves that in the 
© MS eeregate are less than 50% of the re- 
es serves under the 1926-33 table. 


‘| Messrs. Brodie and November re- 
“fported that the new table gave recogni- 
‘Htion 1 to the wide range of mortality ex- 


to over 
ivice the average in various age groups. 
Variations in company experience can 
e expected because of a number of 
actors, the paper said. The size of their 
usiness is an important one, most of 
the wide fluctuations being reported by 
ompanies with relatively few claims. 
Differences in the proportion of 
omen risks was also said to be impor- 
ant one, most of the wide fluctuations 
eing reported by companies with rela- 
vely few claims. 

ifferences in the proportion of 
omen risks was also said to be impor- 
ant, because of the relatively favorable 
aim rates on women. 

graphic areas also have an effect, 
tal business showing a higher claim 
ate than urban. Occupational distribu- 
ion, economic conditions, even the word- 
g of the double indemnity clause were 
Iso given as factors in claim rates. 





Claim Patterns In A. & S. 


E. Paul Barnhart, accident and sick- 
€s actuary of Occidental Life of Los 
ngeles, presented a_ teclinical 
cussing claim patterns in the field of 
cident and sickness insurance related 
0 both elementary and combined bene- 


- its before the Society of Actuaries. 





_ 2nd f FRANKLIN TRAINING SCHOOL 





utive § Sixteen agents attended the pioneer 
‘sion of Franklin Life’s Florida train- 
a. ng school October 12-16 at the Casa 


rande Motel in Miami. 

Sses were conducted by J. W. Bill- 
ngton, Franklin’s regional field super- 
"sor at Miami. 






jona 
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Dreher Would Check Funds 


White Sulphur Springs—In a paper--- 
presented before the Society of Ac- 
tuaries by William A. Dreher, con- 
sulting actuary in Atlanta, the import- 
ance of periodic checking of pension 
funds was cited. 

“The growing importance of retire- 
ment plans, as a major segment of na- 
tional savings, a vital subject of labor- 
management negotiations and the object 
of intensive commercial interests by 
banks and insurance companies, demands 
that analysis of gain and loss and other 
tools of actuarial science, such as ex- 
perience studies of termination rates, 


mortality, and salary scales, be employed 
in the estimation of retirement plan 
liabilities and the calculation of pension 
fund contributions,” Mr. Dreher said. 





INSURANCE EXECUTIVE 
and 
CONSULTANT AVAILABLE 


15 years' experience in Sales- 
Management, Promotion, Direct; 
Office Management-Accounting, 
Public Relations, Market Re- 
search, Claims Adjusting, Con- 
sulting Work. Life and A. & H. 
Individual and Group. Under age 
40. Location Florida. 


WRITE BOX 2745 


THE EASTERN UNDERWRITER 
93 Nassau St., New York 38, N. Y. 











Maryland Life Directors 

William Elliott, chairman of the board, 
Maryland Life, has announced the elec- 
tion of two directors. John A. Luetke- 
meyer, vice president and director of the 
Equitable Trust Co. and ‘Robert D. 
Black, chairman of the board and pres- 
ident of the Black and Decker Manufac- 
turing Co. 

Mr. Luetkemeyer, a graduate of Har- 
vard University, is a native of Cleveland. 
Mr. Black attended Baltimore County 
schools and Northeastern College, Bos- 
ton. 

Paul P. Swett, Jr., president of Balti- 
more Life, reported that sales climbed 
from one million in 1955 to twelve million 
in 1958. Sales for 1959 are over 30% 
ahead of 1958 and company’s assets are 
now over $9,000,000. Maryland Life is 
currently operating in six states and 


the District of Columbia, and expects to 
continue its growth pattern in 1960. 





Minimum policy $5,000 








SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 

(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 

(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


The 








Gerald Rosner 





There is a TAILOR-MADE life insur- 
ance plan to fit the needs of your most 
exacting clients in CANADA J .IFE’S com- 
plete and modern policy series. We have 
a wide range of plans that are low-cost, 
highly competitive, and easy-to-sell. Why 
not call me today and let me tell you 
about them? 


GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 Sth Ave., N. Y. C. MU. 4-5779 


General Agents 


* CANADA Lire 


Clesurance Company 








NEW MDRT RULES IN EFFECT 





Concerned With Insignia Rules, An- 
nouncement Cards and 
Advertising 
Complete revision of the Million Dol- 


lar Round Table insignia rules and the 
addition of rules covering the use of 
announcement cards and _ advertising 
have been put into effect for the 1960 
Round Table, according to MDRT Chair- 


man Robert S. Albritton, CLU, Provi- 
dent Mutual, Los Angeles. 
Revision of the insignia rules and 


adoption of announcement card and ad- 
vertising regulations by the executive 
committee is a direct result of the De- 
cember, 1958, membership survey, where- 
in the majority of members recom- 
mended certain revisions and additions. 
Later, at the 1959 annual business meet- 
ing the membership authorized the ex- 
ecutive committee to make such re- 
visions and additions as deemed neces- 
sary. 

Probably the most far-reaching step 
taken by the executive committee was 
the establishment of rules, effective as 
of November 1, permitting the advertis- 
ing of Round Table membership. Mr. 
Albritton stated that such advertising 
will be permitted by companies, general 
agents, managers and district managers 
who exert some direction and control 
over agents who qualify for MDRT 
membership. Individual members, how- 
ever, will not be permitted to place or 
purchase advertising about their own 
membership in the Round Table. 

Although the insignia rules have been 
completely revised, the most significant 
change involves the use of the MDRT 
dies. Heretofore, the die could be used 
only on regular business cards, business 
letterheads, announcements issued by 
life insurance companies for mailing to 
a member’s clients and friends, and in- 
surance company publications in connec- 
tion with publicity given its Round Table 
members. Under the new rules the die 
may also be used on calendar business 
cards, life insurance proposals, tax let- 
ters, news letters, and approved MDRT 
announcement cards. The die must not 
be used on envelopes, checks, billboards, 
pencils, matchboxes, blotters, policy 
jackets and similar advertising. 


























Phoenix Mutual Advances Four 


He joined the company as a salesman in 


Phoenix Mutual Life, announced the 
advancement of four area superintend- 
ents of agencies to the newly created 
position of regional vice president. They 
are Frederick J. Connor, CLU; William 
A. Hunt, CLU; Alvin H. Polley, Jr., 


CLU; and Oliver M. Wilhelm. 





FREDERICK J. CONNOR 


Mr. Connor, resident of Simsbury, 


Conn., is a graduate of the American 
International College and has been as- 
sociated with the company since 1946 


Appointed a supervisor in 1948, he sub- 


sequently served company agencies in 
Rochester, New York City, Hartford, 
Boston, and Baltimore. In 1952 he was 





WILLIAM A. HUNT 


named manager of the company’s Okla- 
homa City agency. Since 1955 he has 
been serving as eastern area superin- 
tendent of agencies and is responsible 
for agencies in upstate New York, Penn- 
Sylvania, New Jersey, Maryland, Ten- 
nessee, Virginia North Carolina, and 
Georgia. 

Mr. Hunt is a graduate of Boston Uni- 
versity and a resident of Hudson Ohio. 





O'TOOLE ASSOCIATES 
acorpore’ 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











1938. In 1941 he graduated from the 
company’s home office supervisors’ 
school and received further management 
training in Newark, Rochester, and New 
York City. In 1947 he was named man- 
ager of the company’s Fort Wayne 


ALVIN H. POLLEY, JR. 


agency and subsequently served as man- 
ager at Bridgeport and Cleveland. In 
1954 he was appointed midwestern area 
superintendent of agencies and placed 
in charge of agencies in the states of 
Ohio, Michigan, Indiana, Kentucky, Min- 
nesota, Wisconsin, Towa, Missouri, and 
Illinois. 

Mr. Polley is a graduate of Northeast- 








to your advantage to contact us. 
and New England area. 





GROUP SALES REPRESENTATIVE 


A company with nearly a half billion of life insurance in force is seeking 
several young men who have had some experience in sales and servicing of Group 
Life and Accident and Health Insurance. 


We are a recent entrant into the Group Field and our portfolio of highly 
competitive group policies has caused a rapid expansion in our 
ment. We have more prospects than we can handle with our present staff. 


Group Depart. 


If you have a desire to succeed with a fast-growing company, it would be 
Permanent employment is offered in the Boston 
All replies will be held in the strictest confidence. 


Please submit a resume to Box 2744, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 








ern University and a resident of Nashua, 
N. H. He joined the company as a sales 
representative in 1948 and was appointed 
agency supervisor in 1950. Following 
management experience at company 
agencies in Cleveland, Chicago, and Mil- 
waukee, he was named manager of New 
York Downtown in 1953. In 1955 he was 
advanced to northeastern area super- 
intendent of agencies and placed in 
charge of agencies in metropolitan New 
York and the states of Connecticut, 
Massachusetts, Rhode Island, Maine, 
New Hampshire, and Vermont. 

Mr. Wilhelm is a graduate of Hobart 
College and a resident of Palo Alto, Cal. 
He joined the company as a sales rep- 


resentative in 1946 and was named 
agency supervisor in 1950. After grad- 
uating from home office supervisors’ 


training school, he received further man- 
agement training at company agencies 
in Rochester, Philadelphia, and Buffalo. 
In 1954 he was named manager of the 
company’s Cleveland agency. Since 1956 
he has served as Western area super- 
intendent of agencies and is responsible 
for agencies in the states of Washing- 
ton, Oregon, California, Arizona, Texas, 
Oklahoma, and Colorado. 











is important to us... 


OLIVER M. WILHEM 











Life insurance selling, like playing chess, requires skill, 
concentration and no small’ amount of downright devotion to 
the business at hand. But there’s a unique personal 
triumph in winning a game of chess or in providing a plan 
of life insurance protection for a man or woman. 
Mutual Trust's complete life insurance plans will help 
you meet and conquer the most challenging situations. Our 
growth has been excellent; our reputation is the best. 
And we are interested in seeing you make the right move 
ahead—so—if you are a dedicated life insurance man, 
interested in a career, not just a job, you are invited to 
contact Sam F. Emma, Superintendent of Agencies. 


Miutual Trust 


i & 


77 S.Wacker Drive 


INSURANCE 


COMPANY 
+ Chicago 6, Illinois 





Aetna Raises Interest Rate 


On Policyholders Fundy 


An increase to 3Y%2% in the intereg 


rate to be paid on life insurance polit 
holders’ funds in 1960 has been i 
nounced by Aetna Life. 

The increase from 31%4% was the s¢ 


ond increase made by the company 


as many years. The new rate will apy 
to dividend accumulations on participi| 
ing policies and to all payments fallit 
due during 1960 on the proceeds of be 
participating and non-participating p 
icies left with the company. 


Aetna Life also announced the allocp 


tion of $6.2 million for dividend pa 
ments to participating policyholders dv' 
ing 1960 





General American Director} 


August A. Busch, Jr., president a 
chairman of Anheuser-Busch, Inc. : 
president of the St. Louis Cardinals 
been named to the board of i 
General American Life of St. Louis. # 
also serves on the boards of St. Low 
Union Trust Co., First National Bat 
in St. Louis, and "Huttig Sash and Do 
Co. Mr. Busch is chairman of a $ 
million dollar development program | 
St. Louis University. He is also chai 
man of Civic Progress, Inc., an organi 
tion of St. Louis area leaders wh 
behind-the-scenes work is given st! 
stantial credit for current revitalizing ° 
the St. Louis business and civic com 
munity. 


— 


HAIGHT, DAVIS & HAIGHT, Ine. 





Sn 








Consulting Actuaries 


INDIANAPOLIS OMAHA 
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NOT ONE... 





INSURANCE 


Now! Two Billion Dollars “= 


IN FORCE 


IN SIX YEARS, FROM 1953 TO 1959, UNITED OF OMAHA’S INSURANCE 
IN FORCE HAS DOUBLED 


United of Omaha was the youngest life 
insurance company to reach one billion 
dollars life insurance in force in 1953. 
Now, United’s insurance in force has dou- 
bled, placing United among the top life 
insurance companies in America. 


This demonstrates dramatically the vigor 
and enthusiasm of this fast growing or- 





UNITED BENEFIT LIFE INSURANCE COMPANY 
N. Murray Longworth, President 
Home Office: Omaha, Nebraska 





ganization and the demand for United of 
Omaha’s all purpose protection. 


United has pioneered the 20-20 Cash Re- 
fund Plan and the Children’s Plan, as well 
as numerous other competitive plans that 
have provided its agents with a completely 
modern, comprehensive array of plans 
adapted to every. need of today’s families. 


Join UNITED 


Find out now about United’s lifetime career 
contract. With United of Omaha, you will profit 
by a unique continuing training program...a 
program geared to keep you learning more and 
earning more. 
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The Precontract Activity Story 


CLIFFORD L. 


Morse, CLU 


agency vice president, Phoenix Mutual Life 


The great number of managerial hours 
spent on wasted training and the costly 
blotch on the life insurance industry’s 
public relations because of high turnover 
are reasons for trying to improve per- 
sistency of manpower according to Clif- 
ford L. Morse, agency vice president, 
Phoenix Mutual Life, and chairman of 
LIAMA’s education and training com- 
mittee. 

Introducing “The Precontract Activity 
Story” portion of LIAMA’s program Mr. 
Morse used statistics from the Associa- 
tion’s research study on 67 Ordinary 
companies, covering the period from 1950 
to 1957. This survey showed that “when 
100 full-time agents are hired, carefully 
selected (we think) but definitely highly 
financed: at the end of the first year, 
59 have terminated; at the end of the 
second year 76 have terminated; at the 
end of the third year, 82 have terminated; 
at the end of the fourth year, 86 have 
terminated; and at the end of the fifth 
year, 89 have terminated. 

“At the end of the five years we have 
only 11 men to show for the 100 orig- 
inally contracted,” ‘Mr. Morse said. 

“When we talk about the persistency 
of business,” he said, “we are thinking in 
terms of policies and numbers; but when 
we are talking about the persistency of 
manpower, we are thinking in terms of 
human beings.” 


C. B. Metzcer, CLU 
vice president, Equitable Society 


“Selection of agents has been the con- 
cern of companies since the early be- 
ginnings of the industry,” said C. B. 
Metzger, vice president of Equitable So- 
ciety. He covered the history of means 
taken to solve the problems: application 
blanks, inspection reports, interviews, 
etc, until the introduction of LIAMA’s 
Aptitude Index in 1938. He said that this 
latter test, “while making a tremendous 
step forward in identifying those men 
with life insurance selling potential, does 
not tell us whether a man can do the 
job, will do the job, or will like to do the 
job. 

“Obviously,” he said, “more must be 
done in the job of selection. One ap- 
proach seemed to be in the try-out or 
apprenticeship type activity before con- 
tracting.” He said that progress has been 
made toward almost complete adoption 
of precontract activity in industry today. 

Mr. Metzger said that this has been 
made necessary because of: higher finan- 
cing amounts, tighter validation require- 
ments, losing too many agents, being 
more public relations conscious, greater 
difficulty in getting qualified agents, 
losing training and supervisory time on 
ultimate failures, and the fact that term- 
inators become sour on the life insurance 
career and life insurance as property. 

The speaker said that many companies 
are active in this area and cited as evi- 


dence of this fact that 160 companies 
had reported to a recent LIAMA sur- 
vey of precontract training. Mr. Metz- 


ger then introduced the panel discussion. 


* * * 


Rosert E. Dye, CLU 


moderator of the panel, 
superintendent of agencies, 


John Hancock Mutual Life 


Mr. Dye questioned the panel mem- 
bers and drew forth the following com- 
ments. 


ARNOLD Bgrc, CLU 
agency vice president, 


Indianapolis Life 


Arnold Berg, agency vice president of 
Indianapolis Life, said that his company 
had started officially using precontract 
activity in July of 1958. “It is compul- 
sory for new men recommended for 
financing,” he said, “and is strongly 
urged for all new men.” 


” 


The steps in Indianapolis Life’s pre- 
contract training were described as fol- 
1) Complete first ten lessons in 
Introduction to ‘Life Underwriter; 2) 
Complete an Abbreviate Rate Book and 


lows: 
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rate of new agents,” he said, “and 
gives a faster start on the part of t, 
agents hired under this procedure. Hoy 
ever, we have not yet been able to dra 
a conclusion on the difference in fx 
year production between agents wh 
have or have not had precontract trai: 
ing,” Mr. Berg said. 

The two chief advantages of this pr 
contract training include its being 
selection device and its being a mean 
of reducing finance costs, the Indiar 
apolis Life sales executive said. “It h 


Application Questionnaire; 3) Learn the 
company’s Insurance Savings ‘Plan sales 
talk; 4) List at least 1100 names of pros- 
pects to whom he can present this sales 
talk; 5) Learn the prospecting sales talk. 

In discussing the results of this pre- 
contract training activity (Mr. Berg said 
that “there has been an increase in the 
number of people who terminate negotia- 
tions in the precontract period. It elim- 
inates those who are not genuinely inter- 
ested in a career opportunity. 

“It has increased the first year survival 


—— 


brought 
consciot 
it separ 
are defi 
those W 
“Bett 
yival an 
small Ic 
emphas: 
the gen 
with th 
placed c 
than on 
plan.” 


field tr 


The I 
ing prog 
Ew. E 
compan) 
or rejec 
tract is 
date, it | 
new rect 










































The Lincoln National field man offers impaired-risk protection as broad, 
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prought about an increase in selection 
consciousness among our general agents; 
it separates the prospective agents who 
are definitely interested in a career from 
those who simply want a salary. 

“Better selection means better sur- 
yival and fewer failures and this means 
small losses on financing,” the speaker 
emphasized. “This program has made 
the general agents more cost conscious 
with the result that some agents are 
placed on annualized commissions rather 
than on our career compensation salary 


Jan.” 
P * * * 


L. W. Butr 
feld training officer, Imperial Life 


The Imperial Life’s precontract train- 
ing program serves two distinct purposes, 
L. W. Butt, field training officer for the 
company said. “It is primarily a selection 
or rejection device and when the con- 
tract is signed and before the starting 
date, it becomes a means of training the 
new recruit to get him off to a fast start.” 

The program was introduced to Im- 
perial’s branch managers in 1956 and has 





been more a test of skills than of knowl- 
edge. Mr. Butt said that it wasn’t a 


@ requisite for securing a contract but that 


in most cases some precontract training 
is done. 

The speaker said that the time for this 
precontract training varies with each 
case. One important ingredient which is 
often overlooked, he feels, is that “the 
manager must continually stimulate the 
recruit to make him want the job.” 

The selection tests of Imperial’s “P.- 
CT.” include: 1) study of and answering 
questions on two sales booklets; 2) learn 
prospecting talks; 3) use the prospecting 
talk on joint call with manager; 4) study 
another sales booklet and learn a basic 
sales talk; and 5) use the sales talk on 


Hreal prospects on joint calls with the 


manager. ike 
‘If these five steps are administered 
realistically by the branch manager, he 


» should be able to determine the man’s 


merit,’ Mr. Butt said. “At any point in 
these five assignments there are oppor- 
tunities to wash out the recruit.” 
In answer to a question about the 
company’s results with this program, 
Mr. Butt said that their findings are in- 
conclusive but that there has been a 
decline in the number of contracts sub- 
mitted. He warned that “the P.C.T. as a 
selection device is worth only what the 
manager wants to make of it and it 
must be accompanied by a step-up in the 
number of possible recruits contacted.” 
He pointed out that this program 


) ‘won't turn out ideal men so don’t ex- 


pect it to revolutionize your recruiting. 
It is not a recruiting device, although it 
could help attract men that the manager 
sees if it is explained properly. Rather 
it indicates to the manager the men who 
have ability to sell life insurance. 

“One yardstick which we feel measures 
the value of P.C.T.,” Mr. Butt said, “is 
the quality of the new men who attend 
our New Man Seminars for which they 
qualify after six months.” He said that 
in the last two seminars there were 23 
men in the group with 186 total months 
production of $6,511,000 volume and $126,- 

in premiums. “This is an average 
production per man per month of $35,- 
W) with an average of just eight months 
in the business,” he said. 

This P.C.T. program has also in- 
creased the awareness of the manage- 


; Ment group to do a good job of select- 


ng from the recruits who satisfy the 
intial requirements,” Mr. Butt. said. 

he big advantage, according to Mr. 
Butt, is that “the man has a unique op- 
portunity of examining the job before 
Stvering his present connection. This 
'S important because we deal almost en- 
trely with applicants who are now em- 
ployed and often times are quite happy 
m their work until we disturb them. 
This enables the manager to interest a 
hig grade of recruit on a look-see 

is. 


Second vice president, director of 


W. D. DanrizLs 


training, California-‘Western 


California-Western 


States Life 


States 


introduced 


precontract training to the field force 


early in 1958, W. D. Daniels told LIA- 
MA’s Annual Meeting. 


new 


men 


had been given 


two 


Until that time 


weeks 


office training’ and sent into the field. 


“Under our precontract training pro- 
gram the trainees (preferably three or 
four as a group) get together one night 
a week and on Saturday morning for 
three hours, over a period of six weeks. 
The ones who survive, we feel, are 
thoroughly selected and go into the field 
and represent us on a full time basis.” 

He said that all of the company’s 
agencies are now using the precontract 


training, and the old method of two 


weeks: training is used only as am excep- 
tion. 

Asked how the company gets a “work 
sample” of the prospective agent, ‘Mr. 
Daniels said that during the precontract 
training period the man is required to 
learn a sales talk. “We also require him 
to learn a prospecting talk and before 
he gets under contract we have him 
make actual prospecting calls in the field 











There Is An Answer To Fully-Guaranteed Mortgage Payments... 


Here’s the highly saleable ‘“‘package’’ you 
can offer your clients and prospects: RE- 
DUCING TERM insurance to take care of 
the mortgage in the event of premature 
death; NON-CAN SICKNESS & ACCI- 
DENT to provide a monthly income for 


disability. 


The reducing and convertible Term is avail- 
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MORTGAGE MASTER PLAN 





able for periods of 10, 15, 20 or 25 years; the 
S & Ais non-can, guaranteed continuable to 
age 65 with a guaranteed annual premium. 


These two separate policies are described 
and illustrated in one attractive proposal 
folder. If you would like a copy, get in touch 


with the nearest State Mutual agency or 


write directly to the Home Office. 





Worcester, Massachusetts 







































































. 
Page 22 ode eee | November 13, 193fyovembe 
cb MS ABA TSIEN Y 
———} =—— 
. . . ner 
Life Insurance Agency Management Association Ge 
on people he knows to see if he would Give the manager an opportunity to see ae Cc 
a ; ; a life his prospect in action. N D bl M S | i 
acNeny oR wR dain eRe “We call our program,” the speaker eed oubdle anpower, ays ageman Finent 
insurance man has to do. From the peo- said, “Selection Through Precontract tine 
ple he knows he ani names of people he Pico ape cee yy nen a Montreal—“Can I double the number easy to get away from the hiring job) Car 
sn’t_ k . “Then we go one step ion procedure has as 1 5 ‘ : ; ‘ ; 
doesn't | ee eniny eye" have him the precontract performance. The three of men in my agency in the next ten He pointed out that an agency manager ke 
further,” Mr. Daniels said, “ ve areas the New York Life managers ob- years and at the same double the pro- job is like a juggler’s; many balls muy an 
make a few prospecting calls on these serve in this step include: “training per- duction of the average man? Can you, be balanced at once. “The real manager’ = * - 
taggin nse gle . ¥ tg v8 a sales performance, and market jn your company, double your manpower he said, “somehow keeps first thing Rhode Te 
this successfully we feel we have got perfomance. ; : sg 
the makings ¢ pretty good agent. “The manager has a form to evaluate and still replace the manpower losses first. Manpower 1S first. _ Agents re 
“I might add,” the speaker said, “we the prospect regularly in all areas of and simultaneously double the average I think it is my business to contin%sion into 


have found that this field exercise has 
caused many men to terminate negotia- 
tions and thereby has avoided some 
costly errors on our part and on the 
part of the prospective agent.” 

For every three men his company 
starts in precontract training one man 
is put under contract, Mr. Daniels said. 
“We have kept very careful comparative 
records on the success of precontract 
trained men and the results are such 
that we want to do a 100 per cent pre- 
contract training job throughout the 
field, without exception, just as soon as 
possible.” 

One big advantage of precontract 
training, ‘Mr. Daniels said, is in the area 
of selection. “In fact,” he said, “if we 
were giving this thing its proper name 
I think it would have to be called pre- 
contract selection. 

“Other advantages,” he pointed out, 
“are the savings the company makes in 
financing. We no longer have to finance 
men during a two-week office training 
period and this has saved us literally 
thousands of dollars. ae 

“Furthermore, precontract training has 
stimulated recruiting,” he said. “To 
make the program work the manager 
must step up his recruiting activity and 
if he steps up his recruiting activity he 
can’t help but do a bigger and better job 
in production. It goes without saying 
that in a six weeks’ precontract training 
period we can do a much better job in 
preparing the new man for business than 
we can in a two-week office training 
period. We have more time for drill 
and rehearsal; more time for develop- 
ment of skills; are able to equip the 
man with more lasting habits; and his 
attitude is better.” 


* * * 


Howarp H. Coney, CLU 
second vice president 


New York Life 


In answer to Mr. Dye’s question about 
New York Life’s problems in getting 
into precontract training, Mr. Conley 
said that the company was intrigued by 
the possibilties for increasing survival 
through some sort of precontract orien- 
tation following the LIAMA report two 
years ago. “We recognized,” he said, 
“the sound principle that the best 
method of selection is to put a man into 
the job and see if he can do it.” He 
pointed out that this was too expensive 
and has bad results. 

Mr. Conley said the company con- 
ducted a survey of a sample of its man- 
agers and discovered that half of the re- 
pliers were already doing precontract 
training without using it as a selection 
tool. He pointed out that some pros- 
pective agents had probably eliminated 
themselves during the precontract train- 
ing when they learned about the job 
of being a life insurance agent. 

The next problem, he said, was to get 
the field management to use precontract 
orientation as a selection device. “It ap- 
peared that many agency men, once they 
had decided they wanted or needed a 
particular prospective agent, stopped 
selecting and started selling the life 
insurance career. This resulted in post- 
selection,” he said, “which is extremely 
expensive.” 

(Mr. Conley stated that the first thing 
the company did was agree on two basic 
desires: “1.) Make sure the prospective 
field underwriter received a thorough 
and complete job description; and 2.) 


performance,” iMr. Conley said. “It con- 
stantly asks two questions: ‘Should I 
hire him now? Should I eliminate him 
now?’” 

In February of this year this program 
of “Selection Through  Precontract 
Training” was given to New York Life’s 
general managers. “They were given a 
brochure which definies the objectives 
of precontract performance, outlines a 
training program, sets up an evaluation 
system, and discusses the place of pre- 
contract performance in the over-all se- 
lection procedure.” He pointed out that 
this program is not required but is 
highly recommended. 

In telling of results of the company’s 
use of this program, Mr. Conley said 
that at the end of the seventh month a 
survey was conducted. Completed ques- 
tionnaires indicated that 106 of 111 re- 
pliers are convinced that selection 
through precontract performance is help- 
ing them to appoint better agents. He 
said that high words of praise for the 
program had come from managers using 
t. 

“We feel,” he said, “we have much 
more to do in learning how to make the 
most effective use of this selection de- 
vice. Tihe survey brought many sugges- 
tions for improvement which we are 
studying and will field test further be- 
fore incorporating them into our pro- 
gram.” 

Although the company feels that se- 
lection through precontract performance 
offers great opportunities to improve 
survival rates, Mr. Conley had this word 
of caution. “We recognize that no mat- 
ter how well we refine and develop any 
tool, the results obtained by using it 
depend on how it is used, even more than 
on how the tool is constructed. It is, of 
course,” he said, “the responsibility of 
management to see that this tool is used 
extensively and soundly, as well as to 
develop the tool itself.” 


a ee 


Clifford L. Morse 


The chairman of LIAMA’s Education 
and Training Committee concluded by 
urging the agency officers to refer to 
previous LIAMA research reports bear- 
ing on this whole subject. He cited the 
following: As They Come To The Job, 
Agent Attitude, Job Expectancy and 
Survival and Precontract Selection and 
Training. 





Nicholson On Lapses 


(Continued from Page 3) 


cating their lives to seeking out clients, 
exposing their needs and patiently of- 
fering solutions to these needs? If you 
say, ‘Not so,’ how do you account for 
preferential policies? Buy a _ bargain? 
‘Cheaper by the dozen? Terminate your 
old and buy a family plan? Is there too 
much emphasis on ‘only $25 per month,’ 
‘easy to own?’ 

“A review of 1,000 recently lapsed pol- 
icies tended to statistically confirm 
LIAMA studies of a similar nature. Gen- 
erally, the average size was low, the 
frequency of. payment plan up, mostly 
term and endownment, sold to younger 
people with lower incomes who had little 
or no insurance. As we probed further 
into the situation with agents, managers 
and the policyowners themselves, a pat- 
tern seemed to emerge. 

“The insurance had been sold by 
marginal agents and brokers (there was 
little difference in new and old organiza- 





production of each man?” Richard C. 
Hageman, agency manager in Cincinnati 
for Equitable Society asked those ques- 
tions of the agency officers attending the 
LIAMA meeting. 

Pointing to the economic predictions 
for the next decade, Mr. Hageman said 
that in order to take advantage of the 
encouraging picture of increased family 
incomes and increased population and to 
retain the present 3% of people’s income 
being put into life insurance premiums, 
the number of life insurance salesmen in 
the United States must be doubled. He 
added that the individual production of 
each agent must also be doubled. 

The speaker said that an ideal climate 
must be created in order to accomplish 
this feat. He emphasized that field man- 
agers must become dedicated to the job 
of hiring men. “This may sound ele- 
mentary,” he added, “but it’s awfully 





Riddell Tells London Life 


Plan to Prevent Lapses 

Montreal—Irving Riddell, manager for 

London Life, participating in the sym- 
posium on spersistency, said in part: 

“The secret of a good persistency rec- 
ord in any company or agency is to 
have the right attitude at the top level; 
and that we have at our head office. 
Good persistency is a matter of attitude 
on the part of my company, a matter 
of attitude on my part, and a matter 
of acceptance on the part of the agent. 
A manager who desires to run an agency 
with a low lapse rate, will do well to 
avail himself of this priceless ingredient 
with a determination to fight this wast- 
ing disease and to convince his agents 
that it is a hated enemy. The manager 
must at all times have a constant recog- 
nition of what the threat of lapsation 
means to him, to his agents, and to the 
public, and if this is accepted by the 
agent it could be one of the key factors 
in the success of his agency. 

“My company has instilled in me the 
philosophy that conversation after the 
business is sold is of second importance. 
The first stage is to write business of 
good quality, and the logical person to 
write good quality business is to have 
a good quality agent. So by having the 
right men in the first place, and by 
giving them careful training and super- 
vision, especially in their early years, 
the acceptance and the writing of qual- 
ity business can be taken for granted. 
As for the manager, the London Life 
manager is paid to produce business of 
good quality. He is not paid overriding 
commission on any policy that lapses 
during the first two years.” 





tion). These sales had been made to 
either an original poor market which 
should have been rejected at the field 
or home office, or to an O.K. market 
who had been sold insurance which 
they did not want, did not understand 
and had no long range financing plan for 
in mind. 

“In the majority of cases, the policy 
had been delivered without explanation, 
the initial premium collected, and a 
prompt exit effected. When the policy- 
owner had to take an action unaided. 
i.e, paying his own premium, he did 
not do it. The property which he pur- 
chased was, in his mind, either not 
needed or not worthwhile holding on to.” 





ously sell the supervisors or unit mangand ate 
agers in my agency the profits of a gog vad 
recruiting program. They were hire pads tha 
to hire men, not just to sell. He mu jcompanies 
sell to the recruiter the profits of rgirend of 
cruiting.” with then 
Life insurance home offices can hej aggregate, 
the men in the field do a better job, th ‘We als 
speaker said. He made suggestions abo, and comm 
home office methods and practices whic ward—ag 
can help the field people do their jojp™ today’s 
more efficiently. As a rest 
“Field managers want the home office harder to 
to focus the managers’ attention on the. It is Mi 
job of building manpower,” Mr. Hage is going t 
man said. He pointed out that manager, cies Into 
can easily get off the track of their hig the fire a 
assignment, that of hiring men. “Th, ready hav 
home office must continuously point oy said, are: 
to the field manager his responsibiligg Federal i 
to keep on the track of hiring men. | Fidelity L 
“Much progress could be made.” thi the Kem] 
speaker said, “if there were methods de formed br 
vised whereby the agency head could be Safeguard 
come more of a sales manager and le London 
of a desk man.” He said that the offic North An 
work now required leaves the ageng of North 
manager a minimum of time to do thf New Yo 
job he should be doing. There must bf) Surety Gr 
a better way of communicating from th ca formec 
home office to the field that the presen! 
practice of funneling the complete ou} 





ton, and t! 
bian Natic 


put of all the home office. department}, msurance 
through the agency head, he suggested Gets 
Mr. Hageman said that he would like t 
be able to put his undivided attentio Many 
on the three main jobs for which he wap," they 
hired: recruiting, training and supervis} US€ Of 
ing. salesman’s 
“Financing itself will never induc "Me Is 1 
manpower into our business because jp actually, 1 
nancing in itself will never make sale)’ bigger 
men,” Mr. Hageman said. “But it is m ie he 
contention that the lack of adequate i: Tin ae 
nancing—realistic financing—will in it ‘olla, a 
self preclude the growth of manpower ‘ie eo 
He pointed out the plight of a new agei bo age 
under most companies’ present ‘financitj to his auc 
plans. = he 
While conceding that the perfect wae af 
nancing plan exists only in “Shangri-la) {0 V7 vg 
Mr. Hageman feels that financing mu} a : 
play an increasingly important role « =. “ 
the future of our agency system. a ~ y, 
“The ‘perfect’ financing plan will a ae oe 
complish several things,” the agent 4 a u 
manager said. “First, it will enable 4 the us at 
man to meet his budget. Then it wi vd =e 
accelerate his production by its valid 4 conan 
tion requirements to the point where hi i willin 
can leave financing and go on straigli .- a 
commissions and still meet his famil am 
budget. The perfect financing plan wi 4 . 
eliminate, as far as possible, the wot! ae 
‘debt’ and it will not scare the manag} y “ 
with ‘charge-backs’ to the point wherp dl 
he quits hiring men. igs on 
“A financing plan must be flexibi iiitot i 


enough to permit most of the superv! 
sion at the agency level and it must 
geared in such a way that it can be ust 
for the ‘average’ recruit. If we are ‘i 
hire a lot of people we must hire a ld 
who are ‘average’ and our financing pla 
must permit it.” He urged the agent 
officers at the meeting, “Don’t leat 
your financing plan alone. Change tt 2 
the time! Financing depends on th 
market for men and the market chang} ay «0 
all the time. ice.” whi. 
“T think the home office could help "% aye “ 


pany that 
Bi lines phil 
company 
with the 
company 
standing 
problems 

The spe 
Picking a 
and tradit 


3 ; cer’ 
so much if they would be more libe—p,. ag 
with renewal estimates and pension ést! pany shou 


mates so that we can pass them on" 
our agents. I think the home offi T 
could do well in helping the local fe! 
manager with matters of publicity. It 
a different job fot an agency head to 
much publicity in the local newspapers 
Mr. Hageman pointed out. 
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General Lines Agents 
Writing More Life 


pAY CITES PRESENT TREND 








lan 


Continental Assurance Man Tells Rhode 
Island Agents How Property Agents 





x job Can Add Life Ins. Service 
Nager’ 3 ; 
s muy William H. Day, assistant superintend- 


1a ent of agencies in Hartford for Conti- 
ger, ; ° 
“iG nental Assurance, told a meeting of the 
thing) phode Island ‘Association of Insurance 
Agents recently about the present ingres- 
yntinfesion into the life insurance field by fire 
ma and casualty agents and direct writers. 
NG Mr, Day said that “with the coming of 
the new package policies, plus the in- 
hire roads that are being made by specialty 
‘companies and other competitors, the 
trend of multiple line premiums (and 
with them, the commissions) is in the 
‘aggregate, downward. . 
“) “We also hear that while the premium 
“Sand commission spiral is generally down- 
: | ward—agency costs, along with all goods 
Vin today’s economy, are ever climbing. 
As a result, agents are having to work 
harder to sell more just to stay even.” 
") It is Mr. ‘Day’s belief that competition 
‘lis going to force more general lines agen- 
“Ecies into writing life insurance. Among 
‘Ithe fire and casualty companies that al- 
ready have gone into life insurance, he 
Vsaid, are: (1) Colonial Life acquired by 
+4 (Federal in an exchange of stock; (2) 
‘VFidelity Life Association affiliated with 
‘7 the Kemper Group; (3) General Life 
formed by the General of Seattle; (4) 
Safeguard Life formed by Safeguard of 
‘London & Lancashire, also; Life of 
P North America formed by Insurance Co. 
Poof North America; American Life of 
New York organized by American 
‘| Surety Group; Employers’ Life of Amer- 
\ica formed by Employers’ Group of Bos- 
‘J ton, and the recent acquisition of Colum- 
ip bian National Life by the ‘Hartford Fire 
J Insurance Group. 


Gets a Bigger Dollar Return 





‘I Many general lines producers argue 
pthat they can not sell life insurance be- 
“Fcause of the time involved. “In any 
‘[salesman’s language,” Mr. Day said, 
J “time is important—time is money.” But 
‘factually, he pointed out, the agent gets 
sales @ bigger dollar return on the time he 

a to life insurance than any other 





line because all it takes is selling time. 
Time that permits him to capture the 
dollars he insists he is missing with 


late f 
in it 


owe Dless time to detail. Commenting further 
7 ager : : : 
‘to his audience, Mr. Day said: 
ANCINEE xy : 
You have a head start when it comes 
‘ect f° selling life insurance. ‘Roughly 50% 


: 1,'p 0 80% of a career life underwriter’s time 
}is spent in prospecting. Your prospect- 
‘Ping job is done for you. They know you 
—they trust you—and you know their 
Pueeds. You know your clients age, in- 
come, business, family and _ property 
status and in general you know where 
they are headed. But of even more im- 
‘| portance, you have established prestige 
} and confidence with your clients and they 
are willing to receive your counsel.” 
Assuming the casualty and fire produ- 
cer wants to add life insurance to his 
of agency services, he must first carefully 
fF select the company he will represent. 
Mr. Day advocated a company dedicated 
to saving the agent’s time, serving his 
clents and increasing his income. “Time 
jp ‘annot be saved by representing a com- 
yp Pany that is ‘lukewarm’ to the general 
Jlines philosophy,” he said. “I’d want a 
company that is in complete harmony 
with the fire and casualty producer—a 
~°Mpany that has a sympathetic under- 
standing of the fire and casualty man’s 
problems and his method of operation.” 
f lhe speaker said other criteria for 
picking a life company are size, stability 
4 nd traditional background, but most of 
all “some unusual quality in its serv- 
~, which should enhance the pro- 
ucer’s prestige in the community., Mr. 
if “ay then outlined ten facilities this com- 
p any should offer. They are: 


Ten Company Facilities 





























oa The broadest selection possible of 

dinary policies, with perhaps both 

ee and non-participating con- 
cts, 









“2. All forms of group insurance — 
small and large. 

“3. Flexible pension plans (preferably 
tailor-made). 

“4. A wide range of age limits (some 
companies have 0-75). 

“5. A progressive underwriting depart- 
ment (which means more policies issued 
and a better break for your clients). 

“6. One which offers non-medical priv- 
ileges within reasonable limits. 

“7. A company that builds its service 
on ‘simplicity’ by having streamlined ap- 
plications—simplified manuals. 

“8. Special sales aids which make the 
sales job in life so easy. 

“9. A company offering self-contained 
sales packages, eliminating the need for 
rate manuals, figuring proposals and 
learning sales presentations. 

“10. One with short ‘punchy’ sales 
packages! A company that furnishes 
premium ‘stuffers’ and other sales mate- 
rial to bring in business, and build my 
agency as a life headquarters.” 

Mr. Day said that the next step after 
choosing a company is “to let clients 
know that you are now handling life in- 
surance.” He suggested ways to ge: 
inquiries through the use of “invoice 
stuffers, policy stuffers, ‘we write life’ 
stickers, and a mailing program. 

“Now you are wondering! Why did 
you ever ‘go for’ this life insurance busi- 
ness anyway. You are your clients’ ‘in- 
surance man’ respected for what you 
know and you can’t follow up a life in- 
surance lead because you don’t know 
what to say or how to start a sales inter- 
view. Furthermore, as you suspected— 
this life insurance business looks too 
complicated. Relax. If you have made 
a connection with a good company geared 
to cooperate with fire and casualty men 
and represented by well managed profes- 
sional life insurance men in a_ local 
agency or branch office, every last one of 
them will break their necks to help you 
get started. 

“First, they will set about to get you 
licensed and enroll you in a basic life 
insurance course—a licensing course— 
so to speak, or refresher course, if you 
are licensed. You can complete it as 
‘home work’ if you wish. Actually, the 
best place to learn is through an organ- 
ized training class especially designed 
for fire and casualty agencies if one is 
available in your locality. No fee should 
be charged and you should get full 
brokerage commissions.” 

Three key questions to keep in mind 
when writing life insurance, said Mr. 
Day, are: (1.) who’s building? (2.) Who’s 
expanding? (3.) Who’s borrowing? 
When there are requests for completion 
bonds, or fire policy at a new location, 
or more insurance at a present location 
for new equipment or construction, the 
above questions point the way for the 
insurance needs. “Death,” he said, “is 
economic loss just as fire or casualty is 
economic loss. In remembering. this, 
there is reward to the agent.” 

The speaker developed this concept 
further by suggesting that if the agent 
himself insures his own life so as to safe- 
guard his own company interests when 
he dies, it then becomes contagious and 
he can talk enthusiastically to his clients 
about the way he has planned his busi- 
ness continuation and how they can do 
the same. 


“Do’s and Don'ts” of Life Selling 
Mr. Day concluded his speech by quot- 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 53-7362 











Phoenix Mutual Issuing 


Two Executive Policies 
Phoenix Mutual Life has announced 
two new policies, the Executive 25 and 
the Maximum Executive 25, both of 
which will be available in New York 
State only, at least for the present. The 
company also has announced a substan- 
tial reduction in single premium annuity 
rates; an increase in the interest rate 
credited to certain funds left with the 
company and an increase in the life in- 
surance and double indemnity limits. 

Both of the new policies as the name 
implies have a $25,000 minimum and 
both offer a cash value to the full re- 
serve in the third year. The cash values 
in the first and second years are obtained 
by deducting $8 and $4 respectively from 
the reserves. The Maximum Executive 
25 in addition to the face amount auto- 
matically provides insurance equivalent 
to the amount of the cash value each 
year up to age 65 or for a minimum of 
10 years. 

In_accordancé with New York State 
requirements, loan values will be avail- 
able on both policies at the end of the 
first year, but not before. 

In states other than New York, the 
company will, for the present, continue to 
offer the Executive Equity Protector 
and Maximum Equity Protector policies, 
both of which provide a cash value equal 
to the full reserve in the first year. 
However, the company is withdrawing 
the first year premium loan privilege and 
no cash values will be made during the 
first six months after issue. The sale of 
these policies will be confined to those 
who have a residence or legal place of 
business outside of New York State. 





ing one of Continental’s general line 
agents who has become a consistent pro- 
ducer of new life insurance premiums 
“Don’t wait,” the agent told a Continen- 
tal Assurance convention, “until you get 
caught up with your work, hire a man, 
get rid of detail, or until you know more 
about the life insurance business.” This 
fourth point is perhaps the most impor- 
tant, the Continental man said, because 
basically life insurance is no different 
than selling automobile collision insur- 
ance. “You ask the prospect whether 
he wants $50 or $100 deductible: In life, 
you ask him whether or not he wants 
waiver or premium benefits.” 

In closing Mr. Day cited two things the 
Continental agent felt the general lines 
man must do. First: Be relaxed and 
matter-of-fact about your life insurance 
solicitation. Make your _ presentation 
simple. Second: Intergrate life insurance 
with your every day selling, not sporadi- 
cally or when you happen to think about 
it. Do it all the time . every day. 
When you survey his policies, survey 
all policies, including personal, life and 
accident and health coverage. 











when you use the Life and H&A 

facilities of O’Brien & O’Brien 

* top portfolio by Springfield-Monarch 
+ sales tips, sales aids, sales assists 


BROKERS! O’Brien & O'Brien acts as YOUR Life Department 


O'BRIEN & O'BRIEN, INc. 
90 JOHN STREET, NEW YORK 38,N. Y. 


BEekman 3-6700 + 
Complete multiple-line facilities 


CABLE: OBRIENRAY 




















Imagine ! 


INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 


At Age 35—Only 39 cents 
per Month per $1,000. 
MINIMUM $25,000 


Call Us for Details 


WHITE & 
WINSTON 


INC. 








UNITED STATES LIFE 
INSURANCE CO 


The 


Franklin Associate Mgr. 





ROBERT C. FRANKE 


Robert C. Franke has been named 
associate manager for Franklin Life at 
Philadelphia. Before joining Franklin 
Life, Mr. Franke was general agent for 
Berkshire Life. He entered the life in- 
surance business in 1951. 

Franklin Life, a three billion dollar 
organization is now observing its 75th 
year. 





For Employers in Georgia 

C. E. Goodfellow of Atlanta has been 
appointed manager of the Employers 
Life for Georgia and eastern Tennessee 
he was formerly general agent for Pan- 
American and previously was with 
Phoenix Mutual Life. 
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FIRE SAFETY COMPLACENCY 


An attitude of 
about fire is an invitation to trouble, J. 


false complacency 


Ward Bush of the Caterpillar Tractor 
Co. told the National Fire Protection 
Association conference at Des Moines 


this week. Whether a company operates 
from a a million 
dollar plant take the 
risk of not organizing for fire protection 
And the same holds true for 
public. General Manager 
NFPA that 
only a tragic fire disaster, like Chicago’s 
of last 


shock the American people out of their 


converted garage or 
no industry can 


he stated. 
the general 


Percy Bugbee of declared 


school fire December, seems to 
apathy about fire safety. 

While Mr. Bush calls for full support 
of top management in setting up a com- 
prehensive plan of industrial plant fire 
safety, Mr. Bugbee and others call for 
action by the public to achieve progress 
in school fire safety and community 
fire prevention campaigns, farm fire pro- 
grams and other moves to reduce fire 
losses. 

Mr. Bugbee stressed that what makes 
the American public attitude all the more 
tragic is that fire protection people al- 
ready have the knowledge to prevent 
these disasters, but all too often must 
stand waiting until there is a_ terrible 
and unnecessary loss of life in a bad fire. 
He declared that the “one positive gain 
from these fire that they 
bring action which ultimately means a 


saving of lives and greater protection 


disasters is 


for all.” 

He said that in every case of disaster 
in the past there followed action. With 
the backing of an aroused public, fire 
protection authorities and public officials 
were able to push through and enforce 
stricter codes, and even building owners 
“saw the light.” As a consequence peopie 
fire today in 


from nursing 


homes, in ‘hospitals, in night clubs and 


are safer 
in theatres than before particular trag- 
edies occurred. 

Mr. Bush, Mr. Bugbee, President 
Henry G. Thomas of NFPA, of Hart- 
ford, Board Chairman T. Seddon Duke 
of Philadelphia, and others spoke at the 
conference this week. Mr. Thomas fore- 
cast progressive developments in the fire 
safety field and Mr. Duke reported on 





local conditions as observed throughout 


the country. 


LIFE INSURANCE IN CANADA 


Despite the many demands on the con- 
sumer in 1958, Canadians put a higher 
income after taxes 
annuity pre- 


percentage of their 
into life and 
miums than in any years since 1947. The 
1958 figure was 3.7%, the same as in 
1946 and 1947. In 1952 the ratio fell to a 
low of 3.2%. Back in 1928, however, it 
was 44%. 


These figures, based on the business 


insurance 


of life insurance companies in Canada 
are among the the 
fifth edition of “Canadian Life Insurance 
prepared by the Canadian Life 
Officers Association and now 
off the press. 

The average size of Ordinary life in- 


many reported in 
Facts” 


Insurance 


surance policies purchased during 1958 
was $6,250, according to the Fact Book, 
and the average size of Ordinary policy 
owned at the end of the year was $3,590. 

Altogether, life insurance in force with 
the companies covered an estimated eight 
million Canada for 
nearly $39 billion of protection at the 
start of this year, 

The payment of benefits continued at 
a record pace in 1958, the Fact Book 
discloses, with $463 million being paid to 
Canadian their life 
insurance and annuity programs. Of this 
total, $164 million was paid in death 
benefits and the rest—nearly two-thirds 
of the total—went to living policyholders 
in the form of matured endowments, an- 
nuities, disability payments, policy divi- 
dends and cash values. 

The net interest earned on 
the invested assets of Canadian life in- 
surance companies was 4.66% in 1958. 
The 1958 rate was the highest since the 
general decline of interest returns in the 
early thirties. In 1928 the rate was 6.1% 
typical of the rates earned 
through the 1920's. 


policyholders in 


families through 


rate of 


high 


T. W. Kelly of Julius Straus & Sons 
Insurance Agency, Richmond, Va., has 
been elected a director of the equipment 
company of Ezekiel and Weliman. 














GEORGE C. HENKE 


George C. Henke, who was recently 
named by American Casualty Companies 
as manager of their new home office 
production and marketing division, has 
a background of 30 years in the casualty- 
surety business. From 1929 to 1950 he 
was with the Royal-Globe Insurance 
Group in both home office and field ca- 
pacities. He then joined National Surety 
Corp. and served successively as assist- 
ant agency director, manager of its 
eastern department and as Ohio state 
manager up to the time the National 
was absorbed by the Fireman’s Fund. 
He was then assigned by The Fund to 


manage its branch office at Cleveland 
from which post he joined American 
Casualty. 

x *k x 


W. R. Haviland, long-time purchasing 
agent of the North British Group at the 
New York Administrative Office, has re- 
tired with recognition for his more than 
38 years of service. Mr. Haviland also 
served as president of “Norbrit Guards” 
for two terms—1952 and 1953. Besides 
being remembered by New York office 
associates with a television set and other 
personal gifts, Mr. Haviland was guest 
at a luncheon in his honor given by a 
fire and casualty personnel group of 
which he had been one of the founders. 
He was also a founder of the New York 
Personnel Managers Association. Mr. 
Haviland is also a past commander of 
West Orange, N. J., Post #22 of the 
American Legion. 

x * x 

Arthur Willis Bauknight has joined 
the legal department of Carolina In- 
surance Group, as legal examiner. He 
was educated at Florida State Univer- 
sity, University of Florida and Stetson 
Law School. He has been employed by 
Crawford & Company, Commercial 
Union Ocean Group and National Auto- 
mobile Insurance Co. The Carolina In- 
surance Group has its executive head- 
quarters at Jacksonville, Fla. 

. ox % 


Carl G. Schaefer has been promoted to 
assistant manager of the Western de- 
partment of the National of Hartford 
Companies, members of the Continental- 
National Group. He succeeds John J. 
Mulligan who has been appointed as- 
sistant vice president of the Continental 
Casualty’s liability agency department. 
A native of Chicago, Mr. Schaefer began 
his insurance career with the National 
of Hartford Companies in 1925. He will 
now personally handle Chicago and Cook 
County and in addition assumes super- 
vision of the entire state of Illinois for 
the fire, marine, and multiple peril oper- 
ations of the  Continental-National 
Group. 








Myron W. Davenport, secretary {o; 
Latin America of Insurance Company u 
North America, has taken residence iy 
San Juan, Puerto Rico, here he will qi. 
rect all Latin American operations fo 


Indianapolis service as special 
agent, and in 1950 was appointed assis. 
ant manager of the Chicago service office 
Two years later he was transferred 
Philadelphia in treaty reinsurance de. 


partment. In 1955 he was elected assis.) 


ant secretary of INA, and in May 4 


this year Mr. Davenport was elected sec. 
A native oif 


retary for Latin America. 

Richmond, Indiana, Mr. Davenport js ; 

graduate of Earlham College. 
a ae 


Maurice A. Murray has been named ay) 


assistant superintendent in the data pro. 
cessing department at the American Ip. 
surance Group’s head office in Newark 
N. J. In his new position, Mr. Murray 
has been assigned to the systems anj 
procedures division, where he will super. 
vise the group’s costs and_ standard 
program. For the past seven years he 
has held the position of methods co. 
ordinator with Massachusetts Mutu 
Life. Born in Boston, Mr. Murray is, 
graduate of Northeastern University ir 
that city. He is a member of the Amer.) 
can Society for Quality Control. He ha 
been a frequent speaker on clerical work 
measurement and allied subjects befor} 
various office manager groups. : 


* * * é 


Clarence J. Myers, chairman ani} 
president of New York Life, will be 
general chairman of the ‘forthcoming) 
Golden Anniversary Boy Scout Capital 
Camp Campaign, it was announced by 
Grant G. Simmons, Jr., president of the) 
Greater New York Councils, Boy Scout 
of America. The Golden Jubilee Capita 
Camp Campaign will be the first such 
drive ever conducted by the Boy Scout} 
of New York City. The funds will en-p 
able the Greater New York Boy Scouf 
Council to improve and expand the facil 
ities in four of its camps, and develop 
facilities for the future in three nei 
camp properties. The Campaign, whit! 
Mr. Myers will head, is the result of: 
thorough study of the existing and fu 
ture camp facilities and their needs for 
New York City Boy Scouts. A_ goal 0! 
$3,478,940 has been established to pro 
vide the necessary improved and nev 
facilities. 


* * * 


Holgar J. Johnson, president of the 
Institute of Life Insurance addressei 
the dinner-meeting of the Sixth Pit 
Conference on Business Prospects spot 
sored by the Bureau of Business Re 
search and School of Business Adminis- 
tration of University of Pittsburgh. 


* * * 


Bernard Lyons, public relations super) 
visor for Old Equity Life of Evanston, 
Ill., is serving as publicity chairman fo 
the National Conference to Stabaliz 
Migrant Labor. The conference is slatep 
for November 21-22 at Loyola Univery 
sity, Chicago. It is expected to attrat 
nearly 500 growers, canners, educators 
federal, state and local officials, unio! 
leaders religious and others who ar 
concerned about migrant workers. 


* * * 


Merton D. Custer, general agent of tlt 
Long Island Agency of Massachusetts 
Mutual Life in Carden City, L. I, hi 
been elected a trustee of the Hofste 
College. Mr. Custer, a 1940 Hofstr 
graduate, will represent the Alumni As 
sociation on the board. He is the firs 
alumnus to be elected a trustee unde! 
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Ward’s European Trip 


John Randolph Ward, vice president 
of North American Reassurance Co., re- 
cently returned from a visit to England 
and the Continent where he visited a 
number of companies. With him on the 
trip was Mrs. Ward. 

During a visit to Employers’ Liability 
whose head office—Hamilton House—is 
beautifully located on the Thames Em- 
bankment, he saw A. Gover, deputy 
general manager, and R. S. Shaw-Ken- 
nedy, deputy secretary. 


. Visiting C. T. B. Bowring & Co., Ltd., 


noted London brokerage concern which 


| does a large international business, he 


called on Quentin C. Craig and Peter 
Stoddard, directors, and was taken by 
Mr. Craig to visit Lloyd’s where he saw 
Nelson silver collection and 
other outstanding features. 

Next visit in London was to The Pru- 
dential Assurance Co. where he called 
on T. Gould. 

Arriving in Edinburgh (Mr. Ward had 
-avisit with John ‘Brodie McIntosh, gen- 
eral manager for Scotland of Employers’ 

Liability. 

In Paris Mr. Ward called on Pierre 
‘de Margerie, vice president of the Drout 
Groups of Insurance Companies which 
is headed by Georges Tatevan; Maurice 
Pel Pel, manager, and Jacques de Cazot- 
te, sub manager of the ‘French Re.; and 
Etienne de Dardel, manager of the sub- 
standard life insurance bureau. Another 
visit was on American International 
Underwriters Association, where he saw 
G. du Saillant, its manager in France. 

In Zurich at the head office of the 
Swiss Reinsurance Co., parent company 
of North American Re., among those he 
saw were Max ‘Eisenring, general man- 
ager; F. Niquille, manager in charge of 
investments; V. Tisi, manager in charge 
of casualty operations; and Hans 
Zwingli, assistant manager. 

_One development Mr. Ward noticed 
in Europe was the growing interest in 
sub-standard business. Heretofore, it 


has not been an important factor in 
European life insurance. 
x kK 
NAIC Upholds Effectiveness of State 
Regulation 


The effectiveness of state regulation 
of insurance has been solidified and 
Strengthened since. passage of the 
McCarran Act, under the guidance and 
leadership of the National Association 
of Insurance Commissioners, the NAIC 
Committee for Preservation of State 
egulation has told the Senate Judiciary 
Antitrust subcommittee. 

Committee Chairman Donald Knowl- 
ton, New Hampshire Insurance Commis- 
sioner, and Special Counsel Julius S. 

ikler, former New York Insurance 
Superintendent, last week gave a major 
Portion of the association’s overall re- 
port to the Senate body, which is in- 
Vestigating charges that the states have 





yumbet 
hoart 








failed to regulate the insurance business 
'o the extent” contemplated by Con- 
stéss in granting exemptions from the 


laws under Public 


antitrust 


Federal 
Law 15. 

The three sections of the 85-page docu- 
mnet, which the NAIC requested per- 
mission to submit when it testified before 
the subcommittee last August, relate to 
two of the areas being probed, state 
supervision of rates and rate-making and 
ocean marine insurance, together with 
an historical summary of NAIC activi- 
ties and accomplishments since its incep- 
tion. 

The remainder of the report, which 
subcommittee officials say they antici- 
pate later this month, is expected to 
analyze aviation insurance, the first 
target of the subcommittee a year ago, 
and to go further into rating problems. 

The subcommittee is looking for a 
mass of statistical data and other mate- 
rial requested during the NAIC testi- 
mony by Chairman Estes Kefauver 
(D., Tenn.), including a detailed nation- 
wide breakdown of the amount of fire 
insurance business written at less than 
bureau rates, the extent to which such 
rates are under bureau rates and infor- 
mation as to whether mutual companies 
are writing at bureau rates. 

As a result of its efforts, the statement 
declares, the NAIC “has provided a 
sound, workable system of state regula- 
tion which, though often challenged, has 
stood the test of time.” 

This has been accomplished, according 
to the statement, “without compul- 
sion... by giving patient, rational and 
careful consideration to the problems of 
the state administrators, to all phases of 
og insurance business, and to the pub- 
re 

The report emphasizes the continuing 
successful efforts of the NATC to gain 
enactment by the states of uniform in- 
surance laws, and cites as outstanding 
examples the Uniform Unauthorized In- 
surers Service of Process Act, enacted 
by 43 states, and the Uniform Unfair 
Trade Practices Act, now in force in 46 
states, 26 of which also have adopted 
the NAIC advertising code. 

The first of these has been upheld by 
the Supreme Court in McGee v. Inter- 
national Life, the statement points out. 
And, with respect to the second, the 
Circuit Courts and the Supreme Court, 
in the National Casualty-American Hos- 
pital and Life cases, “unequivocally 
reached the conclusion that the states in 
question, by virtue of the enactment of 
the foregoing legislation, had effectively 
exercised their regulatory powers over 
the advertising activities of the com- 
panies and that the attempt of the Fed- 
eral Trade Commission to assume juris- 
diction was unwarranted... . 

“Activities of the NAIC and its com- 
mittees and subcommittees to stamp out 
unfair trade practices, tie-in agreements, 
false or misleading advertising, or other 
evils attendant upon the issuance of 
policies are legion. The pattern of regu- 
latory legislation demonstrates that the 
states, with the assistance of the NAIC, 
have been and are fully meeting their 
responsibilities.” 

Pointing to its concern after enact- 
ment of Public Law 15 to secure passage 


by the states of rating laws consistent 
with the intent of Congress that “while 
companies could act in concert, competi- 
tion should be maintained,” the NAIC 
statement emphasizes that these prin- 
ciples were adhered to in the All-Indus- 
try laws, which it describes in detail, 
along with the Virginia fire rating law 
and the California statute, the latter two 
as examples of the so-called “mandatory 
bureau membership laws” and of “per- 
missive” laws which do not require ap- 
proval of rates by an Insurance Depart- 
ment before they become effective. 

Each type of rate-regulatory legisla- 
tion, though differing in modus operandi, 
seeks to achieve the same goal, namely, 
the maximum degree of competition con- 
sistent with the public interest,” accord- 
ing to the statement. f 

Furthermore, it points out with re- 
spect to rating problems, a newly estab- 
lished NAIC subcommittee begins later 
this month a study “of the entire system 
of rate regulation in order to determine 
in what respects it could be strengthened 
or improved.” 

Contrary to allegations that ocean 
marine insurance is not regulated by the 
states because its rates are not sus- 
ceptible to supervision, the report states, 
“in point of fact, marine insurers are 
subject to all of the other myriad _stat- 
utes and regulations applicable to in- 
surers generally .. .,” together with a 
comprehensive examination procedure 
developed in compliance with a resolution 
adopted by the NAIC in 1946. 

The NAIC position on its contribution 
to effective state regulation is summed 
up in this statement concluding the dis- 
cussion of its history: 

“History demonstrates that the Na- 
tional Association of Insurance Commis- 
sioners has proven . .. the keystone in 
the arch of the state regulatory sys- 
tem. ... The association has been and 
continues to be a profound, constructive 
influence upon the development of the 
insurance business. The association has 
afforded and continues to afford real and 
substantial protection to the insuring 
public. 

“The association has combined the 
competitive and cooperative elements 
into a coordinated system well designed 
and admirably ‘suited to deal with the 
unique characteristics of the insurance 
business and the public interest. .. .” 

* * * 


A. B. Jackson, St. Paul F. & M. 
President, Heads “Banks for 
Pakistan” Drive 


A. B. Jackson, president of St. Paul 
Fire & Marine, has been named chair- 
man of a St. Paul committee to collect 
between 20,000 and 30,000 books to be 
sent to Pakistan. As part of this pro- 
gram, the insurance industry is spon- 
soring a countrywide “Books Abroad” 
campaign to send books to other free 
nationals of the world. 

a 


Planes in Hotel Lobby 


I have often wondered how automo- 
biles, some of them over-sized ones, 
reach the lobby of the larger ‘hotels 
when placed on exhibition there. But 
that surprise is mild compared to a sight 
that greeted me when I walked into the 
Waldorf-Astoria Hotel last week, where 
space in most of the lobby and directly 
in front of the registration desk was 
occupied by two large airplanes. It de- 
veloped that they were the surviving two 
of the five planes which in 1924 made a 
trip around the world, starting in April 
from Seattle, Washington and conclud- 
ing their journey in September. The 
other three planes crashed. These planes 
are Douglas cruisers with Liberty 400 
h.p. engines, and in flight average 103 
miles an hour. Each had a crew of two 
who sat in the cockpit exposed to all 
types of weather and protected only by 
a windshield and over their heads, part 
of the wing of the plane. These planes 
are generally on permanent exhibition 
at the Wright-Patterson Air Force Base, 
Dayton, Ohio. 

As to how they could reach or leave 
the lobby of a big New York hotel was 
demonstrated when the planes were 
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finally dismanteled leaving the lobby 
clear. The complicated set of steel de- 
vices reaching almost to the roof were 
used in assembling the planes so they 
coulde be carted away in piece-meal sec- 
tions and not reassembled until they 
reached the Wright-Patterson Air Force 
Base. 

Painted placards, placed near the 
planes when they were in the lobby, de- 
scribed the flights and gave the names 
of the crew. Standing by the planes 
were courteous Air Force officers ready 
to give sightseers detailed information. 

Now, as to how the automobiles reach 
a street level floor of a hotel or rail- 
road station they arrive by some en- 
trance on an elevator large enough to 
carry it. At least, that is procedure at 
Waldorf-Astoria where the elevator is 
reached through a Park Avenue en- 
trance. 

x * x 


F. W. Guild’s 15th Term 


Fred W. Guild, assistant manager of 
the mortgage investment division of New 
York Life, has been re-elected president 
of board of New York State Training 
School for Boys, Warwick, N. Y. Mr. 
Guild starts his 15th term as president 
of the board. Appointed in 1943 by Gov- 
ernor Dewey Mr. Guild was reappointed 
by Governor Harriman in 1957. He has 
been a director of Greater New York 
YiMCA for many years and chairman of 
board of managers of Uptown Branch 
for six years. Also he is a member of 
board of managers of Holiday Hills 
YMCA in Pawling, N. Y., since the unit 
was opened. 

* * + 


12 Oil Paintings Displayed 


Twelve oil paintings have been on dis- 
play at the Corinth Library, at Corinth, 
N. Y. The paintings are by Honore J. 
Lagasse, a partially retired insurance 
agent who lives in Cohoes. Two years 
ago, Mr. Lagasse planned a series of 
pictures of historical sites and subjects, 
and the series was completed as a Year 
of History feature. 

The paintings include New York, first 
capital of the United States; Tappan, 
where Major Andre was imprisoned 
before his execution; Newburgh, Wash- 
ington’s headquarters; Clinton House, 
Poughkeepsie, Kingston, new Senate of 
the U. S.; Fort Crailo, Rensselaer; 
Schuyler Mansion, Albany; Van Schaick 
House, Cohoes; the Half Moon, in which 
Hudson sailed up the river named in his 
honor; Dovegat at Clinton Heights near 
Bemis Heights, and the Schuyler House, 
and Fort Ticonderoga. 
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Los Angeles Loss 
Survey by Nat’l Board 


FIELD OFFICE OPENED THERE 





Slevin Heads Study of Increase in Loss 
Payments and in Number of 
Adjusters in That Area 





The National Board of Fire Under- 
writers announces that it has opened a 
temporary field office in Los Angeles 
this week to survey loss adjusting prac- 
tices in that area. W. V. Slevin, of the 
National Board’s adjustments depart- 
ment, has been placed in charge of the 
office, and it is estimated that six months 
will be required to complete the survey. 

The field office is one of a series that 
the National Board has set up since 
1951 in certain large centers of popu- 
lation for the purposes of surveying loss 
adjustment practices. Other cities in 
which such surveys have been made are 
Detroit, Philadelphia and Baltimore. 


“Los Angeles County has been under 
going an cxtremely rapid growth for 
some time,” the Ni itional Board said. 


“This has resulted in an appreciable in- 
crease in the number of losses and the 
number of adjusters adjusting 
for member companies in that area. 

“These factors contribute to a situa- 
tion meriting an appraisal of loss ad- 
justment practices to the end that assur- 
ance can be had that both the insuring 
public and the member companies are 
receiving the benefits of sound, equi- 
table adjustments,” the National Board 
added. 

The field office will survey loss ad- 
justment practices in fire, extended cov- 
erage, and allied lines. At the beginning, 
activities will be confined to losses in- 
curred on or after November 2 of this 
year involving property within the geo- 
graphical limits of Los Angeles County. 

The NBFU Los Angeles field office 
provides a facility whereby fire and 
extended coverage losses will be cleared 
to interested companies for their final 
approval and payment, the board said. 
To assist the companies, preliminary on- 
the-ground inspections will be made as 
loss notices and proofs-of-loss are re- 
ceived. Counsel and advice will be ex- 
changed between adjusters and the field 
office. The companies, however, as al- 
ways, will individually determine their 
course of action in all cases. 


FIREMAN’S FUND CHANGES 


losses 





Grant Special at Springfield; Smith in 
Western Mass.; Burke at Providence; 
Other Field Appointments 

Changes have been announced in the 
New England department and Eastern 
department of Fireman’s Fund Insur- 
ance Company. Richard Grant has en- 
tered the Springfield, Mass., office as a 
property special agent, succeeding John 
Purcell. Mr. Grant is a graduate of 
Northeastern University and of the spe- 
cial agent training program. Also, he 
has worked as an underwriter, both fire 
and marine, in the Boston office. 

Raymond Smith, who formerly serv- 
iced western Massachusetts and Rhode 
Island as casualty special agent, will 
now devote his entire time in the west- 
ern Massachusetts field, with headquar- 
ters in the Springfield office. He is a 
graduate of Dartmouth College and has 
had five years’ experience as an auto- 
casualty underwriter. 

Lawrence Burke, who is presently cas- 
ualty special agent in eastern massa- 
chusetts, is being transferred to the 
Providence, R. L, service office where 
he will handle Rhode Island and south- 
eastern Massachusetts. He is a graduate 
of Stonehill College and The Fund’s 
special agent training program. 

Richard Benoit has rejoined The Fund 





and will travel as an auto-casualty spe- 


cial agent in eastern Massachusetts. He 
is a graduate of Tufts College and has 
had seven years’ experience in the field 


as an auto-casualty special agent. 

Edward J. Moresco has been appointed 
bond and burglary special agent in New- 
ark, N. J., replacing Nicholas R. Castel- 
lano, who is being transferred to The 
Fund’s Washington, D. C., office. Mr. 
Moresco joined The Fund‘in 1957 and 
received his underwriting training in the 
New York bond and burglary depart- 
ment. 

John E. Mulreany has been appointed 
casualty special agent in Westchester 
and Queens counties. A graduate of 
Manhattan College he joined The Fund 
in August, 1958 


PERREAULT JOINS AETNA 
Appointment of Robert J. Perreault as 
special agent for Maryland and the Dis. 
trict of Columbia is announced by the 
Aetna Insurance Co. Mr. Perreault jg 
a native of Rhode Island, attende 
Northeastern College, and for severalp 
years has been in insurance in Pennsyl. 
vania. 

CHARNOCK STATE AGENT 
Companies of the Pearl-Monarch In. 
surance Group, the Pearl Assurance an 
the Monarch of Ohio, announce the ap- 
pointment of R. D. Charnock as state 
agent for the New England territory. 
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Advertising 
release form. 


Direct mail 
letters. 
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Commercials. 

















Sample newspaper 
publicity story. 


“ps out the procedure to follow—step by step. 


You can’t always prevent your customers from 
having losses—but here’s the next best thing. 
With the new Home “‘loss-claim” kit you can 


dramatize the need for insurance, demonstrate the 


value of your own services. It shows you how to 
use the spotlight of public interest to carry your 
selling message. See your Home fieldman or write 
to the Advertising Department of The Home 
Insurance Company for your kit. Keep it ready 
for the day when it can help turn losses into 


profits for you! 


CPrauraonce 


Property Protection since 1853 


ne Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 





sections of the con- 
tract which have already been discussed. 

“Physical and mental pre-employment 
physical examinations and preventive 
medical techniques may be devices which 
will be very carefully coordinated in the 
future to reduce the cost and frequency 
of claims of all kinds where humans are 
either affected by or the cause of acci- 
dents,” Mr. Hines observed. 

“Actuaries will undoubtedly play an 
even more important role in the develop- 
ment of multiple-line policies for their 
counsel will be needed to better apply 
statistics and measurement to the many 
facets of the combined contract. Under- 
writer's judgement and the perspicacity 
of the assured will be greatly strength- 
ened as actuaries become more involved 
in the problems of particular assureds 
As American business continues its trend 
toward even larger corporate enterprises 
serviced by even larger satellite business 
organizations, the law of large numbers 
will tend to apply to the risk probabili- 
ties of individual assureds. 

“Some forms of chronological stabiliza- 
tion insurance may be better accepted 
by tax authorities in the future as they 
legitimately attempt to level the effect 
of economic risks on larger corporate 
enterprises. Insurance contract periods 
will probably become much longer with 
premiums paid and dollar amount of 
risks assumed related to the assured’s 
annual balance sheet or income -state- 
ment. The wording of these contracts 
will be direct and will use the vocabu- 
lary of accounting whenever possible. 

“Finally, it is reasonable to assume 
that more creative people, serving as 
underwriters, brokers and buyers, will 
find new common ground in their mutual 
efforts to develop multiple-line cov 
erages. These people will apply more 
imagination to their problems, and they 
will make the insurance industry better able 
to meet its responsibilities as a foundation 
of capitalism and democracy. The mul- 
tiple-line policy of today contributes to 
this objective through its property and 
liability sections; the combined insur- 
ance contracts of the future will do much 
more.” 

Cites Specific Case History 

In summarizing his views on multiple 
line contracts for commercial risks Mr. 
Hines cited a case history from his own 
experience. In presenting this story he 
said that “two crucial factors in the de- 
velopment and continuation of a success- 
ful combined policy will be stressed: 
proper preparation of an assured for the 
multiple-line plan and effective loss pre- 
vention after the program is established. 

“The case histories concerns an as- 
sured in a mercantile business whose 12 
locations are all located in an urban cen- 
ter. Building and contents values at 
risk, plus business interruption expo- 
sures, do not exceed several million 
of dollars at any one premise. Work- 
men’s compensation and public liability 
loss experience had been getting pro- 
gressively worse, some relatively large 
crime losses had happened, but there had 
been almost no fire or other property 
damage claims for many years. Be- 
cause all of the ingredients of a perfect 
multiple-line contract were inherent in 
its operations. this enterprise was care- 
fully prepared for the combined policy 
that currently covers almost all of its 
risks. 

“Step one required development of an 
active workmen’s compensation safety 
program with top management leader 
ship and interested support from all 
supervisory personnel. When an effec- 
tive accident prevention program was 
accomplished, an aggregate excess work- 
(Continued on Page 32) 











November 13, 195 














Numerous changes in stock insurance 
company operations, to meet present in- 
dependent insurer competition, are fore- 


cast by Eugene F. Gallagher, fire and 
marine manager of the Standard Acci- 
dent at Chicago. Speaking before the 
annual meeting of the Massachusetts 
Association of Insurance Agents at Bos- 
ton he expressed the view that for per- 
sonal lines of insurance survival will 
require not only streamlined and eco- 
nomical processing but also reduction in 
all expense factors, including acquisi- 
tion. 

Foreseeing a change in methods of 
compensating agents from percentage 


EUGENE F. GALLAGHER 


points to dollar income, Mr. Gallagher 
said: 

“We realize there is an inherent fal- 
lacy in basing commissions solely as a 
percentage of premium. Doing this re- 
sults, for example, in an agent in Tulsa 
receiving twice as many dollars for writ- 
ing an automobile policy as does an 
agent in Indianapolis because there are 
more losses in Tulsa. Under our present 
plan the most dollars in commission for 
writing a certain line of fire business go 
to the agent located where experience 
has been poor and the rates high. 


Some Agents Worth More Than Others 


“T think that eventually companies will 
come to realize that agency contracts 
should be realistically made on an indi- 
vidual basis and should recognize that 
some agents are worth more than others 
in the way they serve and meet their 
obligations. I might add that the recent 
reduction in automobile commissions 
effected by many companies, if not fol- 
lowed by a sincere effort to reduce costs 
in company operations, was most unfair 
to our agents.” 

Holding that successful progress calls 
for making more of the premium dollar 
available to pay losses, which can be ac- 
complished only by requiring less of 
that dollar for aggregate expense of 
operation, Mr. Gallagher cited some 
things which may be expected in the 
near future. Some may not be to the 
liking of stock company agents and com- 
panies, he conceded. His predictions fol- 
low: 

Sees More Independent Filings 


“I—We may expect a veritable ava- 
lanche of independent filings both as to 
rate and as to coverage. The entire 
atmosphere today is for rating bureaus 
to look with greater liberality upon their 
members filing independent plans. Some 
of these plans will be exploratory and 
experimental. Some will fail of their 
own fallacy. 

“2—Rating bureaus will lose some of 


Gallagher Cites Future Changes in 


Coverage, Rates, Rules, Commissions 


the so-called contro] over the operation 
of their member companies. This will 
be particularly significant in the fire field 
where there has been a greater degree 
of conformity. 

“3—The tempo of competition for per- 


writers and mutuals are girding for a 
real drive, especially in the fire business, 
the like of which we have not seen. In 
fact, they feel they will be writing the 
greater part of all personal fire business 
within a short time. 

“The vice president of the State Farm 
Mutual of Bloomington, IIl., a company 
which during the first six months of this 


$200,000,000 with an underwriting profit 
of over $3,500,000, said in a recent ad- 
dress that the personal dwelling auto- 
mobile business definitely belongs to the 
direct writers because the stock-agency 
plan is too cumbersome, expensive, and 
is not geared to mass production methods 
which serve this type of business more 
efficiently and more economically. 

“You and I do not believe that. We 





are not ready by any means to abandon 
the personal business to that type of 
competition—but obviously we will have 
to make some changes in the handling 
of these lines. 


More Competition on Commercial Lines 


“4--Companies not operating on the 
stock agency plan will become more com- 
petitive on the commercial lines. Al- 
ready Allstate has received approval of 
a 15% deviation filing on mecantiles in 
several states. 

“S—We will see a great growth of 
merit or safe driving rating plans for 
automobile insurance. While the plans 
present some problems, public demand 
and acceptance will bring it about in 
many states. At the present time these 
filings are being delayed awaiting some 
little seasoning and experience. Coinci- 
dent with the new rating plans will be 
the increased use of a simplified single 
limit policy,” observed Mr. Gallagher. 

“6—Various plans will become in more 
general use for installment payment of 
premium, even on a monthly basis, when 
the total premium is above a realistic 
minimum. 

“7—Continuous policies will be intro- 
duced in the simple mass market dwell- 
ing and automobile lines. Renewal cer- 
tificates will be used and the contract 
will be so drafted that the policy is 
invalid if the premium has not been paid 


wil] increase. The direct 


earned premiums of over 
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MARK OF \amtllicer] AGENTS } 
“SERVES/ YOu /FIRST™ 7 

| 

Ww ” 7 
Your Independent Insurance Agent serves you FIRST. 7 
| 

j 

The word FIRST in your slogan calls for a general interpre- 7 
tation. The meaning is evident to you and the companies Z 
you represent. However it may be a bit confusing to the y 
insuring public. Not every buyer of insurance realizes the 7 
two phases of your agency responsibility—to your customers ) 
and to your companies. ) 
There is really no divided loyalty in your status as / 

agent of your customers and agent of the companies you Z 
represent. In the first case you offer your agency service, j 
freely and without written agreement, as part of your sale Z 
of a policy. In the latter case you enter into a legal agree- ] 
ment to represent an underwriting company under specific y 
he ‘ “ ; Y 
conditions and terms. Even in serving your clients FIRST 7 
you still intend to abide by your company agreement. 7 
The difference, as we see it, is in the order of service, J 

and does not imply a separation of the two phases. Your 7 
customer needs your service FIRST. He has sustained the 7 
upsetting inconvenience of damage and loss. He has an in- 7 
surance policy to protect him but is unfamiliar with claims )} 
procedure. He has every right then to look to the local agent 7 
from whom he bought that policy, to assist him immedi- 7 
ately, in all matters involved. In fact your promptness in y 
performing this service is paramount in building a success- 7 
ful agency. ] 
Your companies should be no less prompt in ful- y 

filling the terms of their policies in both letter and spirit. 7 
You can count on the companies of The Commercial Union 7 
Group to do just that. Our record is open for your investi- y) 
gation. Z 
( 

y 

y 

THE COMMERCIAL UNION GROUP Z 
RMERICAN CENTRAL INSURANCE COMPANY © CALIFORNIA INSURANCE COMPANY = PALATINE INSUNANCE | 
COMPANY LTO * COMMERCIAL UNION FIRE weep COMPANY OF N Y. * OLUMBIA CASUALTY COMPANY Y 
UNION ASSURANCE SOCIETY LTO THE BRITISH GENERAL INSURANCE COMPANY LTO Y 
HEAD OFFICE + NEW YORK, N. Y. 7 

ATLANTA CHICAGO SAN FRANCISCO | 
ablaayl aay fll Orally ayia 





$5,000. The business cannot be expected 














INTEGRATING? 


Are you coordinating your 
fire and casualty operations? 
Brochure available to execu- 
tives, "How to Profit Under 
Multiple Line Organization"— 
limited edition. 
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in advance. Pre-payment of premium 
would be a requisite before the original 
policy becomes effective. Policy ter 
may be as short as three months,” Mr 
Gallagher said. : 

“8--We may expect to find more an(i 
more direct billing by companies. Al. 
though this is opposed by some agen 
on what seems to them to be valid/ 
grounds, it is true there are a number off 
specialty companies which effect certainf 
economies by eliminating duplication and) 
unnecessary expense and which are able 
to write at less than so-called going 
rates. In practically all of these case; 
direct billing is one of the factors in. 
volved. 

“9__Since the practice of flat cancella- 
tions is an unwarranted expense, it is to 
be expected that most companies wil 
take steps to minimize this evil within 
the near future. At the same time theref 
will be discontinuance of granting insur-f 
ance without cost through the use of freef 
binders. 











Large Deductible Fire Contracts 


“10—There will probably be a great} 
many more companies in the marketf} 
with excess of loss and large deductible} 
fire contracts. Whether a. deductible} 
for instance of $50,000, is a good buy for? 
the insured may be a moot question) 
However, certain large industries dof] 
want to buy such insurance, and if the 
companies do not make this available} 
through their agents a market is readilyp 
found elsewhere. 

“11—We will see a modification of some 
of the strict and unwarranted resident 
agency laws now in some of the stat- 
utes. In the face of going competition 
we shall be unable to justify the fact 
that in some states at least 10% of the 
premium the insured pays goes to some 
agent who merely signs the policy. Ou 
competition does not have the handicap 
of such luxury. 

“12—We will probably see an increase 
in the minimum premium for fire busi- 
ness. Or we will see more and mort> 
companies reluctant to write, for ex 
ample, a dwelling policy for less than 


§ 


to write insurance at a guaranteed loss 
to the company and agent and subsidize 
it by premiums collected from others. 
“13—Since low insurance to value has 
a most adverse effect upon the loss ratios 
of the dwelling business, we may expet! 
to see the extension of the co-insuranct Pf 
principle to that class. 


Deductibles for All Perils 


“14—Since the payment of small nu- 
sance laws suits is of questionable value 
in the basic concept of insurance ani 
since this adds immeasurably to our cost 
of operation, we may expect to see the 
increased introduction of small deduc- 
tibles applicable to all perils covered by 
the fire policy. Today, 49% numerically 
of all fire and extended coverage losses 
are for less than $50. In many cases the 
adjustment expense far exceeds the at 
tual loss paid. 

“15—We may expect more develop 
ments in the package policy. Probably 
we shall soon see a consolidation of the 
manufacturers output policy and the i 
dustrial property floater. We may sé 
dwellings written to embrace the cover 
age of personal automobiles, including 
third party liability and including such 
direct coverages as accident and SICK 
ness—and, even life may be included, 
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Gallagher told the agents. 
“46—There will be more mergers of 
ompanies—mergers of fire and casualty 
ompanies and mergers of life companies 
ith fire and casualty companies. With 
nore freedom for independent action, the 
‘irden placed upon smaller companies 
nay well be insurmountable. Protected 
tpresent to some extent by bureau re- 
estrictions these companies will find 
hemselves hard-pressed to keep up with 
hat may prove to be expensive experi- 
nents which can be undertaken safely 
nly by larger companies with ample 
sources. 
“This portends more mergers because 
ergers with the strong, capable com- 
any may be the only salvation for some 
‘{ the smaller companies just venturing 
nto the precarious field of multiple line 
inderwriting at a time when the entire 
inalfeld is in a period of trial and error. 
i) “Those are just a few of the things 
Gvhich we may reasonably expect to 
Some to pass whether or not we like it. 
-e anj’[n fact some of them are already in the 
Al-§making. We cannot be certain all of 
agentsithem will be for the best. It may be a 
valij/mistake to broaden coverages in a period 
ber offpf adverse experience, especially with 
ertaigmadequate premiums. We have no 
n andiassurance that merit rating in the auto- 
e able™mobile field, much as the public may 
goingiMesire it, is a blessing or by any means 
casesfa panacea. The complications are many 
rs in-gand it will add to the overall expense 
pf our operation at a time when the need 
oreduce expense is most imperative. 
; is to Agents’ Future 
S willl “We may arrive at some general con- 
within Jusions. With the changes which are 
therein prospect it seems reasonable that we 
Insut- Fill eventually have fewer agents. With 
f freeBre reduction in acquisition costs very 
Jikely to take place in personal mass 
fmarket lines, such as dwellings and auto- 
mobiles, the relatively small agent whose 
business is principally in that category 
tfjust won’t be able to exist. There will 
ibe mergers, joint operations, retirements 
faffecting many of the smaller agencics. 
F Larger Agents Will Gain 
.) “The larger agents will probably get 
{till larger. With all expenses of opera- 
Hion including acquisition reduced to 
provide for greater allowable loss ratio, 
@n agency will need low overhead and 
qarge volume to operate successfully. 
fore time will be available to solicit 
business and to service it because the 
lerical and accounting functions will be 
simplified—prices will be more competi- 
fact ftive because of reduction in expense fac- 
f theftors and the professional agent will prob- 
somepebly absorb much of the business from 
Our fthe withdrawal or merger of the smaller 
dicapfegents. Larger agents may well be com- 
prised of specialists in certain fields 
Which will speed up the so-called ‘one 
top’ purchase plan. 
| “We will see the passing of the un- 
qualified agent. Companies will real- 
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icella- 


2adily 


some 
‘ident 

stat- 
tition 


rease 
busi- 
more 


ex 
than fie the fallacy of appointing incompetent 
ectedpegents which is not only costly but 


-Jossfhich serve to discredit the competent, 
idize professional agent in the mind of the 
;, [public which fails to differentiate in the 
> has fuality of service available. More effec- 
atiospeve qualification Jaws sponsored by 
cpect pegents’ associations may be a definite 
-ance actor in this development. 
: “Existing agents will likely reduce the 
umber of companies they represent. 
There is nothing but extravagance in 
aving more companies than an agent 
" pectually needs—and agents just won’t be 
Ff able to stand the unwarranted expense. 
cost B . Commissions 
the Of the most vital concern to agents, 
‘due: S what is going to happen to commis- 
d by pions? don’t know what is going to 
cally p2PPen. I believe that there is general 
ysseseement between those in executive 
; the janks of our companies that in his over- 
aes l operation a good agent is not in any 
nse Over-compensated. At the same 
slop- ime there is a well-founded belief that 
ably method of allocating agents share 
the R_ Premium dollar while expedient, is 
» in PUY sound. 
- gee B € most serious mistake the com- 
yer: to made is losing sight of the 
dine Bished at commissions should be estab- 
suci f° to provide fair and reasonable 
ick EoUPensation to the agent. Instead the 
ied’ ouPanies have used higher rates of 


commission to ‘buy’ from the agent a : had much to do with the standardization 
certain class of business which for some New York Mariners Meet of certain rates and forms. The IMUA 
reason is looked upon as ‘preferred.’ F, A, Aiken, vice president of Com- now acts as an advisory organization and 
ee ee ae, pany Service Corporation, addressed the affords . Ree for discussion of all 
} ‘ : 2 j : aspects of inland marine. 

simple personal lines which require the members of the New York Mariners 





least service and a minimum of sales- Club, Inc. at their monthly meeting. Mr. 
manship. ; Aiken’s subject was “The Whys and 
“This has added to the dwelling and  Wherefores of the IMUA and the IM- VA. FIRE RATES REDUCED 


persona] automobile lines an increment IB” Fire insurance rates in Virginia for 
of expense which is unjustified and has  °~" é : : : frame houses with brick or _ stone 
made it easy for our lower cost com- inland marine business in the United  yeneered walls have been reduced by 
petition to successfully go after this States, he discussed the reasons for the the State Corporation Commission. 
business. I feel that our survival in the formation of the IMUA, in 1931. The Henceforth the rates will be the same 
personal lines will require not only on such houses as the rates for brick 
streamlined and economical processing : : : homes. The SCC said the rate change 
but also the reduction in all expense fac- ™any companies then entering the in- wil] save Virginia fire insurance policy- 
tors including acquisition.” land marine busines. In the early days, it holders $1,300,000 annually. ; 


After tracing the growth of the 


purpose was to give guidance to the 
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GOOD SALES 
ahead during the big 


GIFT SHASON 


With Atna’s 
Personal Articles Floater 


On Christmas Day countless men and women 
will be under-insured — perfect prospects for 
the “all risk” protection you can offer. 

Have you considered suggesting to your 
clients that when they give a valuable present, 
they also give an insurance policy? 


Why not make the upswing in luxury 
purchases your big “door opener” for 

. personal lines new business in ’60. 
We have an attractive point-of-sale 
visual aid to help you. Just ask 
your Attna Fieldman. 
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Ellis Sees New Auto Rate Plan 


Successfully Meeting Competition 


Porter Ellis, CPCU, Dallas, Tex., vice 
president of the National Association of 
Insurance Agents and an agent for more 
than 30 years, is confident that agents 
who have superior knowledge and serv- 
ice and a willingness to meet the present 
intense cost competition, will have “con- 


tinued and greater success.’ On the 
other hand he warns that “those mem- 
bers of the American Agency System 
who do not realize and recognize the 
competition for what it is and who do 


not take necessary steps to adapt their 
business to present day realities will be 
slowly but surely submerged.” 

In a talk before the annual convention 
of the South Carolina Association at 

Columbia, S. C.. Mr. Ellis stresses that 
service is still the most important thing 
an agent has to sell and he feels knowl- 
edge and high service are an unbeatable 
combination which the American insur- 
ance buying public will continue to sup- 
port strongly. 

Going into more detail in meeting com- 
petition Mr. Ellis stated: 

“In the automobile field, I do not think 
for a moment that any plan that has 
heretofore been suggested comes as close 
to providing the answers we need as 
does the merit-demerit rating plan now 
being used in many sections of the 
country,” Mr. Ellis observed. “With this 
type of a plan you and I are placed in 
the position of being able to provide the 
best protection possible on a price basis 
for those who are entitled to a reduc- 
tion from the normal rate. 


Commends New Auto Rate Plan 

“On the other hand, for those insureds 
who are‘ not in the preferred class due 
to accidents or traffic violations, we are 
in a position to offer a quality product 
at a price commensurate with the risk. 
And we can do all of this, hold our heads 
high with pride and still render the serv- 
ice the insurance buying public expects 
from us. 

“T have just recently been in Nebraska 
where this plan has now been in use 
for some few months. In talking to 
many agents there, while I was not sur- 
prised that the plan was successful in 
some respects, I was surprised at the 
degree of success that the agents were 


having with our most notorious com- 
petitors. With the use of this plan they 
frankly are driving the competition 


crazy. It can be done in every state. 

“We have had package policies in the 
residential and commercial field for 
many years. There are constant changes 
being made not only in coverages but 
in price of these policies. Is your office 
utilizing these sales weapons to the full- 
est extent. 


PORTER ELLIS 


“For many years now, we have heard 
about the tendency of the American 
public to buy everything possible on a 
budget plan or on a monthly payment 
plan. If you have not yet experienced 
or studied methods and procedures to 
handle a substantial portion of your 
business on a monthly pay plan, I urge 
you to do so immediately because with- 
out question this is going to play a 
larger part in the operations of our 
agencies in the future. 

“Do not think for a moment that the 
monthly payment plans or budget plans 
are confined to the lower income group. 
In many instances, we have found that 
the higher income families prefer this 
method of payment,” Mr. Ellis said. 

“Many companies have come out with 
their own installment financing plan. 
I frankly do not like them nor do we 
use them in our office. In our opinion, 
we do not want the company billing our 
clients direct. But we have our own 
plan, and it has been most successful. 

“T do not think that there is an agent 
here who cannot arrange with his bank 
to handle monthly payments for his 
clients on some kind of a satisfactory 
basis. Right at the moment, your Na- 
tional Association through its Research 
Department is making a study of this 
ptoblem with the hope and expectation 
that we can come up with a concrete 





Alan G. Cooke Off to Good 
Start With D. White Agency 


Alan G. Cooke, following in the foot- 
steps of his father, William Cooke of 
Sameth Agency, New York, is off to 
a good start in his insurance career with 
the David C. White Agency, Inc., New 
York, in its production department. A 
graduate of University of Denver, Mr. 
Cooke majored in insurance and business 
administration, He was also captain of 
the varsity golf team and played on the 
varsity hockey team which won the 
conference championship. 

His father, a well known personality 
along William Street, is approaching 
his 50th anniversary in the business. 





Pohs Institute to Offer 


Course on Income Taxes 


Herbert J. Pohs, founder and director 
of Pohs Institute of Insurance, 132 
Nassau St., New York City, announces 
that the school is again offering its prep- 
aration course on “How to Prepare 
Individual State and Federal Income 
Tax Forms for the Public.” 

This course is especially designed to 
add a service and income potential for 
real estate and insurance offices. More 
and more people are seeking aid in the 
preparation of their income tax returns 
particularly because of numerous 
changes in their personal income and 
expense. Mr. Pohs points out. 

New York State does not require reg- 
istration as a public accountant in order 
to prepare tax returns for others. 

The course will be given in the Man- 
hattan and Queens Schools, and _ will 
consist of six sessions. In the Man- 
hattan school the course will start on 
Wednesday, December 2 and in the 
Queens school on December 3. Classes 
will be given two evenings a week with 
sessions from 6:30 to 9:15. The instruc- 
tors are Daniel L. Bergman, C.P.A. and 
Jacob Bennett, C.P.A. Tuition is $35. 





plan that can be recommended to our 
members. I urge you to use on both per- 
sonal lines and commercial lines some 
form of installment payment plan. 


Selling Life Insurance 


“One of the traditions that we see 
crumbling down today is the separation 
of the life insurance agents from those 
of property-casualty agents. Years ago, 
there were very few agents in our field 
who handled any life insurance and vice 
versa. That is not true today. With the 
property-casualty insurance companies 
getting into the life insurance business, 
and with the trend for the life insur- 
ance companies to develope property 
and casualty connections, the agent of 
today must recognize that he must have 
all facilities, an active aggressive insur- 
ance sales program or he is going to 
find himself on the lower part of the 
totem pole when the final count is made 

“For the larger agent, perhaps a full 
time life insurance man is the answer. 
Many are going to a full life insurance 
department and that has many advan- 
tages. Under such a set-up, a more 
concentrated intelligent sales program 
can be mapped out for the development 
of life insurance. Each office has hun- 
dreds of life insurance prospects in 
their files. 

“For the smaller agent, I urge you to 
take some preliminary and elementary 
training from some good life insurance 


(Continued on Page 31) 
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N. Y. Assemblyman Backs 
Independent Agent’s Servic 


Speaking at a regional meeting of ti 
New York State Association of Insup 
ance Agents in Utica, Assemblyman Wi 
liam S. Calli of Utica stated that peop! 
are becoming aware of the shortcoming 
of the direct selling system and are tt 
verting back to the more dependable if 
dependent agent system. He paid tribuif ¢ 
to the independent agent who as a milf, 
dleman is called on to provide advith (Co 
and service far beyond the agent sta 

In commenting on the Barrett “fz 
and reasonable compensation for ind 
pendent agents and brokers” bill whit 
was passed by both houses of the leg 
lature but vetoed by the Governor, i 
Calli stated. “It has put the carriers @ 
notice that the legislature recogni 
the importance and necessity of the "f 
dependent agent in our democratic Sf 
tem.” 
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R. J. PETERSON DIES Net premiu 


Ralph J. Peterson, 77, an insura"QiGain in un 
agent in Buffalo, N. Y., for 25 years, di a, 
at his home October 15. Investment 
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DAVID C. WHITE AGENCY, INC. 


55 JOHN STREET, NEW YORK 38, N. Y. 
LOCAL — COUNTRYWIDE — WORLDWIDE 
Member of the New York City Insurance Agents Assn., Inc. 
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nternational Building in New York. 


AIU Hosts Visiting Business Officials From Colombia 





Dr. Fernando Plata (l.) president, Bolsa de Bogota, (Bogota, Colombia, Stock 
hange) and a director of Compania Colombiana de Seguros, Alejandro Uribe 
(center), president, Compania Suramericana de Seguros, of Medellin, and A. E. 
Gilbert, executive vice president, American International Underwriters Corp., inspect 
a special Colombian window exhibit in the ground floor windows of the American 


The Colombian exhibit, which will run through November, was unveiled at a 
==eefiiuncheon honoring Dr. Plata and Mr. Uribe, in ATU’s headquarters. The visitors 
‘were part of a group of seven business and financial leaders from Colombia who 
stopped off in New York as part of a nationwide tour to study the formation and 
growth of capital in the U. S. The group is visiting this country under the auspices 

of the U. S. Government’s Point Four Program. 





ne, Great American Names 


Furkey for Vt. and N. H. 


Great American Insurance Co. an- 
nounces appointment of John D. Furkey 
as field supervisor for New Hampshire 
and Vermont. He will make his head- 
quarters at Manchester, N. H. Mr. Fur- 
key is a native of Vermont and a gradu- 
ate of St. Michael’s College. Prior to 
joining Great American he served as a 
feldman in New Hampshire for another 


nes company. 





—E Va. Extends Pa. Assessment 


The Virginia State Corporation Com- 
mission has extended for another year 
the customary assessment of  one- 
twentieth of 1% of direct gross premiums 
of all insurance companies doing business 
in the state. 

The current assessment is to defray 
the anticipated expenses of maintaining 
tthe SCC’s bureau of insurance for the 
ks year 1960. The levy provides a minimum 

, Passessment of $20 on each company re- 
Prvichgardiess of the gross premiums col- 
+ of tmplected. ; 

Insure, State law permitted a maximum an- 
an Wiptal assessment of one-tenth of 1% of 
- peopiiirect gross premiums, but the SCC has 

limited the levy to half this rate for the 
past several years. 
















Glens Falls Gains 


(Continued from Page 1) 


| statu 

tt “fbpared with $317,597,657 on December 31, 
yr indt#1958. In addition, the estimated life in- 
| whitfisurance equivalent for annuities in force 
e legifancreased to $174,218,240 or $32.3 million 


oF, Mpover year end. Operations of National 
riers Geommenced in New York State last 
sap April and in Vermont in September. 
the i 






N. C. Hearing on Dec. 9 


Insurance Commissioner Charles F. 
Gold of North Carolina announces that 
a hearing will be held at his offices on 
December 9 on a new insurance program 
for homeowners filed by the Fire Rating 
Insurance Bureau. The new program, 
providing for broader coverage in some 
respects, would replace the _ present 
Homeowners’ A, B, and C and the Com- 
prehensive Dwelling policy if the com- 
missioner approves. It would entail a 
reduction in the costs of this insurance. 

Consideration will also be given to 
a proposed revision in the minimum 
premium rule filed by the bureau. The 
rule now provides for a minimum pre- 
mium of $8 for fire and extended cov- 
erage. The revision provides that no 
policy will be issued for a premium of 
less than $15, regardless of term. 





CAR WARRANTIES ARE INS. 

The Virginia State Corporation Com- 
mission has told Registered Tested Cars, 
Inc., of Springfield, N. J., that it must 
qualify as an insurance company if it 
wants to continue doing business in Vir- 
ginia. The company has been selling 
warranties on used cars, guaranteeing 
specified repairs and replacement parts 
needed within a one-year period. 





Over two million dollars of ordinary life 
insurance business is now in force in 
the United States. In line with the ex- 
pansion program, activities will soon be 
extended to New Jersey. 

The following tables summarize nine 
and twelve months’ results for the Glens 
Falls Insurance Co. 


Nine Months Ended 


tic SIE 
F September 30 
1959 1958 
Net premiums written ...........+6+ eee Aer $66,365,474. $61,639,478 
sura"@Gain in unearned prem. reserve ..........-+:- 3,025,143. 1,661,095. 
8, OMUnderwriting income .......:..s++rcccveceeee ss -2,202,803 -2,106,051. 
Investment RCO. SH kia sheoantaoiias Maile <> 6 gies’ 2,785,951 2,570,522. 
Net operating income ...........0++ Baten tee 40,583. 442,856. 
Net operating income per share ........... , 42 34 
Combined underwriting ratios............++65- 101.7% 102.3% 
Twelve Months Ended 
September 30 
: 1959 1958 
Net premiums written .........ceeceeeees .-++ $86,652,686 $80,949,948 
vain in unearned prem. reserve .........++++ 2,183,346. 395,545 
MMMMMitingy INCOME ..........ccccevceceseons -1,275,124. -1,765,029 
BERRIES SINCONTIE > frstaiciats oo Pb RISO ES 00s econ 3,693,520. 3,448,967. 
PRMBELATING INCOME 6s ei'sle.5 ls. o's ble e scot es 2,349,717. 1,857,635 
Aet operating income per share ..........++-+- 1.81 1.43 
ined underwriting ratio ............. 100.5% 102.0% 











93 Nassau Street 





WANTED: INSURANCE ACCOUNTING EXECUTIVE 


Growing up-state New York stock fire and allied insurance company needs 
qualified man to supervise Accounting and Statistical Department. Should know 
statement preparation, tabulating methods, income tax computation, reserve 
preparation, and have ability to manage department. Really a rare opportunity 
for right person. Please write Box 2746, giving full information about your educa- 
tion, experience, family, age, etc—all in strict confidence. 


THE EASTERN UNDERWRITER 


New York 38, N. Y. 











A. G. Martin Dies at 94; 
Was U. S. Mgr. Northern 


Alfred G. Martin, retired president of 
the Underwriters Salvage Co. of New 
York and former United States manager 
of the Northern Assurance, died Sunday 
at his home in Daytona Beach, Fla., at 
the age of 94 years. He started in insur- 
ance with the Norwich Union and joined 
the Northern in 1885. After service in 
the field in New York and Pennsylvania 
on January 1,1920, he became U. S. gen- 
eral attorney and U. S. manager for New 
England, Middle Atlantic and Southern 
States. 

In 1927 Mr. Martin retired from the 
Northern Assurance and shortly there- 
after became president of the Under- 
writers Salvage Co. in New York. He 
retired from that post some years ago. 
He was a Fellow of the Insurance Insti- 
tute of America and was for several 
years a member of the council of the 
British Empire Chamber of Commerce. 
He held various.important posts in na- 
tional and local insurance organizations. 





Bales State Agent in Kan. 

The Royal-Globe Insurance Group an- 
nounces appointment of John R. Bales, 
state agent in Topeka, Kan. Mr. Bales 
succeeds W. C. Bock who has been 
transferred to New York for admin- 
istrative training. 

Mr. Bales is a graduate of St. Louis 
University and the ~ Royal-Globe field 
training school. Formerly in the St. 
Louis office, he has been with Royal- 
Globe since 1956. 


Ellis on Selling 


(Continued from Page 30) 





company and then avail yourself of the 
field assistant that the company will give 
you. You will be amazed at how willing 
all the life insurance companies are to 





VESITERDAY 
AT S&T 





Ce, Q - 
7 Nig, REINSURANCE 
ht, 
‘& 


SAYRE & TOSO, INC.- 
W. B. BRANDT & CO,, INC. 


A MEMBER OF THE INSURANCE EQUITIES CORPORATION GROUP 


SAN FRANCISCO + LOS ANGELES + SEATTLE * PORTLAND 
DENVER * HOUSTON * KANSAS CITY * CHICAGO » NEW YORK 


work with you, the property-casualty 
agent. They recognize the potentialities 
cf life insurance volume that you are not 
yet awake to. Wake up, go get it,” Mr. 
Ellis declared. 

“The addition of life insurance to your 
agency portfolio will insure your agency 
truly becoming a ‘one stop’ service 
agency for all lines of personal cover- 
age. It ties in beautifully with automo- 
bile insurance because many prominent 
authorities in the industry today claim 
that the agent who writes the automo- 
bile insurance will be in a much better 
position in the future to control the 
home-owners coverage, life insurance, 
accident and health and major medical. 
Why not make your office a deluxe one- 
stop service agency? 

“We must streamline the operations in 
our own office. There are many new 
machines that are coming out that are 
adaptable to an agent’s operations. We 
must utilize every means at our com- 
mand to make our operations not only 
more efficient but less expensive. We 
must reappraise our entire operations 
and determine whether or not we are 
withering on the vine by refusing to 
bring into our business younger people 
not only to provide that needed per- 
petuation of our agency, but even more 
important, to add new vitality to our 
agency. We must not only find time but 
we must take the time out of our daily 
schedules to constantly improve our 
knowledge of the business.” 
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MUTUAL COMPANIES MEET 


600 Executives in Chicago Consider Poor 
Loss Experience and Changes in 
Rate-Making Procedure 

Reasons for continuing unfavorable 
loss experience and coming changes in 
rate-making procedures concerned some 
600 underwriting executives, represent- 
ing mutual property-casualty insurance 
companies throughout the U. S., when 
they came together November 9 at Chi- 
cago’s Edgewater Beach Hotel for the 
annual Mutual Insurance Technical Con- 
ference. The four-day conference was 
sponsored by the Federation of Mutual 
Fire Insurance Companies, the Mutual 
Insurance Advisory Association, the Mu- 
tual Insurance Rating Bureau, and the 
Transporation Insurance Rating Bureau. 

Areas of discussion included the new 
plans now being tested in several states 
under which insurance rates for indivi- 
dual automobiles will be modified by in- 
dividual accident records; pressures de- 
veloping to change state laws to make it 
eaiser for fire insurance companies to set 
their own rates instead of relying upon 
the experience of the entire insurance 
business as assembled by rating bureaus; 
and problems growing out of the current 
tendency of insurance companies to 
write many types of coverage rather 
than a few lines. 

Joint sessions in which all four groups 
participated were held on the first three 
mornings of the conference. Subjects 
considered were: appraisal of individual 
company operations as compared with 
industry trends, significant developments 
in the rating field, operating problems of 
state insurance information organiza- 
tions, management problems of the 
underwriting executive, qualifications of 
the underwriter, underwriting of per- 
sonal lines and the automobile insurance 
picture. 





Mission Insurance Co. 


Opens New Oregon Office 


A significant expansion move in the 
Sayre & Toso, Inc.-W. B. Brandt & Co., 
Inc., nationwide insurance operation is 
the recent entry of Columbia Under- 
writers of Mission Insurance Co. into 
Oregon as a non-admitted automobile 
surplus line insurer, 

Mission, a Los Angeles company man- 
aged by Sayre & Toso-W. B. Brandt, 
specializes in hard-to-place private pas- 
senger automobile risks. It provides 
primary and excess bodily injury and 
property damage, material damage, and 
financial responsibility filings. 

The new office is located in Portland, 
under the supervision of | . Marsh, 
branch manager, Sayre & TosoW. B. 
Brandt. 





Commercial Covers 


(Continued from Page 27) 


men’s compensation plan was introduced 
to save premium expense and to give the 
assured a strong incentive to reduce 
claims. After several successful years 
with this scheme, close ties developed 
between the assured and the safety and 
claims organization that handled _ its 
problems. 

“Rapport was so good and the results 
so effective, that third party general 
liability problems were given to this 
claims organization and coverage on an 
orthodox form was added to the aggre- 
gate compensation plan for relatively 
low limits of protection. Inclusion of 
general liability in this aggregate con- 
tract required the addition of a specific 
excess provision which applied to each 
claim in order to protect the assured 
from the possible quick absorption of its 
loss fund. High limits of excess coverage 
plus the broad ‘personal injury wording’ 
were maintained in a separate umbrella 
liability insurance contract,” Mr. Hines 
related. 

Deductible Insurance Plan 

“Step two involved setting up a de- 
ductible insurance plan to provide fire, 
extended coverage, sprinkler leakage and 
vandalism insurance for direct damage to 
this assured’s buildings and contents. 
Before this program was cifective, a 
thorough fire engineering survey was 





made of each premise to minimize un- 
safe physical conditions and to integrate 
a fire emergency plan into the assured’s 
already excellent safety program. Sep- 
arate full business interruption coverage, 
orthodox accounts receivable, automobile 
physical damage, plus very restricted 
warehouse and cargo policies were main- 
tained. 

“During the three year term of the fire 
deductible plan on buildings and con- 
tents, a tailor-made business interruption 
form was developed to meet this as- 
sured’s particular needs. Warehouse 
operations were brought into the fire 
safety effort and procedures for hand- 
ling accounts receivable records were 
vastly improved. By the expiration date 
of the fire deductible plan, all of these 
property damage coverages were ready 
for integration into a combined con- 
tract,” Mr. Hines continued. 

“During these preparations an impor- 
tant step three was begun with the intro- 
duction of a blanket crime policy (with 
small deductible provisions) to meet as 
many of this assured’s needs as this new 
form permitted. Radical revisions in 
procedures for handling money and in- 
vestigating personnel were innovated, 
and—with the aid of an armored express 
company—a special survey of all pick- 
up schedules, safes and cage areas was 
made to reduce exposures to a minimum 
consistent with reasonable expense. 

“A central alarm company developed 
a complimentary study to set up the 
most efficient and economical warning 
systems. Finally, a credit service, under 
a very favorable contract re-investigated 
all personnel who handled money and 
agreed to check future employes in ac- 
cordance with a carefully designed pro- 
gram. Finally, some changes in the 
blanket crime insurance form were 
worked out to be sure that protection 
provided in the combined policy was 
exactly what the assured needed. 

Multiple-Line Contract 

“In step four, all of these separate 
coverages were brought together into a 
a single aggregate limit of liability with 
reinstatement penalties plus separate 
aggregate and specific risk absorption 
factors. Underwriters were acquainted 
with the preparation that preceded the 
placement of the combined plan, and 
therefore, granted a premium saving in 


addition to some very important im- 
provements in coverage. 
“A nationwide loss adjusting firm, 
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agreeable to the assured and_ under- 
writers, approved the combined policy 
and prepared for future adjustments in 
cooperation with the claims organization 
who continued to service the third party 
and employe liability risks which were 
broadened to include personal injury and 
other protection peculiar to the umbrella 
form. Without proper prepration, this 
assured would never have been ready 
for a multiple-line policy nor would in- 
telligent underwriters ever have agreed 
to accept transfer of their risks,” Mr. 
Hines stressed. 

“It should be pointed out that third 
party automobile liability insurance and 
boiler and machinery insurance _ re- 
mained outside of the combined policy. 
The assured did not have sufficient con- 
centration of automobile expenses and 
vehicles often traveled outside the geo- 
graphic area to which other risks were 
confined. The boiler and machinery 
problems required the services of an 
insurance carrier because the assured 
needed the benefits of insurance carrier 
inspections to support their maintenance 
program. 

Attractive Premium Developed 

“Wen underwriters and the as- 


sured agreed upon the premium for the 
combined insurance protection, pure pre- 
miums on standard lines, modified by 
distribution and size credits, were used 
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as a point of departure. Addition 
credits for good loss experience, engi 
neering services, plus the aggregate an/ 
specific deductible provisions were qpr% Vett 
lowed. p Peter . 
“Finally, all of these credits were reeging dit 
lated to the aggregate limit of insurangpt!tY- 
protection which the assured felt wa Regional 
adequate to meet the hazards of an 
single disaster or combinations of 
asters which might happen in a policy 
year. An attractive premium was dé 
veloped and the assured had an oppor 
tunity, if claim experience was reduce/ 
to enjoy substantial reductions in its in 
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surance expenses,” Mr. Hines pointes) New di 
out. are: Atl. 
“In order successfully to  maintai boca-Col: 
their multiple-line contract, the assure baker, F 
Massachu 


in the example continued the effectivj 
accident prevention program with thfgan Cons 
help of professional fire protection angWard W. 
safety engineers. Unsafe physical conéjAviation, 
tions were detected and eliminatepman, Am 
wherever possible and a safety attituippatl, Hen 
was inculcated into the assured’s entinpge"S Co. ; 
business atmosphere through a syster feo} Bi 


of rewards that affected every employ} arrell S. 
ers’ Exch: 


Upper echelon management were i 
Dallas-F 


formed about the cost of claims as t 
developed in a way that forced interefft, Dress 
in prevention activities. A scheme cfalley, Ct 
self-inspection reports was used to keegelectric C 
the lower echelon of management awargpeneral \ 
of their safety responsibilities. umble ( 
“The assured in the example has somedward_\ 
important additional loss preventiogpons Cor 
ideas to further reduce the frequencgieber, M 
and severity of claims, and these plagiring Co 
are very much the heart of a prograghorthern | 
to improve the assured’s multiple-lif’ New Yo 
policy through better coverage and 9 ndustries 
portunities for lower costs. Within cergkuss W. 
tain boundaries, there is virtually sto; Oreg 
limit to what the combined contract cafoast Lun 
accomplish for this assured and so mangpurgh, Ra 
others in manufacturing or mercantiifflectric ; 
enterprises. umphrey 
Placement of Combined Forms f°) Virgi 
“Most multiple-line contracts agi S*Y, Rey 
placed in’ the unauthorized, unlicensif" Lon \ 
and non-admitted markets who  writ® Lo. an 


insurance that is not in accordance wit . Smit 
rates or forms filed with state author 
ties. There are over three-hundred s 
called surplus line carriers currentl ravele: 


active, and Lloyd’s of London is tif In C 
most important of these. ae 
‘Because some Lloyd’s underwrite A claims 
have had poor experience with combinegitict adjust 
policies, London’s capacity is much mot@djusters, 
limited than it was several years ago. \itaho, and 
with other major placements, the mg his, have | 
lead underwriter must be sought out al lets, Taln 
convinced to accept a significant part (ten name. 
the multiple-line plan which is usuall Rbility uni 
placed in layers. Participation in !artment at 
higher layers is, of course, considera! Beverely 
easier to obtain than help in the basomnted dis 
layer. tile Ralph 
‘In addition to Lloyd’s, there are maf Smith h; 
other European companies, British asters at 
Continental (which have underwritit@i@tho resp¢ 
offices in the United States) willing "fs been 
share in multiple-line underwriting. “Her in ch; 
though the British insurers are WE#ice, 
known, many assureds are not _famili Mr. Neec 
with the capacity that is available as an 4 
Swiss, West German, and Dutch cage has ser 
riers.” adjuster 
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em New President of 
| Management Society 


NNUAL MEETING IN CHICAGO 



















urphy of Baltimore Ist Vice President; 
Austin of Chicago 2nd V.P.; 
Other Officers Are Named 





W. Howard Clem, assistant treasurer 
n charge of insurance and banking for 
Kchlumberger Well Surveying Corp., 
ouston, Texas, was elected president of 
he American Society of Insurance Man- 
ngement, Inc. at the eighth annual meet- 
ng of ASIM held at the Drake, Chicago. 
Mr. Clem succeeds H. Stanley Goodwin 
nf McKesson & Robbins, Inc., New York, 
who will serve as chairman of the execu- 
ive committee. 
Serving with Mr. Clem are T. V. 
urphy of Maryland Shipbuilding and 
Drydock Co., Baltimore, as first vice 
resident; C. Henry Austin of Standard 
Dil Co. (Indiana), Chicago, as second 
yice president; F. W. Norcross, Budd 
o., Philadelphia, as treasurer; and Mer- 
itt C. Schwenk, Jr., Freuhauf Trailer 
‘0, Detroit, as secretary. 

Peter A. Burke will continue as man- 
ging director with offices in New York 
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Newly elected regional vice presidents 
re B. W. Rainwater of Georgia Power 
‘o, Atlanta, succeeding B. M. Hulcher, 
nd R. S. Johnsen of St. Paul Terminal 
Varehouse Co., St. Paul, succeeding 
orace Noland. 

New directors for the 1959-1960 term 
are: Atlanta, William H. Quay, 
oca-Cola Co.; central Illinois, A. 
Baker, Funk Bros. Seed Co.; central 


Jes 
A. 


maintail 


effect Massachusetts, Robert R. Neilson, Mor- 
vith gan Construction Co.; central Ohio, Ed- 


ard W. Alstaetter II, North American 
Aviation, Inc.; Chicago, E. R. Zimmer- 
nan, American Bakeries Co.; Cincin- 
hati, Henry A. Newman, Andrew Jer- 
rens Co.; Cleveland, Paul MacDonald, 
arling Brewing Co.; Connecticut Valley, 
Darrell S. Ames, Eastern States Farm- 
ts’ Exchange, Inc. 

Dallas-Fort ‘Worth, T. T. Reddington, 
Pr, Dresser Industries, Inc.; Delaware 
falley, Charles R. Garton, Atlantic City 
lectric Co.; Detroit, Robert M. Cone, 
eneral Motors; Houston, G. L. Foley, 
umble Oil Refining Co..; Maryland, 
as somgedward M. Walton, Harry T. Campbell 
eventigpons Corp.; Minnesota, Howard T. 
equentgiveber, Minnesota Mining and Manufac- 
se. plaspluring Co.; Montreal, J. G. Harper, 
progragaorthern Electric Co., Ltd. 

iple-liif New York, Frank Hornby, Jr., U. S. 
and oppidustries, Inc.; northern California, 
hin cegkuss W. Humphrey, Southern Pacific 
tally nto; Oregon, Fred L. Mattson, West 
ract cagoast Lumbermen’s Association; Pitts- 
so manpeurgh, Ralph W. Low, Westinghouse 
ercantilfelectric; Southern California, Harvey 
umphrey, Title Insurance and Trust 
.; Virginia-Carolina, George J. Mor- 
sey, Reynolds Metals Co.; Washing- 
on, Lon Varnadore, Weyerhauser Tim- 
et Co, and Wisconsin, A. A. Widtmann, 
0, Smith Corporation. 
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tavelers Appointment 
In Claim Adjusting Fields 


rwrite A claims examiner at Hartford, a dis- 
ombinegict adjuster, Roanoke, Va., two resident 
ch momfdjusters, Waterville, Me., and Boise, 


ago. \ffaho, and a supervising adjuster, Mem- 
ne righflis, have been appointed by The Trav- 
out anglers, Talmadge M. Neece, CPCU, has 
part men named a claims examiner in the 







usuallfMbility unit of the casualty claim de- 
in ti@artment at the home office in Hartford. 
iderablff Beverely B. Bowers has been ap- 
he basiomted district adjuster at Roanoke ; 







hile Ralph A. Macdonald and William 

















re mal. Smith have been named resident ad- 
‘ish am@sters at Waterville, Me., and Boise, 
rwrititg faho respectively. James C. Sammons 
illing een promoted to supervising ad- 
ing. ! fine i charge of the Memphis service 


re wel 
famili 
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ch cat 


Mr. Neece_ joined The Travelers in 
5 4S an adjuster at Washington, D. C. 
“tas served as a line and supervis- 
M adjuster there. Mr. Neece received 








sity and is a Navy veteran. 

Mr. Bowers has been assoicated with 
The Travelers since 1951 when he joined 
the company as an adjuster at Richmond. 
He has served as an adjuster and resi- 
dent adjuster at Roanoke, Va. Mr. Bow- 
ers received his LL.B. degree from T. 
C. Williams Law School. 

Mr. Macdonald started his insurance 
career with The Travelers in 1943 as an 
adjuster at Portland, He attended Colby 
College and served in the U. S. Army 
in World War II. 

Mr. Smith joined The Travelers in 
1955 as an adjuster at Salt Lake City. 
He is a graduate of the University of 


North British Marks 


Its 150th Anniversary 


On November 11, 1809, North British 
and Mercantile Insurance Company 





Utah and is admitted to practice law 
in the State of Utah. 

Mr. Sammons has been with The 
Travelers since 1945 when he joined the 
company as an adjuster at Memphis, In 
1953 he was promoted to line adjuster 
and subsequently was named supervising 
adjuster there. He received his LL.B. 
degree from Southern University Law 
School. 


Limited, now celebrating its sesquicen- 
tennial, started business at the then 
home office on Parliament Square, Edin- 
burgh, Scotland. 

Rent for these first quarters was £30 
a year, the equivalent of about $150 
then. From this modest beginning the 
company grew into a worldwide organ- 
ization, the U. S. branch being estab- 
lished in 1866. During the past 150 years 
North British has gone through confla- 
grations, wars, depressions, windstorms 
and catastrophes without wavering, 
meeting its obligations under every 
condition, 
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N. Y. Legislative Committee Gets 
Proposed Changes on Multiple Lines 


The New York Joint Legislative Com- 
mittee on Insurance Rates and Regula- 
tion received this week several proposals 
for amendments of the insurance law for 
the purpose of removing inconsistencies 
which hamper full development of mul- 
tinle line operations. Senator Frank J. 
McMullen presided. 

Five proposed amendments were of- 
fered by General Counsel J. Raymond 
Berry of the National Board of Fire 
Underwriters at a hearing held Monday 
in New York City at which Senator 
Frank J. McMullen presided. The first 
would amend Section 341 of the Insur- 
ance Law, in relation to stock fire and 
marine companies and their organiza- 
tion, powers and financial requirements, 
so that Paragraph (f) of Subsection 1 
shall have the words “provided that the 
total paid-in capital required pursuant to 
said paragraph (f) shall be increased 
by $50,000,” when writing additional 
lines of insurance. 

Another proposal would require the 
Insurance Superintendent to make an 
examination into affairs of every domes- 
tic company at least once in every five 
years, except life insurers, cooperative 
life and accident insurers and fraternal 
benefit societies which would be every 
three years. ; 

Another proposal, to amend the in- 
surance law in relation to dividends of 
stock companies would amend Subsection 
1 of Section 313 to read as follows: 


Text of Bill on Dividends of Stock 


Companies 


“1, No domestic stock casualty insur- 
ance or surety company shall declare or 
pay any cash dividend to stockholders 
except out of its divisible surplus esti- 
mated as follows: There shall be de- 
ducted from its admitted assets an 
amount equal to the aggregate of its un- 
earned premium liability, its loss reserves 
liability, its miscellaneous accrued lia- 
bilities and its outstanding capital stock. 

“No such company shall declare any 
cash dividend to stockholders which, to- 
gether with all such dividends declared 
by it during the next preceding twelve 
months, exceeds 10% of its then out- 
standing capital stock unless either it 
has surplus to policyholders at least 
equal to 25% of its unearned premium 
liability, as shown by its last statement 
on file with the superintendent, or it has 
surplus at least equal to 50% of the 
minimum capital required for the kinds 
of business it is authorized to transact, 
whichever shall be greater. Within the 
meaning of this section, surplus shall 
mean the amount of the insurer’s ad- 
mitted assets in excess of its capital and 
its liabilities, and both surplus and sur- 
plus to policyholders shall be deemed to 
include any voluntary reserves, or any 
part thereof, which are not required by 
or pursuant to law.” 

Section 2. Subsection one of Section 
343 of the insurance law is amended to 
read as follows: 

‘1. No domestic stock fire or marine 
insurance company or fire and marine 
insurance company shall declare or pay 
any cash dividend to stockholders except 
out of its divisible surplus estimated as 
follows: There shall be deducted from 
its admitted assets an amount equal to 
the aggregate of its unearned premium 
liability, its loss reserves liability, its 
miscellaneous accrued liabilities and its 
outstanding capital stock. 

“No such company shall declare any 
cash dividend to stockholders which, to- 
gether with all such dividends declared 
by it during the next preceding 12 
months, exceeds 10% of its then out- 
standing capital stock unless either it 
has surplus to policyholders at least equal 
to 25% of its unearned premium liability, 
as shown by its last statement on file 
with the superintendent, or it has surplus 


at least equal to 50% of the minimum 
capital required for the kinds of business 
it is authorized to transact, whichever 
shall be greater. Within the meaning of 
this section, surplus shall mean the 
amount of the insurer’s admitted assets 
in excess of its capital and its liabilities, 
and both ‘surplus’ and ‘surplus’ to policy- 
holders shall be deemed to include any 
voluntary reserves, or any part thereof, 
which are not required by or pursuant 
to law.” 

Section 3. Subsection 3 of Section 
343 of the insurance law is amended to 
read as follows: 

“3. Any such company may declare 
and distribute a stock dividend to its 
stockholders whenever it shall have a 
divisible surplus, estimated as specified 
in subsection one, in an amount at least 
equal to the sum of such dividend and 
25% of its unearned premium liability 
as shown by its last statement on file in 
the office of the superintendent and, for 
such purpose, such company may in- 
crease its capital stock from such sur- 
plus in the manner prescribed in Section 
53, and it shall distribute such addi- 
tional or increased stock to its stock- 
holders in proportion to the stock held 
by each, respectively. 

“Section 4. af Act shall take effect 
September 1, 

The Sater New York Insurance 
Brokers Association proposed that the 
penal law be changed to prohibit al- 
leged discrimination by some mortgage 
companies against homeowners who 
have bought homeowners, comprehensive 
dw “ or other so-called package poli- 
cies, J. Kornstein, appearing for the 
cartes. said he had received com- 
plaints concerning refusal by certain 
banks accepting multiple line policies as 
protection for their mortgages. He also 
stated there were extra charges some- 
times, to get banks to accept such broad 
coverages. The offending financial in- 
stitutions prefer standard fire and ex- 
tended coverage on properties. He would 
amend Section 442 (a) of the Penal Law 
and Section 210 of the Insurance Law to 
obtain the desired objectives. 
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Retiring From American 





BERT A. JOCHEN 


Bert A. Jochen, an executive vice pres- 
ident of the American Insurance Group, 
has requested and been granted an early 
He will be available to the 
American in a consulting capacity. 
Jochen joined the American In- 
1942 and was made 
manager of the Western department at 
next year. Elected 
a vice president in 1947 he was trans- 
ferred to the head office in Newark. In 
1955 he was made executive vice pres- 
ident and the following year was elected 


surance Group in 


Rockford, IIl., the 


to the group’s board of directors. Le 
Mr. Jochen served as a member of thy 


executive committees of the Eastenp Frede 


Foreign Insurance Assocation, He 


on its executive committee. 


Wolf Director of Schiff, 





ment. 


insurance subjects. 


Chas. C. Tomlinson Dies; 





pital after a brief illness. 


He ritired in 1952 after 47 years 
the company. He was made supervis 
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of the loss department in 1936. 


A native of Hartford, he joined ti 


company’s mail department in 1905. 


Men’s Club. He attended the 


Church of Christ, Congregational, We 


Hartford 
lotte Brainard; a son, Charles C. 


daughters, 


bury, Mrs. James Beckwith of Ma 


chester and Mrs. John Miller 


Elmswood; a brother, Henry R. Tom 


linson of Hartford. 





Phelan Heads Mass. Agentf 


Francis W. Phelan, former presides 


Om 


merce, was 


Massachusetts Association of Insurait 


Agents at the annual meeting i. Bos 
Mr. Phelan, owner of the W. ° 
& Co. agency, is a past eal of t 


been active in committee affairs of th 
National Board of Fire Underwriters anifical Clul 
the American Insurance Association. lf 100 of b 
was active in formulation of Inter-R.. 
gional Insurance Conference and sery 


At the same time, Mr. Schiff anh 
nounced the promotion of William 
Olson to account executive. Mr. Ol 
was formerly associated with AetnpYork in: 
was formerly associated with The Ae 
Casualty & Surety in the capacity 
an underwriter, and has served in Schif 
Terhune’s marine insurance departmer 
for the past year. He was _ graduat 
from the Curtis High School, Stat 
Island after which he studied varioup 


Former Aetna Loss Hea 
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Terhune; Olson Advanced jacine ; 
Frank Schiff, president of Schiff, Tef 
hune, Inc., announces election of Fre( 
erick gh Wolf as a director. Mr. Wol 
has been associated with the firm 4 
years and has served as vice presid 
in charge of the fire insurance deps 
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Essa Frederick A. Keller, senior vice presi- 
N esterfident of Appleton \& Cox, Inc., New York, 
as bees will long remember the evening of No- 
Heh yember 6 when a testimonial dinner was 
; of thd theld in his honor at the Drug & Chemi- 
ters aniecal Club, New York, attended by over 
ion. H449) of his friends and associates includ- 
ter Reet og company men, agents and brokers. 
| aaa PY Keller will retire from business the 
‘end of the year after 45 years of valu- 
able service to the industry. He has 
ontributed much, not only to the inland 
ANCEWarine side to which he is closely allied, 
iff, Te-fhut also to many other branches of the 
f Frei usiness. In addition, he has played an 
ce important part in various insurance as- 
residenfsociations and devoted willingly of his 
deparftime and efforts for the betterment of 
ihe inland marine business. 


uiff “) In recognition of these contributions 


ce Keller’s many friends in the New 
AenpYork insurance district planned this 
e Aetngiarewell tribute. Dinner arrangements 
icity qpwere in the capable hands of Joseph G. 
1 Schigfsullivan, metropolitan production man- 
ager of America Fore Group companies, 
and toastmaster was Philip Winchester, 
head of Winchester Associates, Inc. in- 

dependent adjusters. 
| The party was in full swing when Mr. 
‘Keller arrived at the Drug & Chemical 
(lub at 6 p.m. As he stepped out of the 
2S} ‘levator an accordion player swung into 
faction with “For He’s a Jolly Good 
Headireliow” and everyone attending joined 
formepin the singing of this time-honored song. 
surancelll eyes were on Fred Keller who nodded 
idiariepeppreciatively as his well-wishers paid 
rd Hosptheir respects. He also showed his pleas- 
ure over the dinner booklet, displaying 

















artmen 
aduated 
State 
varioug 


irs wilgnis latest picture, a well written fore- 
ord, the menu, a list of speakers and 
trends attending and a_ back cover 
\pphotographic shot of him in yachting 
arb. He was shown on the yacht, “My 
plady” owned by ‘Bert Golub, president 


re tf Joseph Golub Agency, New York. 


ind we 


ime Evening’s Speakers 

> Ink ; : 

1 We During the evening Mr. Keller re- 

i eved so many accolades his head was 
probably in a whirl. Among the speak- 

urs wile f : 

~ Tonpets Were Charles P. Cunningham, vice 












thr resident, Johnson & Higgins of Penn- 
5 Sins ylvania, Inc., and from the same office 
; Mangeame Charles Keller, son of the honored 
ter aeetst, who showed his pride over his 

Tort ather’s achievements. Richard Messer- 
‘ le, president, Merchants Fire of New 
ork, and Thorin T. Grimson, president, 
nited States ‘Fire, paid their respects 
ents ind so did Frank Lee, vice president of 
farsh & McLennan, Inc., and two of 
(t, Keller’s close associates—William R. 





-esidel 
’ Com 





of th 
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LARGER ALLSTATE AD STAFF 

Bostos Allstate’s home office advertising staff 
Pheliftas been enlarged by the promotion of 
ot "Wo men to posts as assistant advertis- 
> Cat ng directors. They are: Thomas F. 
Agel'fNernan, formerly advertising manager 
h_ Wiifor Allstate’s Pacific Coast zone, and 
Fratohn W. Dear, Jr., who has been adver- 
id ve te manager for Allstate’s southeast 

ne, 





e Ptior to 1956 when both men joined 
. Clu \istate, Mr. Kiernan was a division ad- 
d i tttising manager for Rheem Mfg. Co., 
be twark, Calif., while Mr. Dear was di- 
6 ‘ctor of advertising and public relations 
ot Akers Motor Lines of Atlanta. 
rE former Allstate assistant advertising 
e "7 rector, Richard Cline, is now director 
eas" the companies’ art and forms design 
Ty. Btpartment, 


Frederick A. Keller, Inland Marine 
| Leader, Honored by Friends at Dinner 


McBean, executive vice president, and 
Robert F. Degener, vice president of 
Appleton & Cox. Mr. Keller was pre- 
sented with a color TV set and with 
other gifts from his friends. 


Over 45 Years in Insurance 


Mr. Keller was in real estate for two 

years prior to entering insurance with 
the Insurance Company of North Amer- 
ica in 1914. He was a student at and 
graduated from the Evening School of 
Accounts and Finance of the Wharton 
School at the University of Pennsyl- 
vania. 
In 1930 Mr. Keller joined Wm. H. 
McGee & Co. in New York as a vice 
president and director. He remained 
with that well known firm until January 
1, 1942, when he became associated with 
Appleton &,Cox, Inc., in charge of in- 
land marine,.underwriting. He became 
vice president in 1946, was made a di- 
rector in 1948, and elected senior vice 
president in 1955. 


Reliance Receives “Oscar” 
For “Best Annual Report” 


In the final ratings by an independent 
board of judges in the 19th annual report 
survey by “Financial World,” national 
weekly magazine, Reliance Insurance Co. 
of Philadelphia was judged as having 
the best annual report of the property 
insurance business, A bronze “Oscar-of- 
Industry” was presented to A. Addison 
Roberts, vice president of the company, 
at the annual awards banquet in the 
grand ballroom of the Hotel Astor in 
New York City on October 26. 

Approximately 5,000 reports originally 
were entered in the 1959 competition. 
The chairman of the jury making the 
final selections was Dr. G. Rowland Col- 
lins, dean of the Graduate School of 
Business Administration, New York Uni- 
versity. 





NEW INA DALLAS OFFICE 

Insurance Company of North America 
opened a new Dallas service office, 7900 
Empire Freeway on November 2. INA 
will occupy space on the first floor of 
this newly constructed two-story build- 
ing owned by W. C. Windsor. From the 
Dallas Service Office, INA will supervise 


business in Texas, Oklahoma and Arkan- 
sas. 


NOW AMERICAN HOMEOWNERS 





Former American Fire of Washington 
Entering Auto Field; Rates Off 
25%-35%; Moore President 
Rejuvenated by an injection of new 
blood and money, 86-year-old American 
Fire of Washington, D. C., has changed 
its name and entered the automobile in- 
surance business. It is now known as 
American Homeowners Insurance Co. 
and its president is 30-year-old Wallace 
Moore Jr. He announced that American 
Homeowners has started selling automo- 
bile liability and collision insurance to 
District of Columbia and Maryland 

motorists. 

By application of the preferred risk 
concept and agentless sales, he said, 
American Homeowners rates will be 25 
to 35% lower than bureau rates on stand- 
ard family automobile policies. 

Additional savings on liability cover- 
age, he claims, will be given those who 
drive compact cars. Basic eligibility re- 
quirements are a good driving record 
and home ownership or a lease on an 
apartment or house. He added that 
American Homeowners had expanded its 
office facilities at 3408 ‘Wisconsin Ave., 
Washington, and established a_nation- 
wide chain of claim representatives. 

Other officers of the coropration are 
Harry Martens Jr., vice president and 
secretary and Robert L. Haydon Jr., 
vice president and general manager. 

American Homeowners’ predecessor, 
American Fire Insurance Co., was ac- 
quired by the ‘Moore group in December, 
1956. Mr. Moore bid $380 a share for 
the 2,000 outstanding shares after an- 
other group’s bid of $300 a share was 
unsuccessful. American Homeowners 
will continue in the general fire insur- 
ance business through agents, Mr. Moore 
said. 
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Lay Joins Appleton & Cox 

Appleton & Cox, Inc., insurance un- 
derwriters and managers, announce ap- 
pointment of James L. Lay as marine 
and multiple lines representative in the 
suburban New York territory. Mr. Lay 
brings to his new position experience 
gained over 20 years in marine insur- 
ance. He will maintain headquarters at 
111 John Street, New York City. 


FRANK A. SIMMONS DIES 
Frank A. Simmons, 60, state agent for 
the Pearl-Monarch Insurance Group in 
Connecticut and western Massachusetts, 
died suddenly at the Hartford Hospital 
on October 19. 





Marine Definition Revisions Made 


Revisions in two sections of the Na- 
tionwide Marine Definition are an- 
nounced by the Committee on Inter- 
pretation. Joseph G. Bill of New York 
is executive secretary. Sections E.2 (d) 
and E.2 (v) amendments were adopted 
by the National Association of Insur- 
ance Commissioners in Boston this year 
and were in turn recommended for adop- 
tion in state which have approved the 
definition. The amendments are as fol- 
lows: 

“1. Section E.2 (d) to read: ‘(d) Physi- 
cians and surgeons’ instrument floaters. 
Such policies may include coverage of 
such furniture, fixtures and tenant as- 
sured’s interest in such improvements 
and betterment of buildings as are lo- 
cated in that portion of the premises 
occupied by the assured in the practice 
of his profession.’ 

“2. Section E.2 (v) to read: ‘(v) The 
following policies covering property 
which, when sold to the ultimate pur- 
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chaser, may be covered specifically, by 
the owner, under inland marine policies: 


“*(1) Musical instrument dealers pol- 
icies, covering property consisting prin- 
cipally of musical instruments and their 
accessories. Radios, televisions, record 
players and combinations thereof are 
not deemed musical instruments. 

““(2) Camera dealers policies, cover- 
ing property consisting principally of 
cameras and their accessories. 

“ (3) Furrier’s dealers policies, cover- 
ing property consisting principally of 
furs and fur garments. 

““(4) Equipment dealers policies, cov- 
ering mobile equipment consisting of 
binders, repears, tractors, harvesters, 
harrows, tedders and other similar agri- 
cultural equipment and accessories there- 
for; construction equipment consisting 
of bulldozers, road scrapers, tractors, 
compressors, pneumatic tools and simi- 
lar equipment and accessories therefor; 
but excluding motor vehicles designed 
for highway use. 

“All such policies shall exclude cover- 
age of monies and securities. Musical 
instrument dealers, camera dealers and 
equipment dealers policies may include 
coverage of tenant assured’s interest in 
improvements and betterments of build- 
ing; also furniture, fixtures, tools, ma- 
chinery, patterns, molds and dies.’ 

“As to the physicians’ and surgeons’ 
instrument floater, the effect of the 
amendment is to add coverage of tenant 
assured’s interest in improvements and 
betterments. 

“As to the dealers policies mentioned, 
the effect of the amendment is to pro- 
vide coverage of tenant assured’s in- 
terest in improvements and betterments 
and coverage of furniture, fixtures, tools 
and machinery. 

“To date the following states have in- 
dicated that the amendments have been, 
or will be, accepted, approved, adopted 
or promulgated: 

“Alabama, Alaska, Arizona, Connecti- 
cut, Delaware, Florida, Georgia. Idaho, 
Illinois, Indiana, Minnesota, Nevada, 
New Hampshire, North Carolina, Ohio, 
Oklahoma, Oregon, Rhode Island, South 
Dakota and Wisconsin.” 
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Employers Re. Earned 
$3.75 a Share for 9 Mos. 

NET UNDERWRITINGGAIN $1,799,865 

Kansas City Company Wrote $25,324,175 


In Net Premiums Up to Sept. 30; 
Showing Steady Growth 





Employers Reinsurance Corp. of Kan- 
sas City, maintaining the steady growth 
which has characterized this year’s oper- 
ations, reports net underwriting gain for 
the first nine months of $1,799,865, a gain 
of $412,081 compared with the same 
period of 1958. Its net investment earn- 
ings, also well ahead of a year ago, were 
$1,478,302. Net earnings before taxes 
stood at $3,285,404 compared with §$2,681- 
910 a year ago, while net earnings after 
taxes. were respectively $2,251,972 and 
$1,809,316. 

Net earnings per share after taxes for 
the first nine months’ operation were 
$3.75 compared with $3.02 for the same 
period of 1958. 

Up to September 30 the company had 
produced $25,324,175 in net written pre- 
miums compared with $22,986,838 for the 
first nine months of 1958. 

Total assets as of September 30 were 
$84,816,953, a healthy increase over the 
December 31 figure of $80,963,726. Policy- 
holders’ surplus stood at $22,691,172 on 
September 30 compared to $19,688,123 the 
previous September 30. Cash dividends 
paid for the first nine months ($1.30 per 
share) totaled $780,000 compared to $690,- 
000 ($1.15 per share) in the same period 
of 1958. After dividends and_ provision 
for statutory items the net increase in 
surplus was $1,292,265 to a September 30 
total of $19,691,172. This compares with 
net increase a year ago of $2,618,453 to 
a total of $16,688,123. 


A. H. KOERT NEW STAFF MEMBER 





Des Moines City Traffic Engineer Joins 
Insurance Institute For Highway 
Safety; His Career 

Adrian H. Koert, Des Moines city 
traffic engineer, has been named to the 
staff of the Insurance Institute for High- 
way Safety by R. I Brown, president. 

Mr. Koert, with 12 years’ experience in 
traffic engineering, will specialize in that 
area for the insurance safety organiza- 
tion, established earlier this year by 532 
casualty insurance companies to help re- 
duce traffic accidents. 

A native of Grand Rapids, Mich, he 
served more than two years as Des 
Moines city traffic engineer. Prior to 
that he was a traffic engineering con- 
sultant with George W. Barton & As- 
sociates, Evanston, IIl. 

Mr. Koert attended Calvin College in 
Grand Rapids and earned a B.S. degree 
in meteorology from New York Univer- 
sity in 1944 and a B.S. degree in trans- 
portation engineering from the Univer- 
sity of Michigan in 1947. 

He served in the Air Force during 
World War IT and held the rank of first 
lieutenant when released from active 
duty. Mr. Koert is a member of the 
Institute of Traffic Engineers. 





Anchor Issues New Shares 
Anchor Casualty Co. of St. Paul has 
issued $100,000 additional saares of com- 
mon stock to increase its capital to 
$1,400.000. The entire new issue was pur- 
chased by the Agricultural of New York 
which already owns 99% of the common 
stock and 85% of the preferred. Agri- 
cultural absorbed Anchor several months 
ago. The additional capital will be used 
for expansion. 
‘Anchor now has surplus of $7 million 
and assets of $21 million. 








University Insurance 
Teachers to Convene 


AT WASHINGTON DECEMBER 28-29 





American Assn. of University Teachers 
Of Insurance Will Feature Seven 
Speakers at Annual Meeting 





Three speakers from outside the in- 
surance industry and four from within 
will be featured at the two-day annual 
meeting program of the American Asso- 
ciation of University Teachers of Insur- 
ance on December 28-29 at Washington 
Hotel, Washington, D. C. In addition, 
four of the association’s own members 
will lead discussion groups and eight will 
make research reports. Two other re- 
search reports will be made by industry 
men. 

Outside speakers featured will be Rob- 
ert J. Myers, chief actuary, Social Se- 
curity Agency, speaking on current de- 
velopments and problems in social in- 
surance; Arthur S. Flemming, Secretary 
of Health, Education and Welfare De- 
partment, speaking on “Social Insur- 
ance—A Prospective View,” and Robert 
Solomon, Educational Testing Service, 
Princeton, 'N. J., “Testing Techniques : 
An Analysis and a ‘Demonstration.” 

For the industry, Robert R. Neal, gen- 
eral manager, Health Insurance Asso- 
ciation of America, will speak on cur- 
rent developments and problems in 
health insurance; Ambrose B. Kelly, 
general counsel, Associated Factory Mu- 
tual Fire Cos., on “Trends and Problems 
in ‘(Property Insurance”; Eugene Thore, 
general counsel, LIAA, on “Trends and 
Problems in the Life Field,” and Wil- 
liam C. Greenough, president, TIAA and 
CREF, on the “Retrospective and Pros- 
pective Views of the College ‘Retirement 
Equities Fund.” 

Messrs. Neal, Myers, Kelly, and Thore 
will be featured on Monday morning in 
a session chairmanned by John S. Bick- 
ley, University of Texas. Mr. Flemming 
will be the luncheon speaker with Dan 
M. McGill, University of Pennsylvania, 
AAUTI president, presiding. 

Monday afternoon will feature a work- 
shop, “The Place of Insurance in the 
Collegiate Curriculum,” William Beadles, 
Illinois Wesleyan University, immediate 
past president of AAUTI, chairman. 
After an orientation session under Leslie 
J. Buchan, Washington University, the 
workshop will break down into four dis- 
cussion groups headed by J. W. Cowee, 
University of California; C. A. Williams, 
Jr., University of Minnesota; John D. 
Long, Indiana and D. R. Childress, Okla- 
homa. These discussion groups. will 
report back to the workshop for a sum- 
mary to end the day. 

Tuesday morning will open with the 


testing presentation by Mr. Solomon 
under the chairmanship of ‘Kenneth 
Black, Jr. Georgia State College of 


Business ‘Administration. It will be fol- 
lowed by a seminar on insurance re- 


search under J. F. Adams, Temple. Re- 
porting will be the following: 
Theodore Bakerman, Duquesne, “OA- 


SI \Data—Basis for an Insurance Indus- 
try Employment Research Program”; 
William Aldrich, managing editor of 
“The Spectator,” Sustantive Report of 
the AAUTI Census Committee”; J. L. 
Athearn, (University of Florida, “Struc- 
ture of the Life Insurance Industry” . 
Dan M. McGill, University of Pennsyl- 
vania, “An Inquiry Into the Administra- 
tion and Security Behind Anticipated 
Benefit Rights Under Private Pension 
Plans” (Pension ‘Research Council 
study); Theodore Bakerman and Lud- 
wig Wagner, both Duquesne, a report 
on a Ford Foundation study being con- 
ducted jointly with ‘Mr. Wagner making 
the report, “Union Members’ Opinions 








Florida Insurance Code 


Tax Section Puzzles NAII 


Varying interpretations of a section of 
the new Florida insurance code pertain- 
ing to the taxation of insurance com- 
panies doing business in that state have 
created a puzzle for the insurance in- 
dustry, Vestal Lemmon, general man- 
ager of the National Association of In- 
dependent Insurers, said this week. He 
pointed out that some Florida municipal- 
ities are interpreting the law so as to 
require insurance companies to pay un- 
lawful taxes. 

In question, Mr. Lemmon said, is sec- 
tion 92 of the Florida code which “states 
categorically that the state preempts the 
field of taxing and licensing of insurance 
companies.” Thus, cities which previ- 
ously had levied such taxes and license 
fees now are required to yield this pre- 
rogative to the state. 

‘Some cities insist that the com- 
panies continue to pay the local taxes 
and fees,” Mr. Lemmon said. “However, 
highly competent legal counsel tells us 
that the language of the law is perfectly 
clear and that it does specifically prohibit 
counties, cities, municipalities, districts, 
school districts or political subdivisions 
or agencies from requiring any additional 
licenses or permits of the insurance com- 
panies already licensed by the state.” 

He said that NAII staff legal counsel 
had submitted a “memorandum of law” 
to the Florida attorney general who is 
studying the matter. 

Mr. Lemmon emphasized that the 
companies did not object to paying law- 
ful taxes. Last year, he said, the insur- 
ance industry paid more than $10 million 
in taxes in the State of Florida. “But,” 
he concluded, “our companies have a 
solemn duty and obligation not to ex- 
pend policyholders’ money for attempted 
tax levies which have no basis in law.” 





C. & S. Xmas Party Dec. 9 


Tihe Casualty & Surety Club of New 
York will hold its 51st annual dinner 
and Christmas party on Wednesday, De- 
cember 9, at the Waldorf-Astoria Hotel, 
New York. This is the social highspot 
of the holiday season for club members 
and their friends and attendance usually 
tops 800. James M. Grant of Fidelity 
& Deposit, 140 William St., New York, 
secretary-treasurer of the club, is in 
charge of tickets and seating accommo- 
dations. George F. Avery, U.S. F. & G. 
vice president, is chairman of the en- 
tertainment committee. He is first vice 
president of the club. 





State Farm Asks 9.9% 
Hike in Tenn. Auto Rates 


State Farm Mutual is awaiting the de- 
cision of Tennessee Insurance Commis- 
sioner, John R. Long, Jr., on its recent 
petition for an increase in automobile 
premium rates on the grounds that it 
needed the increased revenue to offset 
growing losses. 

The request — calling for a 9.9% 
average increase in comprehensive auto 
insurances coupled with a proposed 6.1% 
decrease on auto collision premiums— 
has been taken under advisement by 
Commissioner Long. 





of Insurance Fringe Benefits.” 

Also, David B. Houston, UCLA, “A 
Comparison of European and American 
Actuarial Techniques in the Non-Life 
Insurance Field”; ‘K. W. Herrick, TCU, 
“Credit Insurance in Texas’: F. J. 
Schwentker, University of North Caro- 
lina, “An Analysis of the Life Insurance 
Agent Compensation Structure”; M. T. 
Wermel, California Institute of Tech- 
nology, “Retirement Counseling Pro- 
grams in American Corporations” (a re- 
port on a Ford Foundation Grant Pro- 
gram); W. H. Wandel, Nationwide, 
“Current Problems of Cost Control in 
Health Insurance.” Luncheon will be 
chairmanned by J. B. Hedges, Indiana, 
and the business meeting will conclude 
the afternoon. 


Auto Accidents Keep 
Insurance Rates J; 


Rek 













GUY MANN TELLS NEW CPC 





IIHS Chairman Says Insurance Instityy 
For Highway Safety Working to 


Reduce Accident Frequency Empha 


Mcode of 
carrier 1 
cident v1 





There is little hope that automobj 
insurance rates will be lowered unlg 
there is a reduction in automobile agg 
dents, said Guy E. Mann, senior yj 
president, Aetna Casualty & Surety, wir 
is chairman of the board of gov ernors 
the Insurance Institute for 
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GUY E. MANN 


Safety, in a recent talk before the CP(R two or 
degree conferment. exercises of tMshould be 
American Institute for Property and Lifkoon as po 
bility Underwriters at Philadelphia. Fthance for 
“Insureds want lower automobile inswfyecovery, 
ance rates, and the industry shares thggbility and 
desire,” said (Mr. Mann, “but there # “Where 
little hope that this can be accomplishtolved, thr 
unless there is an absolute reduction ##rastically 
accident frequency. ability carr 
“If the automobile insurance segmefheyer act , 
of the industry is going to grow affability ex 
prosper, the cost of insurance must yt and a 
kept within the means of the averathould app 
wage-earner. lelay, offe 
Mr. Mann warned that the casualifhect ipossih 
insurance industry will have to replifand urge i 
its private enterprise system with a go Expense uf 
ernment compensation system if the plifnce covera 
nomenal financial loss in property a "[ can yj 
human life on the highway is not ctl belief, prot 
tailed. ; . his seemir 
The total paid losses by insuratifivoke mos 
companies—stock, mutual, and recipt{\r, Fougne 
cal—for automobile bodily injury, POBbe summed 
erty damage and physical damage claim B pure cha: 
were just short of $3 billion in 195/, sis are 4 
latest year that figures are availablj lude an 
This represented a $297 million loss ' Tp, Me 
automobile insurance underwriters a beerbciel 
a 10% increase from the year befompe our a . 
when claims amounted to $2.5 billic he et 
“The industry, therefore, has a lat xclusive, | 
stake in the attack on highway act onclude’ th 


dents, ” Mr. Mann said. Buick: 
“Although traffic safety organizatio eld _ 
are effectively treating each of the sé ive ind an 





ments of the solution, in no place hat 
all the factors conceived to be found! 
its solution been brought together a 
focal point. This, the insurance indusi 
hopes to bring about through the Inst 
ance Institute for Highway Safety, 
declared. 
What the Institute Hopes to Do 
“The Institute does not look up 
itself as an operating safety organid 
tion,” Mr. Mann continued. “Rathe rd, b 
it hopes to serve as a stimulating, plfgn Out ¢ 
ning, fact-finding, energizing and © vo Mg 
ordinating agency of the work of others immedi of 
“First, the IINS will provide finan etter late 
assistance to existing organizations 0 he he 
ing work toward the goal of highwa "stad than 
safety—during 1959 the institute ™ id ch 
made grants-in-aid of approxima lirthers: 
$500,000. Second phase_of its prog... erm 
(Continued on Page 39) ng first 
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g to — Emphasizing that there is a certain 

y “ode of ethics” preventing a liability 
obi carrier from contacting directly an ac- 

OMODi) 


cident victim once he has become rep- 
resented by an attorney, Christiania Gen- 
eral president, Arne Fougner, in a 
speech entitled, “Rehabilitation—Its Role 
in Third Party Liability Claims,” told 
the recent 15th annual meeting of the 
National Association of Independent In- 
kurers in Washington that this and other 
resulting hardships can be eliminated 
through rehabilitation. By establishing 
bn Insurance Fund for Rehabilitation, he 
emphasized, further progress through in- 
tensined research and expanded train- 
ng programs would lead to wider and 
ore enthusiastic public acceptance of 
insurance. 

Mr. Fougner pictured third party li- 
pbility insurance, particularly automobile 
B. I., as “one big mess and a national 
eadache of enormous dimensions.” He 
ent on to say that “conventional rem- 
edies having failed, new approaches are 
eeded.” 

To combat the $290 million loss in 
958 caused by automobile injury claims 
nlone and to lead the industry out of the 
icious circle of correspondingly higher 
yemiums, Mr. Fougner presented an 
fa both new and radical aimed at 
fmiting and reducing the physical and 
nancial effects of bodily casualties of 
il kinds. 

Mr. Fougner’s Proposal 
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Based on the premise that the li- 
ability carrier should primarily be con- 
erned with “getting the victim well,” 
r. Fougner proposed that the victim of 
> CPU two or more car automobile accident 
of tishould be placed in medical hands as 
ind Lifsoon as possible so as to “offer the best 
yhia. Fthance for his early and most complete 
leinstfrecovery, without quibbling about 1i- 
res th#ability and obligations. 
there #} “Where really serious injuries are in- 
nplisholved, threatening to maim, cripple or 
ction @irastically handicap a person, the li- 
bility carrier concerned should virtually 


segmetfever act on the theory or hope that no 
Ow aftiability exists. Without actually coming 
nust Pout and admitting liability, the carrier 
avershould approach the victim without any 


elay, offer medical assistance of the 











pee best possible quality, preach its merits 
repliiind urge its acceptance at the carrier’s 
1 4 SlRexpense up to the limits of the insur- 


the phi 
rty an 
1ot cli 





nce coverage involved. 

‘T can virtually hear the howl of dis- 
belief, protests and condemnation which 
his seemingly fantastic suggestion will 
yoke, most of all in insurance circles,” 
t. Fougner said. “The reaction can best 
be summed up in this sentence: ‘But, this 
8 pure charity—if not insanity—and our 
Osses are big enough in advance to pre- 
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bey lude any give-away program!’” 
ttl The speaker pointed out that this 


uperficial line of thinking was typical 
M our approach to world problems. If 
€ profit motive is prime, direct and 
Xclusive, he said, “it is tempting to 
oelude that . . . the carrier retire 
luickly from the third party liability 
teld altogther, in favor of more lucra- 
ve and safe endeavors. The fact that 
ajor companies are still in business 
fter such large recent losses indicates 
ty are governed by more than a pure 
ont motive. 

t. Fougner stated that, if insurance 
8 the business of shouldering financial 
onsequences of unfortunate events and 
mpredictable hazards, by distributing 
rganial wer the many the financial losses hit- 
‘Rath’ the few, companies could not only 
, plat rd, but even save money “to pay for 

lily injuries caused by policyholders 

“ardless of negligence and of liability.” 
iuediate payment, he feels, is the 
ter arrangement in the long run, 
ght “si than stringing out financial aid 

wm" any chance of complete rehabilita- 
‘Re Passed. 
Urthermore,” Mr. Fougner _ said, 
aving first offered and effected help- 
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Rehabilitation Fund For Accident 
Victims A Necessity, Fougner Says 


ARNE FOUGNER 


ful rehabilitation gratuitously, a defend- 
ing carrier is much more likely to win 
the ear and respect of a fair minded 
jury on the ultimate and capital ques- 
tion of liability, residual injuries and 
pain and suffering. This will be re- 
flected in the final award. 


New Approach to B.I. Claim Settlements 


“What I intend to propose and prove 
the merits of, is not a new adjunct to 
old principles, but a totally new approach 
and departure in the field of bodily in- 
jury claims settlements. This new con- 
cept and philosophy is based upon the 
simple recognition that neither bodily 
injuries are cured nor physical handi- 
caps overcome by money alone and by 
itself. Money is only as good as the 
products or services it can buy. A victim 
is not compensated, meaning helped, 
when he receives money from an insur- 
ance company following an accident. He 
is only beginning to be helped as that 
same money starts going to work for 
him, buying the medical attention, the 
treatment, the training, the artificial 
limb, the wheel chair, etc., etc., that he 
needs. 

“Spending such money wisely with a 
maximum of effect and economy, is dif- 
ficult at best even for an expert. Few 


doctors are themselves, in effect, able to 
give the complete and best advice and, 
least of all, capable alone to offer such 
services. Many injuries are too complex, 
involving too many areas, functions or 
degree of disability to lend themselves 
to the care of a single doctor, even with 





Pacific Employers Reports 


Larger Earnings, Premiums 


Victor Montgomery, Pacific Employers 
president and founder, reports that com- 
bined net premiums written by the five 
companies comprising the Pacific Group 
for the three quarters of 1959 amounted 
to $22,679,000. This is an increase of 
$1,674,000 over the same period in 1958. 
The five companies in the group are 
Pacific Employers, Meritplan, California 
Union, Allied Compensation and Cali- 
fornia Food Industry Insurance Co. 

Combined admitted assets of the group 
totaled $41,726,328, an increase of over 
$1,258,000 since the end of 1958. 

Net earnings for the nine month period 
after providing for federal income taxes 
and deducting the value of minority 
interests in subsidiaries, totaled $533,250, 
which amounts to $1.40 per share on the 
outstanding stock of Pacific Employers 
as of September 30, 1959. The earnings 
per share for the corresponding period 
in 1958 were 95 cents. 

At the directors’ meeting held recently, 
a dividend of 25 cents a share was de- 
clared to stockholders of record as of 
November 12, payable November 19. 
This is an increase of 2% cents per 
share over the quarterly dividends paid 
for the previous three quarters of 1959. 





the aid of a regular nurse.” 

Mr. Fougner then stressed the jim- 
portance of rehabilitation clinics. The 
combined skills of diagnosticians, sur- 
geons, orthopedists and social workers 
assure the victiin “an optimum of help 
really needed, with a maximum of ob- 
tainable effort at a minimum of time, 
cost and wasted effort and pain.” 


Lack of Rehabilitation Knowledge 


Lack of knowledge concerning reha- 
bilitation is costing insurance companies 
large, unnecessary sums, he added. Such 
eminent doctors as Henry Kessler, How- 
ard Rusk and John Converse declare that 
they can cut losses by a million dollars 
annually if only leading casualty execu- 
tives will confer with them on rehabilita- 
tion. To date, Mr. Fougner said, few in- 
vitations have been accepted. 

Those who call rehabilitation “imprac- 
tical” know little about it, he declared. 
Unfortunately, the public knows less 
than the underwriters. Some think it is 
medicine massed produced, when in re- 
ality it is round the clock teamwork 
based on almost constant therapy super- 
vision and competition among patients 
to get well faster. 

Mr. Fougner said that the time factor 
which is not only important for the li- 
ability carrier but in many cases critical 
for the victim, is accelerated under re- 
habilitation. For example: 

“Tf 100 typical back injuries—which in 
the aggregate are causing the insurance 
industry most baffling problems and mil- 
lions in shocking losses—were picked at 
random and brought to rehabilitation 
within an average time of three months 
(no one more than six months) from the 
day of accident, the chances might wel] 
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Point System in Auto Ins. 
Approved for Kentucky 


Kentucky Insurance Commissioner Cad 
P. Thurman has approved for sale in 
the state a “point system” type of auto- 
mobile insurance, providing discounts for 
safe drivers, offered by National Casu- 
alty of Detroit. 

Mr. Thurman said he is urging and 
encouraging other companies to file sim- 
ilar plans, as well as to adopt modern 
methods of automation for their billing, 
renewals, rating classifications, etc, so 
that savings can be passed on to policy- 
holders. 


W. VA. ADOPTS MERITMATIC 

Zurich-American’s year-old MERIT- 
matic automobile plan has received ap- 
proval from the West Virginia insur- 
ance department. West Virginia is the 
18th state to accept the companies’ low- 
cost policy for safe drivers. 

The plan, written in the American 
Guarantee & Liability Co., went into 
effect November 1. It incorporates all 
recent changes inciuding: new combina- 
tions of coverage; semi-annual or quar- 
terly premium payment plans; credit 
for second cars insured in the Zurich, 
and coverage for a wider selection of 
foreign cars. 








be that 95 would be cured or substanti. 
ally helped. If these 100 cases were de- 
layed an average time of 18 months (no 
one less than one year) the chances 
are that only five could be comparably 
helped.” 

Also, under a team of doctors, injuries 
faked have a better chance of discovery 
than under the influence of a patient’s 
private physician, he said. Thus, pay- 
ment is curtailed when actual recovery 
is made. But most important Mr. Foug- 
ner said: 


The Heart of the Problem 


“The heart of the problem is to elimi- 
nate or at least reduce the personal in- 
jury at a time when it can be cured best 
and least expensively. Let us at the 
same time create a climate, surrounding 
the individual claim situation and the 
entire field or related tort actions, in 
which refusal to accept such offered help, 
whether by the victim or his attorney, 
will create a reaction amongst judges, 
juries and public tantamount to virtual 
recognition of this justifiable conclusion: 
where rehabilitation has been offered 
and rejected, visible wounds and related 
disabilities are largely self-inflicted and 
therefore rejectable, both for compensa- 
tion and sympathy.” 

This program of rehabilitation by of- 
fering service instead of cash should 
win wider acceptance for insurance, he 
remarked. Many more will benefit in- 
stead of the few who now receive gen- 
erous awards with the aid of attorneys. 

In conclusion, Mr. Fougner said that 
already one important carrier, national in 
scope, is experimenting with rehabilita- 
tion. When they announce their results, 
he added, it will in all likelihood be 
coupled with a reduction in rates. This 
company is in perfect tune with the very 
objective and mission of insurance. “To 
the public it carries a message of fair 
play, to the alert competitor one of 
warning, and to smug old-timers one 
of defeat.” 





Standard Accident Appoints 
Alonge Supv. Underwriter 


Standard Accident of Detroit, has ap- 
pointed Guy Alonge, Jr., supervising 
property underwriter at the company’s 
suburban New York office, Hempstead, 
Esk 

Mr. Alonge joined Standard Accident 
in 1956 as a property lines underwriter 
at the Albany office, and retained this 
position until his recent appointment. 

A Navy veteran of the Korean con- 
flict, he holds a bachelors degree from 
Siena College and a masters degree from 
Russell Sage College. 
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Circuit Judge Saves 
Michigan Surety Co. 


THREATENED BY LIQUIDATION 
Michigan Insurance Commissioner Black- 
ford Reports Company $1,800,000 in 
Red; N. Y. Firm to Make Audit 

Michigan Surety was saved from going 
last 


into receivership and_ liquidation 
week, when Circuit Judge Louis E. 
Coash of Ingham County, Michigan, ap- 


soem a provision which stipulates that 
Insurance Commissioner Frank Black- 
ford, G. W. Draper, Michigan Surety 
executive vice president and Rudolph E. 
Reichert, Ann Arbor bank president and 
former state banking commissioner, di- 
rect the company’s business until an in- 
dependent audit is completed. 


Non-State Directors Out 


The agreement also provided that all 


non-Michigan persons connected with 
directing the firm be excluded from 
further direction, with exception of 
Columbus, Ohio, attorney Nelson Lan- 
cione. 

Mark Kroll, president of Michigan 
Surety, took over that position in 1956 
when control was purchased by the In- 
surance Corp. of America. 

Mr. Blackford and Michigan Attorney 
General Paul L. Adams, had requested 


initiation of receivership proceedings 


after a report by Blackford indicated 
the firm was about $1,800,000 in the red 
on total accounts. 

However, the company’s representa- 


tives said it could show it had $1,023,000 
capital and surplus. The independent 
audit was expected to give a clearer pic- 
ture of its financial standing. 
Judge Coash granted a 
perhaps longer, delay in 
proceedings for the audit. 


45-day, or 


receivership 


The company, which specialized in 
bail bonds, surety bonds and insurance 
of long range truck shipments, does 


business in 43 states. 


(Mr. Blackford had charged Michigan 
Surety previously with seven violations 
of Michigan statutes and said the ar- 


rangement approved by Judge Coash did 
not affect the standing of the violation 
charges. 

He said the primary concern was the 
receivership proceedings and any com- 
plaints would be held in abeyance until 
the audit was ‘finished. 

The audit is to be made by 
Froggett ‘& Co., New York. 


Joseph 





Guarantee Company Awards 
Canadian City $1,281,000 


H. M. Rawlings, president and manag- 
ing director of the Guarantee eer eeag sd 
of North America, said recently that in 
issuing a contract bond to pay the City 
of Regina for the account of Preload 
Company of Canada Ltd., the possibility 
of heavy damages resulting from “the 
latter’s non-performance of a contractual 
obligation” was taken into account and 
provisions were made for the protection 
of the company. 

His statement was 
tion with the recent announcement of 
the Canadian Supreme Court ordering 
the Guarantee Co. to pay to the city of 
Regina damages in the amount of $1.- 
281,000 for the account of the Preload. 


Phoenix of Hartford Cos. 
Appoints E. S. Allen Actuary 


Edward S. Allen has been appointed 
actuary for the Phoenix of Hartford 
Cos. A fellow of the Casualty Actuarial 
Society, Mr. Allen graduated from 
Columbia University Business School 
after receiving his B.S. degree in 1937. 

Until 1949, he has served with the actu- 
arial department of the National Bureau 
of Casualty Underwriters and as casualty 
rate analyst in the Connecticut Insur- 
ance Department. 

For the past ten vears Mr. Allen has 
been an actuary of the New York Com- 
pensation Insurance Rating Board and its 
assistant general manager and actuary 
since 1956. 


made in connec- 





U. S. F. & G. Starts Classes 
For N. Y. Branch Employes 
Employes of the U. S. F. & G. New 

York branch office will have the bene- 

fit of a series of lectures between now 


June, 1960. The course was of- 
ficially opened recently by George F. 
Avery, vice president in charge of the 
branch whose keynote address covered 
U. S. F. of G. operations since its or- 
ganization in 1896. Mr. Avery urged all 
employes of the branch to maintain their 
continued interest in educational activi- 
ties, pointing out the advantages to be 
derived from such interest. 

Kenneth C. Edgar, assistant manager, 
also spoke at the first lecture session, his 
subject being “Branch Office Organiza- 
tion,’ 

This program for New York branch 
employes will embrace eight one and a 
half hour lectures to be held after busi- 
ness hours which will be given monthly. 
At subsequent classes the topics will in- 
clude Purpose and Scope, Organization 
of Department and_ Relationship to 
Other Departments. The lecturers will 
include the following departmental gen- 
eral superintendents: 

William Keller, Jr., 
agency and development; Harold M. 
George, casualty underwriting: Macdon- 
ough Foard, fire and marine; Charles B. 
Bradbury, fidelity and surety; Jerome L. 
Brooks, claims; Lawrence J. Quigley, as- 
sistant treasurer, accounting; L. C. Kib- 
ler, safety engineering, and Joseph B. 
Riley, payroll audit. 

Co-chairman of the educational com- 
mittee supervising the program are H. 
Worthake, superintendent, automobile 
department; Robert H. Cowan, assistant 
general superintendent of claims, and 
Robert K. Kemelhor, auditory. 


Va. Approves $1 UM Annual 
Premium Effective Dec. 15 


The Virginia State Corporation Com- 
mission Tuesday approved a $1 annual 
premium for uninsured motorist cover- 
age in automobile liabilitv policies, on all 
passenger cars effective December 15. 

\ request for a $3 premium by the 
National Bureau of Casualty Under- 
writers and arguments of Virginia legis- 
lators demanding all charges be elim- 
inated, were both rejected by the SCC. 


and 
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Lt. Governor Wilson to Speak 
At Federation Lunch Nov. 19 


Lt. Governor Malcolm Wilson of New 
York State will be guest speaker at the 
45th annual luncheon of the Insurance 
Federation of New York on November 
19 at the Waldorf-Astoria, N. Y., it was 
announced by George F. Avery, chairman 
of the Federation’s executive committee 
and New York vice president of U. S.- 
F. & G., who will introduce the speaker. 
Prior to the luncheon the Federation 
will hold its annual meeting at which 
officers and directors will be elected. 

Organized in 1914, the Insurance Fed- 
eration has in its membership represen- 
tatives of all fields of insurance—life, 
fire, casualty, surety and marine. Its chief 
functions are to bring about a better 
understanding by the general public of 
the business of insurance, and to safe- 
guard and promote the doctrine of pri- 
vate enterprise in insurance. 





Hamill, Barry and Byrne 
Promoted by Aetna C. & S. 


One promotion and appointment of 
two new officers at the Aetna Casualty 
and Surety and the Standard Fire are 
announced. Thomas F. Hamill is ad- 
vanced from assistant secretary to secre- 
tary, fire, marine and multiple line under- 
writing department. John W. Barry is 
named assistant secretary, fire marine 
and multiple line underwriting depart- 
ment and Harry T. Bryne is appointed 
assistant actuary. 

Mr. Hamill is a graduate of Fordham 
University and Fordham University Law 
School. He joined the companies in 1931 
and subsequently became manager of the 
New York Marine department. In 1953 
he went to the home office in Hartford 
and the following year was appointed 
assistant secretary. 

Mr. Barry has been with the com- 
panies since 1939, when he was gradu- 
ated from Brown University. After field 
experience he went to the home office 
in 1953 and has been serving as manager 
of the companies’ eastern marine depart- 
ment. 

Mr. ‘Byrne, who was graduated from 
Beloit College and received a master’s 
degree from the University of Wiscon- 
sin, joined the companies in 1955 and 
recently was made actuarial assistant. 
He is a Fellow of the Casualty Actuarial 
Society. 





Reporter Wins NAIL Service Award 





Preston Estep (left) with Verne Williams 


One of the highlights of the National Association of Independent Insurers’ 


recent 15th annual meeting in Washington, D. C., 
annual Public Service Award to Verne Williams, 


was the presentation of its first 
Miami Daily News reporter. 


Preston Estep, president of Transit Casualty, St. Louis, retiring president of NATI, 
is shown in above picture presenting the award — a plaque and a check for $500 


-to Mr. Williams. 


According to Vestal Lemmon, NAII general manager, the award will be made 


each year to the 


person outside the insurance business who, 


in NAII’s estimation, 


has made the deasieeiiine: contribution to public understanding of insurance problems. 
Mr. Williams was recognized this year for his work in investigating and exposing 
the unsavory claims and awards situation in Dade County, Fla. 
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Michael J. Murphy Also Recom 
Repeal of Section 321 Containing 
30% Limitation on Expenses 
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Two proposed amendments to the ]y 
surance Law of New York State we 
submitted by the Association of Ne 
York State Mutual Casualty Compani 
to the Joint Legislative Committee 
Insurance Rates and Regulation at t} 
latest public hearing. 

The first, amending Section 28, syj 
section 2(a), would remove the domes} 
casualty companies from the requir 
ment of the subsection that the Supe 
intendent of Insurance must exami 
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companies be placed in the category , 
“every other authorized domestic insw 
ance company” in subsection 2(b) whid 
the Superintendent is required to e& 
amine at least once in every five year 
Michael J. Murphy, general manage 
of the mutual association, said that 4 
is not our purpose or desire to weakep 
one iota the authority or supervisis 
vested in the Superintendent. If o 
proposal is enacted, it will only de 
with the period within which he is x 
quired to examine such companies by 
will not disturb the provision in sub 
section 1 that gives the Superintendege.™ 
: ei issimmee 
the authority to make examinations .. stephens, 
as often as he deems it expedient f@West Palr 
protection of the people of this state...) Mr. Ma: 
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The other proposal submitted by Mf ete 
Murphy was for the repeal of Sectiofgnd the J 
321, providing that no domestic mutupftesident 1 
company “shall expend in any one caler P Alumni as 
dar year for management expenses i the a 
greater amount than 30% of its nof the com 
premium income for such year... [tl also at 

e gradua 


“Our primary purpose in recommen 
ing repeal of this section,” said \ 
Murphy, “is to delete the provision | 
the first sentence (given above) whit 
is not applicable to any other class 
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He held that domestic mutual casual 
companies will undoubtedly and in fa 
will be required by competition to sti 
within the 30% limitation “as long? 





the bulk.of the business written is afterno 
the field of casualty insurance.” Hoi Saal 
ever, if any of them should decide fffhind one - 
any reason to increase materially the ndamenta’ 
fire or other lines, Mr. Murphy said the 
might find extreme difficulty to obta 
such business in competition with s#fAETNA’S 
ciality companies or other multiple lif Robert F 
writers not subject to this limitati hahager of 
on management expenses. pened Nov 
“If this should occur and this pig Surety. ’ 
vision is not deleted at this time, theglelopment , 
may be considerable objection at some and ma 
future date to an amendment desigt{ew Hamps 
to accommodate individual companicy nderwritin 
he said. & facilities, 
t. Bench 
E. B. FISHER HONORED dlytechnic 





California Governor Edmund G. Browfitlty in 194¢ 
has appointed Kemper Insurance exe™it of the a; 
tive, E. Bartlette Fisher, as a member @eld, Mass. 
the Gov ernor’s business advisory count! 

Mr. Fisher is manager of the Kemp 
companies’ San Francisco territory cai’ NEW LA 
department. New editi 


The council, composed of leading Caifid Minnesc 
fornia business executives, studies ORY pamphle 
state’s major economic problems # ¢ Now read 
presents bi-partisan recommendations tion of C: 
these problems to Governor Brown, —* @nounc 
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resident Hays Presents Diplomas and 
Gives Chief Address; Alumni Re- 
elects D. G. Wilbur President 
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' The fall class of the American Institute 
{Insurance and Human Relations spon- 
red by American Fire & Casualty of 
Vlando, Fla., graduated at impressive 
pemonies on October 30, with Walter 
lays, president of American F. & C,, 
resenting the diplomas. 

The institute is the educational divi- 
on of the company and since its found- 
in 1945 by Mr. Hays, it has been 
nder the direction of Harold E. iMarsolf, 
ce president of American Fire & Cas- 
alty in charge of education. 
During the intensive seven-week 
ourse, the students, both younger and 
Ider men who want to brush up on the 
hanging industry, have studied the fund- 
imentals of fire and casualty coverages 
s well as fidelity and surety bonds. Also 
imphasized were human relations, public 
peaking and civic activites. For the 
rst time, the American Institute was 
pened to representatives who only 
ranted to take refresher courses in cer- 
ain subjects. American representatives 
ere enthusiastic about this innovation, 
nd took good advantage of it. 


Class Officers Elected 


Early in the session the class honored 
bur of its members by electing them 
ficers as follows: President, Clifford P. 
Hodge of W. M. Hodge Agency, Sumter, 
.C.; vice president, Morris C. Hetzler, 
r, of Hetzler-Cater Insurance Agency, 
nc, Oak Ridge, Tenn.; secretary, Mrs. 
tenia ichelle G. Davis, of Davis Agency, 
TKissimmee, Fla., and treasurer, Sam ‘A. 
Ons .. Stephens, Jr., of Sam A. Stephens, Inc., 
ient {West Palm Beach, Fla. 
‘ate..) Mr. Marsolf presided at the gradua- 
fon activities held at Rio ‘Pinar Country 
21 lub, Orlando, which was attended by 
amilies of the graduates from all over 
by i he “American’s” territory of 15 states 
Sectiifand the District of Columbia. After 
- mutwfPresident Hays awarded the diplomas, he 
ave an address, “To Achieve Success.” 
| Alumni of the Institute, who are some 
f the outstanding field representatives 
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its nf the company and home office person- 
_, fel also attended the banquet to honor 
mmenifit graduates. Earlier in the day they 
., pled their own annual meeting and elected 
aid Mie following officers: David G. Wilbur 
rision #0{ Fort Pierce, Fla., re-elected president; 
) whifllarshal C. Robinson, real estate and 
class qpsurance of Punta Gorda, Fla., vice 
. resident; Harold M. Webb of Jackson- 
ple ling lle, Fla, treasurer, and Mrs. Louise 
Hettinger of St. Cloud, Fla., re-elected 
casualgeectetary, 
‘a hl The “Little Red Schoolhouse,” home 
‘hi the American Institute, will not have 
to siffore students until its next class in 
long #6) and its bell won’t ring morning 
on is "4 afternoon to call them to class, but 
» Hoe 8 still a bright spot next door to 


de f merican’s home office building to re- 
cide '@hind one and all of the old-fashioned 





lly theffindamentals of education. 
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ith fAETNA’S NEW PORTLAND MGR. 
iple lif Robert F. Bencks has been named 
mitaloganager of a new Portland, Me., office 
ened November 2 by Aetna Casualty 
his pi Surety. The office will supervise de- 
ie, thefielopment of the company’s éasualty, 
at somite and marine business in Maine and 





design? 


a@@ew Hampshire and will have complete 
ipanies 


nderwriting, claim and safety engineer- 
facilities, 
t. Bencks, a graduate of Rensselaer 











‘D_ folytechnic Institute, joined Aetna Cas- 
r. Bios ity in 1949. He has been superintend- 
e ext@itt of the agency department at Spring- 
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‘ew editions of the Colorado, Iowa 


tld, Mass. for the past three years. 












ing Ca" Minnesota workmen’s compensation 
dies MR" Pamphlets have been published and 
ms *—8° low ready for distribution, the Asso- 
tions tion of Casualty & Suretiy Companies 


wn. f° anounced. 


TWO ADDED TO IAC PROGRAM 


Gragg and De Pierro Join Distinguished 
Speakers Slated for N. Y. City 
Conference Nov. 18-19. 


Two additional speakers have been 
announced for the mid-year meeting of 
the Insurance Advertising Conference, 
to be held at the Statler-Hilton Hotel, 
New York, on November 18-19. They 
are Williford Gragg, executive vice 
president of United States Fidelity & 
Guaranty, and Anthony C. DePierro, 
vice president and media director of 
Lennen & Newell, New York advertising 
agency. 

Messrs. Gragg and (DePierro will join 
a roster of other distinguished speakers 
slated to appear at the IAC convention. 
As announced earlier the other adver- 
tising and insurance figures who will 
talk at the meeting include: Nicholas 
Samstag, promotion director of Time 
Magazine; Carl Harris, executive art 
supervisor of Young & Rubicam; Wil- 
liam Gillam, manager of the research 
division of the National Bureau; How- 
ard A. Berrian, assistant general sales 
manager of the C. F. Mueller Co. of 
Jersey City; Herbert Kramer, adver- 
tising manager of The Travelers; H. 
Paul Abbott, personnel secretary for the 
Insurance Cos. of North America, and 

. F. Scheer, advertising manager of 
the Zurich-American. 

A panel discussion of the new auto- 
mobile policies will be chairmaned by 
William J. O’Meara, assistant adver- 
tising director of the Aetna Casualty & 
Surety. 





CRYER AGENCY MOVES 


The Cryer Agency Inc. has opened 
new offices at 737 Delaware Ave., Buffalo, 
N. Y., President John W. Cryer Jr. an- 
nounced. The offices formerly were in 
the Genesee Bldg. The company also 
announced appointment of John W. 
Cryer III as head of its life and acci- 
dent department. 
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Atlantic Companies Name 


Two in Columbus Office 


Two new appointments have been made 
by the Atlantic Companies (Atlantic 
Mutual and Centennial) to their Colum- 
bus, Ohio branch office. Gordon W. 
Mohr has been promoted to casualty 
supervisor at Columbus. Since 1954, Mr. 
Mohr has served as underwriter in the 
casualty department of Atlantic’s office 
at Syracuse, N. ¥. 

Thomas F. Finn has been appointed 
casualty special agent at Columbus. Mr. 
Finn, a native of Kentucky, goes to the 


Atlantic Companies after eight years 
with another casualty company. 

J. R. McLeod is branch manager of 
the Columbus office of the Atlantic Com- 
panies. 
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Kwedar Named Asst. Agency 
Director of Maryland Cas. 


Warren J. Kwedar has been appointed 
assistant agency director of Maryland 
Casualty. He has been with the com- 
pany for the last ten years and since 
December, 1957, had been production 
manager in its Richmond branch office. 

Mr. Kwedar served three years in the 
United States Air Force prior to coming 
with the Maryland in 1949 as a student 
trainee in the home office. He was sta- 
tioned in the Baltimore agency division 
until 1954, when transferred to the Rich- 
mond office as a special agent. 





Dinner to John J. Berger 


John J. Berger, general manager, 
Greater New York Mutual, will be hon- 
ored for his service to his community 
and to Israel at a dinner on Thursday, 
November 19 at the Sheraton-East Hotel 
under the sponsorship of the Insurance 
Division of State of Israel Bonds. Co- 
Chairmen of the dinner are, Abraham 
J. Gurevich, president, Security Mutual! 
Liability, and Morton E. Task, president, 
Cosmopolitan Mutual. Honorary Chair- 
man is Harry Strongin, president, Con- 
solidated Mutual Insurance Co. Also 
active in the campaign is Harry Hyman 
of the Citizens Casualty Co. 





JAMES J. HEALY PROMOTED 


James J. Healy has been promoted to 
superintendent of the administrative 
compensation and liability department at 
New York by North British Group. He 
had previously been underwriting super- 
visor, 





(uy Mann's Address 


(Continued from Page 36) 


direct assistance, involves the initiation, 


stimulation and conduct of assistance 
programs in selected states. 
“We find that more and more gov- 


ernors and mayors are coming to realize 
that traffic accidents in their states and 
cities are reaching baleful proportions, 
and are of a mind to welcome help in 
dealing with them.” 

Mr. Mann said that the Institute, 
headed by Russell I. Brown, former 
Iowa commissioner of public safety, and 
staffed by specialists in the various 
phases of highway safety work, is “hop- 
ing to demonstrate that the adoption, 
within a state, of the right techniques of 
a balanced program will reduce acci- 
dents. 

“The insurance industry does not ex- 
pect miracles from the activities of this 
new organization,” he said. “It does ex- 
pect steady progress towards the com- 
mon goal by effectively using and co- 
ordinating all of the knowledge and 
programs developed over a period of 30 
years. This united approach on the part 
of all segments of the insurance indus- 
try should prove to be most effective.” 
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Relations Between Private Insurance 


And Medical Profession Improved 


But Insurance Medical Directors’ Panel Finds Companies and 
Doctors in “Gold Fish Bowl” as Public Fumes 
Over Mounting Hospital Costs 


That physicians and hospital adminis- 
trators are rapidly becoming well versed 
on insurance matters was brought out 
by speakers during a panel discussion 
at recent annual meeting of the Asso- 
ciation of Insurance Medical Directors 
held at Hotel Statler Hilton, New York. 
Moderator of the panel was Albert V. 
Whitehall, director of health insurance, 
Life Insurance Association of America. 

Gradually disappearing is the attitude 
too common a decade ago, that “this is 
a big company and they (the insurance 
companies) can well afford to pay.” 
Credit for this change in thinking on the 
part of the medical profession, said a 
panel speaker, Dr. William P. Shepard, 
chief medical director, Metropolitan Life, 
is due largely to the successful efforts 
of the Health Insurance Council, Health 
Insurance Association of America, “and 
the influence of highly respected insur- 
ance company medical directors as well 
as the medical directors of insured in- 
dustries.” 


Better Public Understanding 


Continuing, Dr. Shepard declared that 
the medical profession “is just begin- 
ning” to learn to separate medical ethics 
from medical economics. Medical eco- 
nomics receives much more attention 
than it did two decades ago, But there 
are still many problems, the principal 
one being the mounting cost of hospital 
service and the size of doctors’ and sur- 
geons’ fees. ; 

“An encouraging feature is the im- 
proved over-all public relations on the 
subject which is bringing to the people 
a better understanding of the insurance 
principle, how it operates, what it pro- 
vides and what is required. Many em- 
ployers are doing a remarkably effective 
job in explaining simply but thoroughly 
to employes the exact provisions of their 
Group insurance. The doctors them- 
selves can do much to explain the in- 
surance principle to their patients if once 
we make it possible for them to under- 
stand the various types of coverage,” 
Dr. Shepard declared. 


Too Much Variety In Forms 


Mr. Whitehall said one of the early 
problems has been to get hospitals to 
accept insurance coverage as an assur- 
ance that the hospital bill would be 
paid. Otherwise, the patient would have 
to pay a deposit on admission. 

“In medical relations, we face the 
problem of fees and forms,” he said. 
“We have urged that doctors remember 
that insurance does not increase ability 
to pay; and that doctors should charge 
their normal fees to insured patients. 
We are dismayed to find that doctors 
don’t have a rigid pattern which the in- 
surance business can use as a dependable 
base. And, in the individual case, both 
doctor and patient believe that insurance 
does increase ability to pay. So premium 
costs are going up; the public is becom- 


ing aroused. Voluntary health insurance 
and private medical practice are together, 
today, in a goldfish bowl. Our adminis- 
tration of a large segment of the health 
dollar is under the public’s scrutiny. 

“We have been successful in alerting 
the top echelons of organized medicine 
to the growing danger of too rapidly 
arising costs. But, before we can even 
talk to doctors, we meet their irritation 
over our infinite variety of forms. We 
must have an answer to this complaint 
because unless we provide the answer 
the doctors will. 

It was noted that there is the specter 
of Government entering this picture. 


Killion Points to Things Blue Cross 
Can’t Do 


Raymond F, Killion, second vice pres- 
ident, Metropolitan Life, spoke in his 
capacity as chairman of the hospital re- 
lations committee of Health Insurance 
Council. He based his remarks on the 
impact to date of the Council’s activities 
with respect to the hospital-doctors’ 
situation in private voluntary health in- 
surance. 

Saying that there is no question but 
what the Blue Cross has made a major 
contribution to the existence of private 
voluntary health insurance, at the same 
time there were some things which 
Blue Cross either couldn’t do or which 

(Continued on Page 42) 


J. F. WELCH GUEST SPEAKER 





To Address N. Y. Association of A. & H. 
Underwriters Nov. 17; Oakley Baskin, 
Bruce Gifford to Attend Dinner 


_J. Francis Welch, vice president, 
United States Life, will be the guest 
speaker at the November 17 dinner 


New York Association of 


meeting of 


A. & H. Underwriters, to be held at 
Willy’s Restaurant, 166 William Street, 
N. Y 


Two International Association officials 
—President Oakley Baskin of Buffalo 
and Bruce Gifford, managing director, 
will also attend the meeting. Mr. 
Baskin will present PRT awards to 
Louis Medill and William J. Hill, both 
heads of their own agencies. Honorary 
memberships in the N. Y. association 
will be presented to Emanuel Levy, edi- 
tor, Insurance Advocate, and Wallace 
ty, Clapp, vice president-associate editor, 
The Eastern Underwriter. 

This dinner meeting, is the first of 
a series to be held the third Tuesday 
of each month on the theme, “A. & H 
Is Primary Insurance.” 





Select Wm. Harmelin for 
LUTC Course in A. & S. 


William Harmelin, Supervisor, The 
Harmelin Agency, Inc., New York, has 
been appointed chairman of a special 
committee of the Life Underwriters 
Association of New York to organize 
local classes in the LUTC’s course in 
Accident and Sickness insurance train- 
ing. The announcement was made by 
Stanley R. Wayne, general agent, Mut- 
tual Benefit Life, president of the asso- 
ciation. 

In preparation for his duties, Mr. 
Harmelin will attend a two-day meet- 
ing in Atlantic City, N. J., November 23- 
24 with chairmen ‘from other cities to 
discuss the training program. 

Mr. Harmelin, MDRT life and qual- 
ifying member, author and lecturer, is 
well qualified to conduct these A. & S. 
classes which will start next February 
and finish in May. This will be the 
seventh year that the New York City 
association has sponsored the LUTC ac- 
cident and sickness course. Qualified stu- 
dents may enroll locally by applying to 
Mr. Harmelin at 50 Church Street, New 
York. 
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Accident and Sickness 
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IF SO, WE SUGGEST YOU INVESTIGATE 
PROVIDENT FOR THE FOLLOWING REASONS: 


7 More than seventy years specialized experience 
in the A & S field. 


The widest line of policy coverages in any one 
company — anywhere. 


Sales aids and training assistance to enable you 
to produce in volume and with confidence. 


To get full details without obligation write: 
et Ww. 
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California A. & H. Sales Mg 
Held at Los Angeles Todg fa 


The one-day California State A 
dent & Health sales congress commen 
this morning (November 13) at | 
Statler-Hilton in Los Angeles. Featy, 
speakers are: Paul Foster, M.D., py 
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dent-elect of the California Meg co * 
Association; Carl Ernst, superinteng Fie WV 
of agencies, North American Life fi&sociati 
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Casualty, and A. B. (Red) Halver 
vice president, Occidental Life. 

The program opened with the g 
association’s business meeting. Folly 
ing luncheon, A. & H. salesmen will } 
talks by Dr. Foster, Mr. Ernst and 
Halverson and partake in a panel sesg 
lead by Marshall Goodmanson, Pry 
dent Life & Accident; Robert Little 
American Life & Casualty, and Will 
Nietschman, Continental Casualty, 
social hour. and evening banquet ¢ 
cluded the congress. 
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A. & H. Fines Announced bj 
N. Y. Insurance Departme 


Superintendent of Insurance Thoy 
Thacher of New York announced } 
vember 3 the payment of a $5.000 fine 
the Fireman’s Fund and of a $500 fine 
Richard Twisk, who is manager of { 
company’s group disability division 
the eastern department, and a licen 
broker. The fines were imposed after 
investigation by the Insurance Deg 
ment disclosed issuance of certain of] 
Fund’s association group A. & H.y 
icies at rates and with riders which| 
not been approved by the Departmen! 

The Department said that the « 
pany and Mr. Twisk, having waivel 
hearing, the matter was settled by sti 
lation. The Department followed 
precedent of prior cases as the basis 





the fine, it is understood. 
A spokesman for Fireman's f 
when queried about the matter § 


mpa 
V 


that there was no evidence of any kno 
edge by the company’s executives of 
practices which led to the New York] 
partment’s action. 





q 

- Cognizan 
A. & H. Rate Reduction fj.) jay. 
Ordered in North Caroliiet of th 
North Carolina Insurance Commfifiting of 
sioner Charles F. Gold last week ordeal cover 
a reduction in rates on credit A. Ment & 
insurance. Effective December 16, mf a 
on the insurance sold with small kge''Y GeV 
must be lowered from $2 to $1.75 fore nel discu 
$5 unit of monthly benefits. intrigt 
Re a public hearing October 26, cifcislation- 

& H. underwriters argued that 1 Doula 
teak not be reduced. Mr. Gold, he US 
ever, pointed out that evidence on mmetica, fi 
ord showed the reduction was in 0m b, was 1 
based on loss experience. The $5 irticipants 





per unit of monthly benefits has bl & H. sec 










lowered from $3.30 in 1955 to the Siiseph Ry: 
called for in this new order. ter, Met 
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New HIAA Directory Beit rent, C 
Distributed; Has 108 Pafheicas‘icc; 
The 1959-60 edition of the Health tt on the 
sociation of America Directory has business; 
been published, and is being distribofMnies from. 
to member companies. Foration 
The 108-page booklet includes a lift a big ; 
association members, listed alphabet! lable loss 
and geographically, the names and 4Mfys of ca; 
liations of the board of directors, nate just aby 
of staff members of the HIAA #@t that the: 
the Health Insurance Institute, He legislatic 
standing committees of the associi{Many ques 
with the members of each commlllfs as ove; 
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the HIAA constitution, the code) 
ethical standards, and other informa 
describing the work and _ activities 
the association. 

The Directory shows that comp 
members now total 269, five more ! 
last year, and that members’ home off 
are located throughout the United St 
Canada and the Philippine Islands 
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.D., pr Federal jurisdiction over all segments 

 P@ the insurance business, without ex- 

1 Medi tion, was intended to be eliminated 

rintenddm the McCarran Act, Travelers Health 

n Lifeffssociation of Omaha declared in a 

Halversicl urging the Supreme Court to rule 
‘Bat Federal Trade Commission is not 

: powerel to regulate direct mail A. & 

the si advertising. 

x. Folllithe High Court has agreed to hear 

n will hioyments this term in a government 

st and WBpeal from an Eighth Circuit decision 

nel sesikmissing an FTC cease-and-desist order 

on, Profainst allegedly deceptive advertising 

Little Miled by the company. 

1d Wil#The Government contends that an 

sualty, rlier decision by the Court, in which it 

\quet ofpld that the FTC had no jurisdiction 


er advertising used by two agency 
mpanies, National Casualty and Amer- 
nn Hospital & Life, does not apply to 
rect mail insurers because the Court 
ecifically reserved this jurisdictional 
estion. 

But The Travelers Health brief argued 
ht there was no reservation because 
e states can and do regulate such 
mpanies effectively and, therefore, no 
egulatory vacuum exists.” 

Nebraska, the state of its domicile, 
s empowered to regulate the activites 
its licensed companies, including direct 
ed afterfil insurers, everywhere,” the com- 
ce Depany contended, “and has regulated its 
tain of Mirect mail writings ever since its organ- 
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travelers Health Files Brief Against 
C Jurisdiction With Supreme Court 


vertising might be sent “are empowered 
to regulate the business of direct mail 
companies doing business in_ those 
states.” 

As for the Government argument that 
promulgation of trade practice rules by 
the FTC in 1950 governing mail order 
insurance advertising represented “sub- 
stantial concurrence by the industry with 
respect to the commission’s jurisdiction 
over mail order insurance,’ Travelers 
Health answered that these rules “were 
beyond (FTC) jurisdiction; yet the com- 
mission’s approval of our basic adver- 
tising thereunder should stop the com- 
mission.” 

Citing numerous court decisions subse- 
quent to enactment of Public Law 15 
which sustained state regulation, the 
Travelers Health brief said the com- 
mission, “fails to draw a line which 
would separate state regulation, as up- 
held in National Casualty, from Federal 
regulation. ... 

“We respectfully suggest that if this 
court even partly opens the gate for 
Federal regulation, utter confusion in 
insurance regulation will prevail. State 
and Federal authority will be in endless 
conflict. This court should as a matter 
of law, and realistically, avoid such 
doubts and confusion by affirming the 
court below, and hold all insurance sub- 
ject to exclusive state regulation. 

“Tf Congress desires to amend the Mc- 
Carran Act and partly open the regula- 
tory gate, it can do so, and, after hear- 
ings and mature consideration, define the 
exceptions in specific terms.” 
















& H. gtion in 1904, through specific laws 
which fad Insurance Department rules.” 

yartmenfFurthermore, Travelers Health said, all 
the cafher states into which the mailed ad- 

r waived 

d by sti 
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e basis 
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7 York! 

' PCognizant of the many new problems 

ion ich have arisen as a result of the im- 

a e . . 

“arolimct of the Metcalf legislation on the 


Comimmiting of A. & H. hospital and sur- 


‘ek ordeal coverage in New York, the Ac- 
t A. &ifent & Health Club of New York re- 
7 la ntly devoted an entire evening to a 
75 foregmnel discussion on this subject under 
intriguing heading of “Metcalf 
r 26, cgislation—Beginning or the End?” 
aed Douglas J. Moe, Colonial Life of 
ce on muetica, first vice president of the 
s in om), was moderator of the panel and 
he $5 @itticipants were Gerald S. Parker, 
has M8 & H. secretary of the Guardian Life; 
) the § sph Ryan, chief A. & H. under- 


tet, Metropolitan Life; William B. 
bmett, director of A. & H. sales and 
rvice, The Prudential, and Michael, 
cheli, assistant manager, claim de- 
tment, Continental Casualty. 

he consensus of opinion was that the 
calf legislation has had a definite ef- 


Beil 
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Health : ton the writing of cancellable A. & 
'y. has business; that it will deter the com- 
distrib mes from getting off a risk because of 

_Btioration of health. Mr. Parker felt 
es a lit a big market still exists for can- 
habeti € loss of time but said that the 
s and WS of cancellable surgical insurance 
ors, naire just about numbered.” One and all 
ITAA @#t that there would be repercussions of 
itute, HF legislation in other states next year. 
associa#ilany questions were asked as to mat- 
commini’S a Over-insurance, exclusion waiv- 


, code HB dependents covered under the Met- 






nform@ law and non-renewal of policies. 
tivities Be panel “experts” did a fine job in 
‘ponding to them. 
 comle’s to whether the agents have an 
more "MM#erstanding of the legislation and are 
ome OMM@Senting it properly to their insureds, 
ited Stal ™’s brought out that the producers 
sland: Somewhat confused at this time. For 





mpact of Metcalf Legislation in N. Y. 
: Viewed by A. & H. Club Panelists 


this reason wide-awake companies are 
supplying their field men with full in- 
struction on the law. 


Closer Liaison Stressed 


The importance of a closer liaison 
between claim and underwriting depart- 
ments was underscored by the panel- 
ists, one of whom stated: “We must 
have this Haison if we are going to at- 
tempt to retire a risk under the Met- 
calf law. Tihe only safe way is to make 
the insurance non-cancellable guar- 
anteed renewable subject to the right of 
the company to adjust the premium on 
a given class of business.” 

One point on which all agreed was 
that there has been no litigation to date 
as a result of the Metcalf legislation. 

Tihe panelists explored the matter of 
whether non-residents (New Jersey and 
Connecticut) come under the provisions 
of the law and the conclusion reached 
was that this depends entirely on where 
the policy contract was made. If in New 
Jersey or Connecticut it does not come 
under the Metcalf law. 

It was also established that the legis- 
lation could not be made retroactive t» 
policies written prior to its effective 
date of last July 1. “It can’t be retro- 


active as that would be unconstitu- 
tional,” was the quick response of a 
panelist. 





W.J.R YAN ELECTED CONTROLLER 


William J. Ryan has been elected con- 
troller of North American Accident of 
Chicago. effective November 1. He had 
resigned as vice president-treasurer of 
New York Mutual Casualty where he 
served since 1948. Prior to that, Mr. 
Ryan was an auditor for the New York 
Insurance Department for ten years. He 
is a graduate of the City College of New 
York. 


IAAHU’s Contest For Miss 
A. & H. 1960 Now Underway 


Entries are in from all over the coun- 
try in the International Association of 
Accident and Hea!th Underwriters 1960 
Miss A. & H. contest. The contest will 
be run on a monthly basis through May, 
when a grand winner will be chosen from 
the monthly winners to reign in Chicago 
at IAAHU’s big convention at Conrad 
Hilton in Chicago, June 16-18, 1960. 

The contest is being judged on a cumu- 
lative basis. All entries who fail to win 
in one month’s contest are still eligible 
for the succeeding months’ contests. 
Entries must be actively connected with 
the insurance field, as secretaries or such, 
and single to be eligible. 

October’s Miss A. & H. is Shirley 
Ann Kruck, a brown-haired, hazel-eyed, 
private secretary with North America 
Assurance of Virginia. She’s 5 feet, 
inches tall, and her statistics are 34-24- 
Blonde Bonnie Hoffland is the Novem- 
ber winner. Bonnie is a collection clerk 
for the Ray Carpenter Agency, Mutual 
of Omaha, in Aurora, Ill. She’s 5 feet, 
6% inches tall, has hazel eyes and meas- 
ures 35-24-3514, 

Each monthly winner, in addition to 
getting a shot at the 1960 title, receives 
a loving cup, suitably engraved, to dis- 
play on her desk. 





ACCO A.&H. Promotions 

Albert H. Kessler, A. & H. vice pres- 
ident of American Casualty, has named 
Benton H. Madison accident and health 
manager for the company’s Portland, 
Ore. branch office. Three other A. & H. 
fieldmen have been assigned production 
posts in other branches. They are: John 
Somers, representative at Manchester, 
N. ‘H.; Frederick W. Tasney, group 
representative at Pittsburgh and Darvin 
= Schanley, representative at Milwau- 
kee. 
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Over 400 Expected at HIAA’s 


Individual Insurance Forum 


More than 400 insurance executives 
from all parts of United States and 
Canada are expected to attend the 1959 
Individual Insurance Forum of the HIAA 
at the Biltmore Hotel, New York, next 
Monday through Wednesday. 

In addition to 43 workshop sessions 
and two panel discussions on a variety 
of health insurance topics, the three-day 
meeting will be highlighted by the key- 
note address of V. J. Skutt, HIAA 
president, and president of Mutual of 
Omaha, and by a talk, “Speaking Of 
Images,” by Frank O. Williams, 
vice president and director of Connec- 
ticut General Life. 


Mutual of Omaha and KLM 
Complete Air Travel Plan 


Mutual of Omaha has extended its air 
travel insurance facilities to more than 
50 foreign countries, President V. J. 
Skutt announced. He said that Mutual 
and KLM Royal Dutch Airlines had 
completed an agreement whereby KLM 
would provide insurance sales facilities 
for passengers traveling on most of its 
flights. The flight insurance will be 
available through ticket offices through- 
out the free world. 

Mr. Skutt added that the administra- 
tion and sales of the travel plans would 
be handled by Mutual of Omaha's sub- 
sidiary, the Tele-Trip Co., Inc. 

Mutual of Omaha previously had in- 
surance outlets in many foreign coun- 
tries through its sales to passengers 
traveling on flights of the United States 
Military Air Transport Service and the 
Strategic Air Command. 

KLM is the oldest major international 
airline, serving 105 cities on six conti- 





nents. . 
The new plan for KLM passengers 
will be available in amounts of up to 


$50,000 U. S. currency. Over-all sales will 
be administered from the Hague. 
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‘Prudential’s Fitzgerald Calls For 
‘Brainstorming”’ In A. & H. Insurance 


Eugene F. Fitzgerald, training con- 
sultant in the Prudential Ordinary agen- 
told a meeting 
of the New Jersey Accident & Health 
Association at Newark, that “perhaps 
more than any industry (insur- 
ance) should be investigating the merits 
Originating some 30 


cies department, recent 


other 


of brainstorming.” 


years ago at an advertising agency, this 
term has come to mean creative think- 
ing by a group of individuals unre- 


strained by authoritative or conventional 
judgment. 

Mr. Fitzgerald stressed the importance 
of imagination in the creation of “prod- 
ucts and services which we enjoy to- 
day ... .” He pointed out however, that 
most of us use only 15% of our creative 
ability. This lack of imaginative exercise, 
Mr. Fitzgerald feels, has two explana- 
tions: First, “the fact that our educa- 
tional training and experience have 
taught us to conform to established cus- 
toms and habits and as a result we 
usually think along conventional unim- 
aginative lines.” 

Second, “personal traits influence us: 
For example, timidity, lack of confidence, 
fear that our ideas are not acceptable, 
fear of criticism or ridicule by others. 
If it were not for these inhibitions, many 
of us could come up with new ideas and 
suggestions, somewhat broader prospec- 
tives and be able to see problems from 
angles which are now obscure to us.” 


Four Basic Rules 


Mr. Fitzgerald outlined four basic 
rules which must be followed in order to 
have a good session in creative thinking 
or brainstorming: 

“1. Judicial judgment is not allowed. 

“2 Free-wheeling is recommended— 
the wilder the idea the better. 

“3. Quantity is wanted, not necessarily 
quality at this point. 

“4. Combination and improvement of 
other ideas is sought. When a group is 
relaxed and in the proper frame of mind, 
a continuous flow of ideas can result 
when these four basic rules are fol- 
lowed.” 

Mr. Fitzgerald advised that generally 
only about 10% of the ideas obtained at 
a brainstorming session are of value in 
solving the problem at hand. But added, 
that “as in selling, the law of averages 
is operating and the more ideas obtained, 
the greater the chance of obtaining good 
solutions.” 

The speaker then 
which brainstorming has 


W. Clark Butterfield Dies; 
With Nat’! Casualty 34 Years 


W. Clark Butterfield, vice president 
and secretary of National Casualty died 
recently in Detroit, after an illness of 
several months. 

Born at DeTour, Mich., November 6, 
1901, Mr. Butterfield was a graduate of 
the University of Michigan. He joined 
National Casualty as a claims adjustor 
in January, 1925, and was promoted to 
chief adjustor in 1933. In 1938, he was 
elected assistant secretary of the com- 
pany and two years later, secretary. He 
was elected a board of directors mem- 
ber in May 1947, then elevated to vice 
president-secretary in charge of Cee 
four months later. This capacity he held 
until his death. 

Long active in International Claim As- 
sociation affairs, Mr. Butterfield served 
this association as president 1945-1946 
and as vice president earlier. In addi- 
tion, he was several years a member of 
the executive committee, of which he 
later became chairman. 

During the mid 40s he was prominent 
in the activites of the Health Accident 
Conference (now ‘Health Insurance Asso- 
ciation of America) as chairman of the 
committee on surgical schedules. 
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valuable to industry.” The suggestion 
that telephone subscribers dial a certain 
number to obtain the time and weather 
was first introduced at one of these ses- 
sions. A telephone company had been 
looking for ideas to increase revenues. 
The adoption of this suggestion brought 


two million dollars additional revenue 
to the company. 
Examples of problems answered 


through brainstorming have ranged from 
the disposal of ice covering long dis- 
tance telephone wires to marketing un- 
wanted violins. “But what we are “ee 
ested in here,” Mr. Fitzgerald said, 

the application of brainstorming to our 
own business, the selling and servicing 


of accident and health insurance.” He 
continued: 
“We often have heard it said and 


truly so that ours is ‘an idea business.’ 
That ideas are the life blood and that 
without stimulating, challenging, imagi- 
native thoughts we would not be able 
to get our prospects nearly the amount 
of insurance that they purchase. For 
with new products of a tangible nature 
to offer the prospect is buying primarily 
us as individuals and our ideas and sug- 
gestions as to what our policies can do 
for him and his family.” 

Mr. Fitzgerald stated further that such 
things as major medical coverage, the 
farm policy, decreasing term riders and 
other innovations which might have been 
scoffed at if they had been suggested a 
generation ago, show that imagination 
is already at work in the insurance busi- 
ness. He concluded: 

“By putting brainstorming to work in 
our industry I am certain that we can 
come up with new and better ideas both 
as far as products are concerned as well 
as the marketing of these products.” 





LICENSED IN HAWAII 
The State Mutual Life of America has 
been licensed by the state of Hawaii to 


sell life, group and A. & S. insurance 
there. State Mutual thus becomes one of 


but a handful of major U. S. life insur- 
ance ag, er licensed by all 50 states 
and the of C. The company is also 
licensed oe maintains offices in Puerto 


Rico. 





COMBINED’S 32ND DIVIDEND 

Combined Insurance Company of 
America, Chicago, has declared its fourth 
quarter dividend of 10% of the par value, 
amounting to 10 cents per share, payable 
December 9 to stockholders of record 
on November 24. This is the 32nd con- 
secutive quarterly cash dividend. 





Relations Improved With Medical Profession 


(Continued on Page 40) 


can be done more effectively by insur- 
ance companies. 

As an example, he asserted that the 
large employer with branches spread 
country-wide has found it more satisfac- 
tory to work out a uniform plan for his 
employ es through a single insurance car- 
rier rather than to undertake the enor- 
mous task of negotiating with dozens 
of local Blue Cross plans. 

“In a great number of cases,” Mr. 
Killion continued, “the hospital insurance 
is only a part of a broad package plan 
including life insurance, pensions and 
disability benefits which can be more 
economicé illy administered by a single 
carrier. Also, through its existing 
mechanism of underwriting individual 
applicants the insurance industry is pre- 
pared to attack the problem of making 
coverage available to individuals who 
were not eligible for Group insurance 
through an employer. “This was an area 
not usually undertaken by the Blue Cross 


plans,” he said. 
Allege Discrimination In Hospital 
Admissions 


Hospital representatives point to two 
important areas where the system may 
fall down if not carefully adhered to. 
It is apparent that in some areas there 
is a lack of company cooperation in use 
of prescribed forms. Some as employers 
are reluctant to use these forms in con- 
nection with their Group hospital ex- 
pense insurance. Thus, in some areas, 
the hospitals point to delay in payment 
of claims which to them is an all im- 
portant burden. 

Mr. Killion also said that the com- 
panies have not been entirely successful 
in establishing for individual insurance 
a corresponding hospital admissions plan. 
Some companies say the volume is not 
sufficient; others find fault with any plan 
which would require them to certify 
benefits on the basis of admitting diag- 
nosis. The hospitals feel strongly that 
if persons insured under individual and 
family policies are to receive the same 
consideration on admission as persons in- 
sured under other types of coverage 
some plan must be devised. Recently, 
the committee has been circularizing the 
companies with a new proposal “and we 
hope for greater company participation,” 
said Mr. Killion. 

Major share of the activity of his 
committee now is in communications 
with hospital personnel as an informa- 
tion program. 

Mr. Killion further noted that in the 
early days “of our hospital relations ac- 
tivities” it was most difficult for insur- 
ance company representatives to meet 
with hospital people because of this close 
affiliation with Blue Cross. “However, as 
the volume of our business increased, 
hospital representatives, particularly at 
the local level, became more receptive 
with a very justifiable self interest and 
concern for their insured patients,” he 
said. “Nevertheless, the relationship be- 
tween the Blue Cross and the hospitals 
still continues as an important influence 
affecting our hospital relations program. 
We recognize and applaud the accom- 
plishments of Blue Cross. We are sym- 
pathetic to their problems with which 
we have much in common. At the same 
time, we feel strongly that spokesmen 
for the hospitals should give fair recog- 
nition to the accomplishments of insur- 
oo companies in the hospital insurance 
el ” 


Group Insurance Gets First Attention 


Group insurance receives the first at- 
tention of the hospital relations com- 
mittee because more persons were af- 
fected than in individual insurance and 
the nature of the coverage lends itself 
more readily to the mechanism, the 
speaker continued. For group insurance 
two plans were devised: certification 
of benefits system which is used exten- 
sively throughout the United States, and 
the card index system, the forerunner, 
still in use in certain metropolitan areas. 
“These two systems for Group insurance 
have almost fully resolved the problem 





of hospital admission for Group insu 
employes. The continued success of 4 
systems will require continuing attenty 
and cooperation by insurance ¢g 
panies.’ 

Growth of Medical Specialists 

J. Grant Irving, medical direcy 
Pid ‘Life, and chairman of the medig 
relations committee of HIC, told of ; 
great increase in number of the large 
better-equipped hospitals and of 4 
number of physicians who are specials 
Thus, medical care has become incre 
ingly costly. These specialists incly 
pathologists, chest surgeons and ang 
thesiologists. Many people are deman 
ing the highest type of Cadillac-mo 
service when admitted to hospitals, | 
consultation is necessary they want { 
leader in his specialty. Commenting 
the definition of “Specialists” Dr. Iryi 
said: 

“Consider the long period of prepa 
tion for practice by the specialist. Aj 
the demands of military service to } 
graduate training, and the result is 
average of 12 years from the time] 
college entry until he enters priv 
practice. His early years are econ 
ically lean. He finds it difficult obta 
ing a staff appointment to a lay 
hospital where there are tremendous 
mands on his time and where he a 
must take care of charity patients. 

“There i is a long tradition of the phy 
cian’s setting his own fees without ha 
ing to explain to Blue Shield or tog 
insurance company why a_ prolong 
complicated and worrisome case met 
a higher price tag.” 

Another angle was explained by ) 
Shepard: “Patterns of medical practi 
are changing so rapidly that the act 
aries cannot accurately price medical a 
hospital services now, much less for th 
future.” 


Krumeich Heads Bollinger (i 
Student Claim Departmer 


















































































FRANK J. KRUMEICH 
Frank J. Krumeich has been appoint 
student accident claim division matt 
of C. W. Bollinger Co. of Newark. } 
Krumeich’s 13 years experience in i 
field includes: Examiner for Loy# 
Group in its home office, A. & H. cla 
adjuster for Continental Casualty, 3 
for the past nine years, A. & H. supé 
visor for the American Casualty im! 
New Jersey and New York offices. 


To Hear Bruce Gifford 


Bruce Gifford, managing directof 
the International Association of Accide 
& Health Underwriters, will alin 
special meeting of the Richmond ¢h 
ter of the [AAHU on November 19 
topic will be “How to Sell Smarter.” 
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Illustration from the 1871] edition of The Travelers 
Record—the first Company Magazine in America 

















A Protectiwe Shield for 95 Years 


In 1864 Abe Lincoln was inaugurated 
President for a second term . . . General 
Grant launched his Appomattox campaign . . . 
The Pony Express was almost the sole means 
of systematic contact between East and West 
.. . and the population was only 34 million. 


In those days the need for financial protec- 
tion against accidents was great. Recognizing 
this need a prominent Hartford businessman, 
James G. Batterson, founded The Travelers 
Insurance Company and wrote the first acci- 
dent policy issued in America in 1864. 


Although astounding changes have taken 
place in America since then, the need for 


accident insurance is just as great today. 
(Last vear nearly 10 million people were 
accidentally killed or injured in America.) 


And The Travelers has‘ kept pace with the 
changing times. Today this pioneer company 
offers a wide variety of up-to-date policies and 
serves communities throughout the United 
States, Canada, Puerto Rico, and Hawaii. To 
facilitate the prompt and efficient handling of 
claims, 4,100 employees devote their entire 
time to this service. 


See the nearest Travelers Manager or Gen- 
eral Agent about Modern Travelers Accident 
contracts. He’ll give you full details. 





HARTFORD 15, CONNECTICUT 




















































John Philip Sousa’s special arrangements 
came from The Man from Equitable 


John Philip Sousa, famous Marine band leader, 
composed Stars and Stripes Forever and many other 
well-known marches. But his special insurance 
arrangements were composed by The Man from 
Equitable. Sousa not only received good protection 
in case of death, but his program gave him guar- 
anteed funds for living purposes—for emergencies, 





education, retirement. Living Insurance! This is 
what people everywhere are hearing about—on 
DOUGLAS EDWARDS WITH THE NEWS, over the entire 
CBS-TV network, and on OUR AMERICAN HERITAGE 
on the full NBC-TV network. ©1959 The Equitable 
Life Assurance Society of the United States. Home 
Office: 393 Seventh Avenue, New York 1, N. Y. 


Living Insurance from EQUITABLE 
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